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The Moving Picture as an Aid in Selling Mill 
Supplies Ruel McDaniel 


Selling Consumers on the Economic Value of the 
Supply House 


Triple Convention Plans Nearing Completion 


Public Utilities and the Mill Supply House 
Harvey Black 


“We Do Not Merely Sell Merchandise—We Sell 
Production”—Louis G. Henes J. K. Novins 


Springtime is Clean-up Time and Dealers Can 
Profit Thereby 


George Worthington Saw Opportunity and 
Grasped It George Worthington, Jr. 


Pigs Is Pigs and Orders Are Orders 
Frank Farrington 
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| . Air and Priming Cocks 
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Detroit Air and Priming Cocks are of 
standard weight, properly designed and well 
finished. They are carefully manufactured 
of high grade red metal and will not leak air, 
gasoline, water or steam. 


, 
el | 


Every cock is carefully tested and inspected 
before shipment, and guaranteed to be per- 
fectly tight. 


We manufacture a complete line of air and 


priming cocks, both with and without spring 
to 


“ Hy nur 
Full information regarding types not shown : 


| will gladly be furnished on request. 


Write for catalog and prices. 


DETROIT LUBRICATOR (OMPANY. 
DETROIT, MICHIGAN 
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Tus VISE 
is but one 
of the 
Complete 


COLUMBIAN 
LINE! 





Vises for every purpose with a full 


_ er er 








range of sizes,—that’s why distrib- 
utors of the COLUMBIAN line 
are able to meet every demand from 
the trade. Think of the reduced 
stock room inventory and increased 


turnover with only the complete 
COLUMBIAN line! 

The strength, durabilityand efficiency 
of the unbreakable malleable iron 
machinists’ vises have made them 
popular with mechanics everywhere. 











COMMBIAN VISE 











Manufactured by THE COLUMBIAN VISE & MFG. CO., Cleveland, Ohio 
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Rais sing the Profit Pennant 


= 


S 
Mi) 


mond is pennant-raising day 
for the champions. 


Build your salesteam now 

around the RED CAP Line 

of Industrial Brooms and = 

= b. 

ZA Brushes, the biggest money” | 
makers in their field. 


Then, this time next year, you will ber 
7. able to raise your own profit-pennant, in” 
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s\ Y=") celebration of the greatest year that this det ae ; 
a ye partment of your business ever enjoyed. a * 
aD ‘ . f q 

7 e Send for Catalog 17, the roster of World's — 

i of 2 . . Champions of Industrial Brooms. . . . 
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SAFE! 


_ Life and property are safe with Taylor-Made Chains 


which have the approval of the Associated General Con- 
tractors of America. 


What the Underwriters’ Laboratories do for manu- 
facturers of fire appliances, this association does for manu- 
facturers of contractors’ equipment. The seal for successful 


performance is awarded only to manufacturers whose 
products meet certain strict requirements. 


Taylor-Made Products have been distributed by 
supply houses for over fifty years. Our large stock of chain 
and chain fittings, and our central location making prompt 
deliveries possible, are distinct advantages to distributors. 


ASK FOR CATALOGUE 





| S. G. TAYLOR CHAIN COMPANY 
ELECTRIC ok: P. O. BOX 117-A 
7 
\ Nao, Hammond, Indiana 
WELD “cc 
FIRE WELD MANUFACTURERS OF 
Proof Coil, B. B., B. B. B., Twist Link, Bright Chain, Bright Liberty Coil, Trace, Steel Loading 
HAND WELD Mesaba Iron, Dredge, Conveyor, Log Haul-Up, Log and Binding, Railroad, Wagon and Stay, Pocket 
CHAIN Wheel, Stud Link Anchor, Close Link Anchor, Derrick, Tow and Rafting Chain, and Chain Fittings 
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WALWORTH MASTER STILLSON WRENCHES 





aWALNO Titi 


(QUAENING 





} ’ “{ : ’ 

» g Hardened and toughened by Walworth’s Pyro- 
( chron process, the new Master Stillson is 50; 
: i) stronger than even the famous old Walworth 


Stillson. You’ll know it by the red handle. 


With steel handles in sizes 6 to 48 inches. 
With wood handles in sizes 6 to 14 inches. 








WALWORTH PARMELEE WRENCHES WALWORTH THREE-WHEEL CUTTER 


GIRTH RED Handle 
LOCK BOLT 
SN F PP pe 
‘i; 4— LOCK BOLT SCREW HANDLE ( a ee 
5 jeg LAC O 85) MASS Ate... { 
No. 1, 2, 3—Nut Lock. aaa 


Made in 8 sizes for !, to 12-inch pipe 
























WALWORTH ROLLER CUTTER 





No. 1 





Sleeve Lock. RED Handle 








| No. 4 Nut Lock. 








Made in 3 sizes for |, to 3-inch pipe 





Grips like the human hand. WALWORTH SOLID PIPE DIES 





Will put enormous turning power on a 


pipe without the marring action of To ee 


teeth. Especially good for handling all sizes of pipe from 4 
brass pipe and smooth rods and work- to 3 ins. Right hand 
ing in close places. threads always furnished 

unless Left Hand are speci- 
For all sizes of pipe from 3¢ to 4 inches. fied. 





Among men who know and buy good tools 
the name “Walworth” has stood for the highest 
standards in engineering design and in quality 
of material since the original wrenches we 
made for Dan Stillson revolutionized the 
method of making and_ breaking threaded 
joints. You can guarantee satisfaction on 
any Walworth pipe tool you sell—and we 
will back you up. 


WALWORTH 


Walworth Company, General Sales Offices: 51 East 42nd St., New York 
Plants at Boston, Mass.; Kewanee, Ill.; Greensburg, Pa.; and Attalla, Ala. 
. . - Distributors in Principal Cities of the World... 


Walworth Company, Limited, 620 Cathcart St., Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative 
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A Genuine 
“TOLEDO”’’— 


—like all fine things, is made of quality 
material, with painstaking care, and under 
the most rigid inspection. 


These manufacturing facts, coupled with the 
perfect mechanical principle of ‘‘TOLEDO’’ 
tools, naturally make genuine ‘‘TOLEDOS’’ 
the outstanding value in pipe threading and 
cutting tools. 

The hundreds of thousands that are each day 
handling the difficult piping jobs easily and 
efficiently, and the additional thousands that 
are sold each month and added to this army 
of ‘‘TOLEDO’”’ tools, is convincing evidence of 
‘“*TOLEDO” superiority. 

The ‘“‘TOLEDO” trademark is known as the 
mark of quality among pipe tool operators. 


THE TOLEDO PIPE THREADING 


MACHINE CoO. 
Toledo, Ohio 
New York Office, 72 Lafayette Street 
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TROUBLE 





“Our loose pulley troubles have 
been entirely eliminated since we re- 
placed our old ones with WOOD'S BALL BEARING LOOSE PULLEYS 

BALL BEARING LOOSE PULLEYS. They 













are easy to install—anyone can do it; do not 
wear out in bore, nor score the shaft; need 
lubrication only two or three times a year; 


grease can't leak out and dust can’t get in; they re 
saving us money and worry every day.” 

This letter was received by a distributor of the T. B. WOOD’S 
SONS CO. Line of Power Transmission Machinery. All Wood’s 
Dealers receive similar letters or hear comments of praise for some 
of the other items in the line. They make life and work worth while. 


Interested? 
Send for dealer plan. 


T. B.Wood’s Sons Co. 


Chambersburg, Pa. 


NEW ENGLAND BRANCH: SOUTHE, RN. BRANCH: 
Cambridge, Mass. Greenville, SC. 


Makers of Shafting, Hangers, Collars, Pulleys, Friction Clutches, 
Ball Bearings, Flexible Couplings, Rope Sheaves, Pillow Blocks, 
“*V’’ Belt Drives and the U. G. Automatic Belt Contactor. 
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THAT THE PURCHASE 
PRICE OF A BEARING 


IS THE AMOUNT IT 
REALLY COSTS! 


fr sore IS APT TO COST SO MUCH 
AS A BEARING THAT COST SO LITTLE 


i an attitude of mind that lulls, jockies or coaxes a man into 
thinking that PURCHASE PRICE instead of COST PRICE 


is the amount he pays for an article. 


—the attitude of mind that prompts a man to buy a bearing 
because there’s a lower figure on its price ticket and then proceed 
to pay MORE for it than if it were set with precious stones, the 
moment it is applied to a machine — And, all too often, back of 
the BEARING, masquerading as EFFICIENCY, is the difference 


in pennies in a product upon which the wheels of industry turn! 


anuSl® INDUSTRIES, INC., 40 East 34th St., New York, N.Y. 


2237 





FOR NEAREST DISTRIBUTOR SEE THOMAS REGISTER 





THE HIGHEST PRICED BEARING IN THE WORLD 


Pe areas 
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Yale Ball-Bearing Chain Blocks and 


Roller-Bearing Trolleys Possess the 
HIGHEST MECHANICAL EFFICIENCY 





Here are the salient features: 


Yale Steel Plate 
Roller - Bearing Trolleys 






Eight sets of Hardened and Ground Roller-Bearings 
support the four chilled tread trolley wheels. 


lla y Wrought Steel Plate Suspension Members, with 
bumpers, protect the wheel flanges and are con- 
nected at a single pivotal point by the steel equal- 
izing pin. 

3 All Yale Trolleys can be readily adjusted to four 
sizes of I-beam. 


Yale Ball-Bearing 
Spur - Geared Chain Blocks 


1 Drop-forged Top Safety Hook and Crosshead, designed to with- 
stand shock and surge loads of several times their rated capacity. 


Heavy Wrought Steel Suspension Plates connect the upper hook 
with the ball-bearings on which the load sheave rotates. 


3 A massive One-piece Electric Steel Load Sheave, mounted on two 
ball-bearings, each carrying eighteen chrome vanadium steel balls. 


4 Two sets of Large Chrome Vanadium Ball-Bearings support the 
massive steel load sheave and reduce friction where load pressure 
is greatest, making the Yale Ball-Bearing Spur-Geared Chain 
Block the most efficient, easiest to operate, and lowest in cost 
of maintenance. 


iy 
5 Steel Load Chain, each link die-formed, electrically welded, 
5) heat-treated, and accurately gauged. 

; 


6 Drop-forged Detachable Shackle, simple to connect to any length 
of load chain by means of the drop-forged, heat-treated oval pin. 

r yf Steel Safety Hook, the “safety valve’”’ of the Yale Block, is 
Yale Ball- Bearing Ps drop-forged from special steel. 
Chain Block and 
Roller - Bearing 


Trolley. 


From “Hook to Hook a Line of Steel” 


THE YALE & TOWNE MFG. CO. 
STAMFORD, CONN., U.S. A. 






Hoisting *~ Conveying Systems 


YALE MARKED IS YALE MADE 
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This Kind of 


Performance 
Means Profit 
for You! 


ORE power for more years—that’s 

what manufacturers know 
REEVES Wood Split Pulleys will give 
them. Because REEVES Pulleys are 
stronger, lighter, run truer, deliver 
more power, and last longer on the job 
than any cast iron or steel pulley ever 
made. 


No wonder REEVES distributors make 
real money and real profits! Manufac- 
turers know the value of REEVES per- 
formance—and distributors 
find REEVES Pulleys easy to sell. 


What kind of pulleys do you sell? 
Write or wire today for details on our 
attractive sales proposition. 


Reeves Pulley Company 
Established 1887 


Columbus, Indiana 


REEVES 


Wood Split Pulley 


UR catalog M-33 gives 
full information about 


every 

line. Send for it and find out 
why hundreds of dealers and 
thousands of users have found 
that REEVES Pulleys are the 

\ finest they can buy at any 
price. 


{ 
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THESE 
“INSWELL’ 
ADVANTAGES 


are your 


SELLING POINTS 


YOUR customer gets extra 
value when he buys “INS- 
WELL” chain. 


He gets a chain electrically 
welded by the exclusive 
“INSWELL” process, mak- 
ing the proverbial weakest 
4 link 25% stronger. He gets 
perfect uniformity because 
of special automatic ma- 
chinery. He gets quality 
from the raw steel to the 
final polishing. 
And when it’s time to re- 


The *' Inswell"’ link ‘ 
is 25% stronger Order even the man in 


at the weld. 


overalls is familiar with the 
C-M branded on every link. 


Every link of ‘‘Inswell’ 
chain is branded C-M 


for ready Cae CQOLUMBUS-McKINNON 
CHAIN COMPANY 
5028 Fremont Ave. :: Tonawanda, N.Y. 


Plants: 


Tonawanda, N. Y. Columbus, Ohio 


In Canada 
McKinnon-Columbus Chain Ltd. 
St. Catharines, Ont. 








“Makers of the famous Dreadnaught 
Tire Chains” 


“INSWELL” 
ELECTRIC WELD 
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These two Pacemaker belts, one a 12" 6 ply, the 
other a 14’ 6 ply, are driving a gyratory crusher 
from a 50 h. p. motor at the plant of the Ohio 
Gravel Ballast Co., Cleves, Ohio. 4 years of 
service. 
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STOCKHAM tells the trade to buy 
Only from the Wholesaler 
















not break under pipe-wre 


Buy Stockham Fittings from your wholesaler. His stocks 
of Stockham Fittings and of all the materials you need 
are maintained for your best service. 


insningham, Ala. 





STOCKHAM PIPE & FITTINGS CO., B 





Stockham Advertising does two things for you. 
First, it tells the trade about Stockham Fittings, 
and second, it tells them to buy only from the 
wholesaler. 


Stockham Advertising reaches your customers 
—potential fitting buyers—every day, industrials, power 
plants, oil companies, plumbers, steamfitters. Every 
one of the hundreds of Stockham trade paper adver- 
tisements, direct-mail pieces and letters tells the same 
story—the established and unvarying Stockham policy 
of selling fittings only through the wholesaler. 


Standardize on Stockham Fittings—you will never be 
compelled to compete with the manufacturer from 
whom you buy. Over 7500 different fittings in the Stock- 
ham Lines enable you to supply fittings for every job. 


STOCKHAM PIPE & FITTINGS CO., Birmingham, Ala. 
Stocks in Boston, New York, Chicago, Tulsa, Los Angeles 





Be sure the name STOCKHAM is on the Fittings you buy 


STOCKHAM FITTINGS 


CAST IRON ELECTRIC CAST STEEL MALLEABLE 
Screwed—Flanged—Drainage Screwed—Flanged Standard—Extra Heavy—Oil Country Malleable 
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Co., Providence, R. I., sane 


U. S. A. 


Improved Combi- 
nation Bevel No. 
502 
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Outside Spring 
Caliper No. 811 Planer and Shaper Gauge No. 625 


BROWN & SHARPE TOOLS 


°* World’s Standard of Accuracy ”’ 
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Now anew wheel --- 
for Bassick Steel Truck - Casters 






that actually 
saves floors 


. 


eliminates noise 
and lasts as no 
protective wheel 
ever could 
before 





Ol ' B ‘CO 

sizes from 2 
to 6 inches 

N° . ... after over four years of testing and experimenting .... Bassick offers the “Baco”.... 

the most highly perfected floor-protecting wheel ever developed. We set out to make a quiet, 

protective wheel without an equal. We’ve done it. We named it the “Baco” . ... aname it will pay 

you to remember. The manufacturing process is new and patented, the materials are new, the service 

and durability it offers are new. For the sake of your floors and your profits, investigate the “Baco.” 


Floor-Protection, Endurance, Quietness. Read Why. 


J FLOOR PROTECTION. Baco wheels have a special com- 3 
position tread of tough, long wearing rubber whose re- 


silience gives the greatest possible degree of floor protection 
and quietness. 


2 TREADS WILL NOT COME OFF. The special rubber 4 
treads are attached to the body of the wheel bya patented 

new process. The tread becomes an integral part of the 

wheel itself. 


OILLESS BEARINGS. The Morraine oilless bearing re- 
quires no lubrication. This well-known bearing is offered 
in no other caster wheels but Bassicks. 


ENDURING STRENGTH. The body is a special Bake- 
lite composition, made under unusually great pressure 
For all practical commercial purposes the body of the Baco 
wheel 1S unbreakable. 


Let us send you prices and detailed information 


concerning your individual problem 





BASSICK 





Bassick steel stationary Bassick steel shaft bear- 

caster equipped with the Cc A ~ 1 t |S & ing truck caster equip- 

new Baco Wheel. ped with Baco Wheel. 
THE BASSICK COMPANY .- Bridgeport - Connecticut 


For 32 years, leading manufacturers of high grade casters for warehouse and factory, for office and home. . 
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Photo shows planer 

drive using belt oper- 

ating at high speed. 

Many prominent mills 

are turning to Good- 

rich Highflex belting 
for all drives 


This belt overcomes 


“internal conflict” 
in high speed belt drives 


N belts made the traditional 
way, “internal conflict’? with 
the belt itself shortens service life 
and costs money. The very con- 
struction of the belt sets up oppos- 
ing forces within the belt itself. The 
folded edge is a permanent obstacle 
to complete flexibility: the insides 
of the belt work against each 
other. A moment’s study of the 
panel at the right shows why this is. 


The Goodrich Highflex belt, on 
the other hand, is built without 
folding the canvas. As a result, 
each ply ends at the edge of the 
belt, and there is no ‘‘internal con- 
flict”? to prevent the free flexing 
of ply on ply. All parts of the belt 
are working in complete harmony. 


That is why the Highflex Frin- 
ciple has been hailed by engineers 
as an important development 
in belt construction. That is why 


<fije 
Goodrich 


When writing to 








You Can Prove 
the Highflex Principle 


this easy way 





Fig. 1 Fig 2 

Bend a pad of paper or booklet with the fingers. 
When viewed from the edge (fig. 1) it assumes 
a natural uniform curve because of the un- 
hampered action of the plies. Now, if several 
layers of paper are 
folded and then bent 
(fig. 2) you instantly 
see how the fold dis- 
torts the curve and 
impedes the free 
movement cf the in- 
dividual layers. 











Highflex belts are piling up aston- 
ishing service records on such hard 
drives as planers, edgers and saws. 


Because of this unique construc- 
tion principle, Highflex belts have 
no seams to open up, and can be 
used with either side to the pulley. 
They eliminate bootlegging, are 
unaffected by temperature and 
humidity changes, and have ex- 
cess stretch removed during the 
process of manufacture. 


Highflex belting is furnished not 
only in individual rolls but in indi- 
vidual belts, built endless at the 
factory, without splices or weak 
spots. 


We will gladly send additional 
information. Write to The B. F. 
Goodrich Rubber Cz., Akron, 
Ohio. (In the West, Pacific Good- 








\Calif.), or fill in the coupon below. 








| cat Rubber Co., Los Angeles, 














THE B. F.GOODRICH RUBBER CO. MS-3 ° 
Akron, Ohio. (In the West, Pacific Goodrich Rub- 
ber Co., Los Angeles, Calif.) 

Gentlemen: Witnout obligation to me please 
send me further information on Goodrich Highflex 
belting. 


Name.. 


Firm. 


PN cca riicdne coc xasweakanw sn ckawehaeseceeeee 
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REPUBLIC’S CONTRIBUTION 
to Supply Distributors in 


10 Major Industries 


| gpeengeve is telling the trade itself — the ulti- 
mate consumer—just how important the dis- 
tributor’s function is. An advertising campaign to 
ten industries is educating your clients to not only 
the excellence of Republic products but to the fine 
service the Industrial Supply Distributor renders. 
It is vividly brought to the attention of the con- 
sumer that distributor merchandising means lower 
costs, better service and higher quality. 


We as the manufacturer, you as the dealer, know 
how much in time, effort and money can be saved 
by a merchandising system which combines the 
efforts of the factory and of the distributor. Our 
extensive advertising is only a natural result of our 
unusual policy to aid your industry. 





The REPUBLIC RUBBER COMPANY 
Youngstown, Ohio 


Details of our advertising, direct mail 
through the Distributor and aggressive 
sales campaigns may be had on request. 


BELTING... PACKING... HOSE 


MOLDED GOODS... LATHE CUT GOODS 
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Here is an ideal 
arrangement or 
a Group Drive 


This group of grinding machines in the cam-shaft de- 
partment of one of the largest automotive manufacturing 


plants is laid out in a straight ‘line along the conveyor 
system. 


This installation shows what can be accomplished by careful plan- 
ning and utilization of the type of drive best suited to individual or 
departmental needs. 

The ideal arrangement for group drives is a 
combination of a number of machines “y 
widely fluctuating power requirements. 
group drive gives its motor almost fall 
continuous load with high power factor in 


contrast to a low power factor from in- a 
dividual motors. 


We will be glad to assist you with 
your new plant layout or re-arrange- 


| tbe A 
ment or expansion problems. POWER TRANSMISSION ASSOCIATION 


C lipper Belt facer Company 
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When Frank E. Gooding went to 
Cadillac-LaSalle— 


he was instructed 








to get the facts 
and report them. 
This free book 
tells where  indi- 
vidual and group 
drives are used and 
why. 











Please send me the booklet 


Name 





Position 


Driving Right at Cadillac-LaSalle 





lam... 


Address 














When writing to Advertisers please mention Mri Supp.ies 














. WLLL, QuPPI ES April, 1929 





‘Water Cooled Bearings 
solve the problem o 
continuous high speed 


ep ) 
_ 







































TEMP. 750°F 












HILL CLUTCH 
FLEXIBLE 
COUPLING 





SPEED 
400 TO 1100R. P.M, 





















CLEVELAND TYPE 
OIL FILM HEAVY DUTY 
WATERCOOLED, BEARINGS 


Type of West Penn ‘Power Co. installation of 
ae Madan “Cleveland Type” Water Cooled 
Oil Film Bearings. In service 4 years without 
trouble, 


“Cleveland Type” Water Cooled Oil Film Bearings are safest and most 
reliable to use where trying conditions of heat and speed are to be over- 
come ... maintaining a safe operating temperature for handling hot 
shafts, as in economizer fans, blowers, or for bearings operating at high 
shaft surface velocities. 


Water circulating through coils immersed in the oil reservoir in the 
bearing base cools the oil, which is then pumped to the bearing oil film 
by a patented and automatic system. 


In all styles of “Cleveland Type” Oil Film Bearings there is absolutely 
no metallic contact. The shaft floats free on a-flowing wedge shaped 
film of oil. Designed for all styles of rigid, ball and socket and spherical 
mountings. 


Write for the booklet “The Development and Application 
of Flood Lubrication in Oil Film Bearings.” 








‘CLUTCH 
| MACHINE & FOUNDRY CO. 


ROS 


| 6405 Breakwater Ave.Cleveland, Ohio. 
POWER TRANSMITTING ENGINEERS 
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20 Hisey Business Getters 
Are Working for You! 


YYNHESE 20 magazines and catalogs 

[Feepresent 20 capable Business Get- 
ters—all of them working for you-—— 

helping you sell Hisey Electric Tools. 


Hisey Business Getters gain easy and 
invited entrance to the offices of busy 
executives everywhere. They tell the 
story of Hisey quality and efficiency when 
the buyer is in the most receptive mood. 


Hisey-Wolf advertising appears regularly 
in all the publications shown on this page, 
day after day—the whole year ‘round. 
These Business Getters help build busi- 
ness for Hisey-Wolf dealers. 


Because Hisey tools are built to a high 
standard of quality because users report 
years of continuous service with little or 
no maintenance costs—-because ONCE a 
Hisey user ALWAYS a Hisey user—the 
Hisey franchise means a steady repeat - oe 
business for Hisey distributors. “RASER’S DIRECTORY 


PATENTS «Sromntt ft Sie 





The Hisey distributor franchise is available in a 
few highly desirable territories. Write today for 
catalog and full details of the profit-making 
opportunity in selling Hisey Electric Tools. 


THE HISEY-WOLF MACHINE CO. [iii rile ' 


“dts High Grade Established 1896 
If Hisey Made” CINCINNATI, OHIO, U.S.A. 


Electric DRILLS ... GRINDERS _.. BUFFERS 





f MAC Ker $ 
NDRICKS | 


na 
\ COMMERCIAS REGISTE! 
Consolidated? mar 
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HE customer for one product is a “‘first preferred”’ 

prospect for a related product. Many of the plants 
which you are now serving are potential users of 
Worthington pumps and compressors. 


And it is probable that the buying executives in 
these plants know Worthington products and are 
favorable toward them. In 88 years of building sound 
equipment, Worthington has gained a lot of friends. 
Often they turn up in unexpected places. 


Here is an opportunity for increased business at no 
increase of selling cost. Have you overlooked it? Write 
for information on the Worthington jobber line and 
the liberal sales policies back of it. 


WORTHINGTON 


———— > i (OS: ——— ————— 
SSS aN SS 
eZ LLL > LAOS 





WORTHINGTON PUMP AND MACHINERY CORPORATION 


Executive Offices: 2 Park Avenue, New York, N. Y. 
GENERAL OFFICES: HARRISON, N. J. 


what extra business can you get out of it ? 
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The Duplex File Testing Machine tests 
two files at once under standard condi- 
tions of pressure, stroke and speed, that 
closely duplicate hand filing. Test bars 
are 1x 1 inch steel or cast iron, alike for 
both files. Pressure is relieved on back S 
stroke. Filings fall into pans hung from 
balance beam: this shows at once which 
file is cutting faster. 







(The Scale Pans Tell 


which file cuts faster 


WO files of different brands. One test bar cut in two. Standard 
pressure, stroke and speed, duplicating average hand filing. 
Pressure relieved on back stroke. Set ‘em going, and the best file wins! 






vA 
CLARE AAA EY 


cee 


Just as the relative strength of concrete mixtures is shown by 
standard tests, so the relative merits of different files are shown by 
the Duplex File Testing Machine. In our laboratory and in the hands 
of large users, it has revealed surprising differences between well- 
known brands. 


In both machine and bench tests, Delta Files outcut and outlast 
all other brands. When you try them, you will not wonder that they 
do. Rather, you will wonder that files can be made so sharp! 


You can make in your own shop a test that will confirm in al 


Cast iron filings from Duplex essential respects the most scientific machine test. Ask the Delta 
Test: 7782 strokes, cast iron test j j j j 
—. wet a ee dealer in your neighborhood for details, or write us. 


Brand “‘C,”’ both sides, 8.7 ozs. 
Both 14-in. flat bastards. 


This advertisement appeared in the American Machinist of February 7 


DewtrA Fite WorxKS 
BRIDESBURG PHILADELPHIA 
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“Brush Mileage 


RUSH BUSINESS is 
just what you make it. 
Handled in a casual way, it may 
show a small yearly margin— 
but it can be built the Osbormm 
way and return exceptionally 
attractive profits. 


Osborn Brushes are built of 
quality materials and accurately 
designed to do their work right. 
And, because they outlast in- 
ferior brushes in resistance to 
wear, their “mileage cost” is the 
lowest obtainable. 





Even “price hagglers” can be 
sold out of their “penny-wise” 
policies. And once sold on 
Osborn Brushes they stay sold. 


TE OSBORN MANUFACTURING LOMPANY 


5401 HAMILTON AVE. . CLEVELAND, OHIO 
Branch Offices: 
NEW YORK-DETROIT-CHICAGO:-SAN FRANCISCO-LOS ANGELES 
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Osborn Master Wheels have 
exclusive features that offer 
special sales opportunities 
not found in any other line. 


Ce OR pd. alan ia 
GPR. eee meee: 









Their range of usefulness 
is practically unlimited for 
cleaning, removing, buffing 
and polishing. 


Osbor 
made 
inch ¢ 
Osbo 
of arb 
amete 
from 4 
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of arbors can be fitted. Di- 
ameters of wheels range 


made with a standard two- 
Osborn Adapters, all sizes 
trom 4” to 15”. 


inch opening. By the use of 


Osborn Master Wheels are 
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OU’D WANT IT free from 

hidden flaws that might 
develop weakness on the 
job. You’d want the bead- 
ing strong enough to stand 
the strain of heavy wrench 
work—yet not cumbersome. 
You’d want the threads 
deep enough, clean enough to come quick and hold 
tight. And you’d want to know that you were buying 
experience —a reputation for quality manufacture. 


Square “Gee” Fittings meet all the specifications to 
which a good fitting should measure. High grade raw 
materials—heated to produce proper degree of mal- 
leability, not too hard—not too soft—just right. 


Your Fitting Problem 


SQUARE 
Pipe 





MALLEAG LE, CAST IRON 
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- Just What is YOUR Idea ofan 


(1) Big beading imparts 
pds | to stand the strain 
of heavy wrench work. 
(2) Deep, clean, properly 

itched threads guarantee 

ttings that “come easy and 
fit tight” all the time. 
(3) Finally, every Square 
“Gee” fitting is backed by the reputation of the 
Grabler organization. Safeguard your reputation by 
recommending Square “Gees” to your customers. 


THE GRABLER MANUFACTURING COMPANY 
and its subsidiary GRABLER-REPUB LIC, Incorporated 
4900 Euclid Building Cleveland, Ohio 


New York . Chicago . Los Angeles . San Francisco 


is Solved When You Say Square “Gees” 


“BEE” 
Fittings 


ORAINAGE, BRASS 
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Dependable 
Power | 
for every lifting job 


Hydraulic power, as applied in 
Blackhawk Industrial Jacks, is 
receiving widespread preference be- 
cause of tremendous power, ease of 
operation, portability, safety for 
men and work, and dependability 
under all conditions. 





One man with a Blackhawk handles 
tremendous tonnages—safely, easily. 
Short, easy strokes of the rigid handle 
lift or shift the load smoothly and 
under complete control. 


To lower load, just turn release valve 
and the load settles smoothly to any 
desired point. 


Because of the big demand, Blackhawk 
Hydraulic Jacks are worth pushing. 
By the way, you can sell a lot of our 
Truck models. 


Write for catalog 


BLACKHAWK ‘MFG. CO. 


Dept. MS 33 MILWAUKEE, WIS. 





— , 


BLACKHAWK JACKS "223° 
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INDUSTRIAL GEARS 
of Every Description 


Speed at the right price! Whether cut 
gears, pattern-molded or machine-molded 
gears, when you order Medart Industrial 
Gearing, you get quick action on shipments 
—emergency or ordinary routine needs. 


Medart Gears are furnished in practically 
every type, material, size and construction: 
Spur, Spiral, Bevel, Miter, Internal, Herring- 
bone, Worm, Mortise, or any other style gear- 
ing, including wood cogs....Cast Iron, Cast 
Steel, Semi-steel, Bronze and composition 
Fabroil, Textolite and Textoil. 


NOTE: The Medart Company is national 
distributor for Fabroil, Textolite and Textoil 
Gears. Composition material made by Gen- 


eral Electric and cut into finished gears by 
Medart. 


Get Medart Catalog No. 43 and discount sheet — for 
Everything in Line Shafting Equipment and Bulletin 
on Timken-Equipped Line of Industrial Applications. 


THE MEDART COMPANY UatPER on 


(Formerly Medart Patent Pulley Co.) 
General Office and Works, St. Louis, U.S. A. 
Offices in Chicago’ Philadelphia’ Pittsburgh ’ NewYork ’ Seattle 


Office and Warehouse in Cincinnati 


*MEDART 





Fre, hything in Line Shatting Equipment 
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Reelite 


O80. 6 ear. OFF 


The handy light onareel 


For use in the garage or ma- 
chine shop where it is desired 
to bring the light directly to 
the work being done, with- 
out having the cord trailing 
about in the grease and dirt. 
Equipped with twenty-five 
feet of cord, and can be fur- 
nished with connector in 
place of light so that it will 
furnish current for small 
_machinery and portable 
drills, etc. 


Constant Duty 
Reelite as used 
on Lo-Hed Hoist 
made by Ameri- 
can Engineering 
Co., Philadel- 
phia, Pa. 














A GROWING demand has been created for Appleton Constant Duty 
Reelites—the conductor cable on a reel that supplies power for any 
electrically operated moving or movable machinery. 


You see them in use all over the country automatically paying out or 
taking in the conductor cable with never a bit of slack or strain. They end 
all trouble and care and thought. No other method is so efficient. 


Constant Duty Reelites are made in various types and sizes to supply 
every electrical power need—from small portable hand drills up to electric 
lifting magnets, portable hoists, mobile transfer cars, boring mills and 
traveling cranes. Let us send you all the facts on Constant Duty Reelites. 
Tear out the coupon and mail it at once. 


APPLETON ELECTRIC COMPANY ees neers = SHEE I Nag, 1 





1706 Wellington Avenue, Chicago, U. S. A. APPLETON ELECTRIC co. 
New York—150 Varick St. Los Angeles—340 Azusa St. 1706 Wellington Ave., Chicago 


San Francisco—655 Minna St. Seattle—628 Railroad Ave. 


CONSTANT DUTY 


Gentlemen: 


Please send a copy of your Bulletin No. 901-F, with 
your price list. 


ee ee Mee Pee Eel ENON RIN Lae ROE ERT RAP ee 
Address__...... sete hip ean Oe alt AO aR ET a Pe A ee 
REG. U. S. PAT. OFF. City ee So eee ee Stat : Pe ee 
Carries Current Where Needed ‘eee eae Ee Ey Seay © Renee eee re Te ee ee rr en er 
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5 Abrasive Paper — 
sold each year 


OMI RY by hand 
This is t 
LACK & DECKER 


Motor Driven 


1 Don @ Comets) als (3) we 
ve ~ 
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The BLACK &? DECKER MEG. CO. 
TOWSON, MD. 
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The new Bonney Double End Box Wrenches 
are designed with a double hexagon opening, 
allowing secure gripping of nuts with very 
little handle movement. It takes but a twelfth 
turn of the handle to remove a nut, making 
them particularly valuable for close corner 
work. These wrenchés are wonderfully strong 

yet thin and light in weight. 
Hed Sew er | Leng es i Bonney Double End Box Wrenches 
are available with nine different size 
openings - - see table shown - - and 
they can be purchased individually or 
in a Set as shown. 


(Double End Box Wrenches 12 Point or Double Hex.) 


Patents Pending 
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° ° ° ° ° e Manufactured since IS45 .. by 
RUSSELL, BURDSALL & WARD BOLT & NUT CO. 
Factories at PORT CHESTER, N. Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 
Sales Offices at Philadelphia Detroit Gia San Francisco Los Angeles Seattle Portland 








FOR SALE BY RELIABLE Qi) 0/> DEALERS AND JOBBERS 


EWSRP ERE ann rivers 

















This advertisement is one of a series appearing every month in THE SATURDAY EVENING POST 
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Ask forthe « 
Blade “ 2 
Blue End 
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Most Valu ee. oe 
for Your Money 


Scientific study of metals and 
cutting tools of the in ustry 
by Atkins Metallurgists—and 
experts in the Atkins Labora-~ 






tories, has.giyen the world 
! *EEL”. Hack Saw 
Bisse cutting tools that 
have revolutionized the cuts 7 
ting of metals. ' 


ong “se and’ | 


If you want to do fast &utting, at lew cost per cut, ask for Atkins 
“SILVBR STEEL” Blades—the blades with the BLUE END... 
, - 


Vee 


For sale by the distributor in your town 


EK. C. ATKINS & CO. 


Home Office and Factory 
402 SOUTH ILLINOIS STREET, INDIANAPOLIS, INDIANA 


Branches Cari'ying Complete Stocks of Blades in the Following Cities 






Atlanta, Ga. Chicago, II. Memphis, Tenn. New Orleans, La. Portland, Ore. Seattle, Wash, 
Minneapolis, Minn. New York, N. Y. San Francisco, Cal. Vancouver, B.C, Paris, France 
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A final margin of safety 








FTEN a machine tool builder uses 

Mac-it Hollow Set Screws chiefly be- 
cause he feels that once they are on the job, 
he and the user of the machine can forget 
all about them. He knows they will not 
have to be replaced. He knows they will 
not mushroom at the point, or break or 
become distorted. And he gladly buys that 


extra margin of safety a Mac-it insures. 

Here on the Hammond Type B High 
Speed Radial Drilling and Tapping machine 
Mac-its are used for locking sleeve bearings 
and spacing collars of the ball bearing 
assemblies in position, as shown. Ask for 
Mac-it samples. Test them for strength far 
beyond your requirements. 





Mac-itCapScrews 
are made in Sock- 
et, Fillister, But- 
ton, Flat, Round, 
Hexagon and 
SAE Hexagon 
Head in a full list 
of sizes. Price List 
and samples on 
request. 


1392 WEST THIRD STREET, 





STRONG 
CARLISLE 
&3 





HAMMOND 











Mac-it Set Screws 
are made in Hol- 
low, Square- 
Head, Tool Post, 
Mining Machine, 
Railroad Eccen- 
tric and Slotted 
Headless types in 
a full list of sizes. 
Ask for Catalog. 


CLEVELAND, OHIO 


April, 1920 
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" SUPERRENCHES" 















department. 


&® Take “SUPERRENCHES.” Drop-forged 
from Chrome-Molybdenum steel, the 
toughest, most desirable material for the 
purpose ever produced. Lighter, thinner 
and narrower jawed than carbon steel 
wrenches, yet far stronger. 


OBSTRUCTION 
PATTERN 


Every “‘Superrench’’ is 
Ciuaranteed against Breakage. 

You can’t beat “Superrenches” for 

steady sales or ready service. Get them 
on your shelves NOW. Literature? 





Zi 





i 


J. H. WILLIAMS & CO. 
“‘The Wrench People’’ 


New York BUFFALO Chicago 


ILLIAM 


SUPERIOR DROP- Al iclas TOoO.s 


“SUPERRENCH” 
(Chrome Molybdenum) 
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STRUCTURAL 
PATTERN 
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2400 different a 
sizes, shapes you will be able 


and cuts— to select the proper file for 
exact and precise filing work from 


the 2400 different sizes, shapes and cuts of | 
American Swiss Files of Precision. | 












An improved grade of work and a saving both | 
of time and labor will result. | 


Write for file hand book listing and illustrating this | 
selection of quality files. | 









American Swiss File & 
Tool Co. 
410-416 Trumbull St., 
Elizabeth, N. J. 


American 
Swiss 


files of precision 

















agenesis is probably of more general interest to industry than 
any other one subject. Maintenance men, and those who watch 
maintenance and production costs can take a leaf from the book of 
experience of thousands of exacting operating men by studying the results 
of Dixon’s Flake Graphite lubrication. 


For more than 100 years Dixon’s Flake Graphite has been spreading 
its smooth unctuous veneer over contacting surfaces, reducing friction 
and wear to a minimum—producing dead smooth bearing surfaces that 
are so necessary to cool running and long life. 








The results of this century of experience in handling pure Flake 
Graphite and the various greases compounded with graphite are yours 


for the asking. Send today for Booklet No. 71 KP. 


Joseph Dixon Crucible Co. 
Jersey City OK New Jersey 


Established 1827 


r DIXON’S \ 
Graphite Products 


Flake Graphite 
Graphite Cup Grease 
Waterproof Graphite Grease 
Silica-Graphite Paint 

iler Graphite 
Graphite Spring Oil 
Graphite Seal* 
Pipe Joint Compound 
*An entirely new and improved 
type of graphite sealing paste 
especially prepared for use on screw 
thread, flange, and gasket joints and 
valves of pipe lines carrying hot or 
cold mineral, vegetable and animal 
oils, gasoline, benzine, naphtha, 
creosote, tar, etc. ta 
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fi i distributor, to a great 
extent, reflects the condi- 
tion of the manufacturers he 
represents. A distributor can- 
not be stronger than his sources 
of supply. Weakness begets. 
weakness, just as strength in- 
spires strength. 

The powerful position of the 
Boston Woven Hose €# Rubber 
Co. reflects itself in 


—Superb production capacity. 


—Conspicuous qualities and values. 


—Rugged financial strength. 


—Sound, proven, economical 
policies of exclusive sales through 
the distributor. 


These vital factors make Bos- 
ton Woven Hose €¥ Rubber Co. 
distributors increasingly strong 
and prosperous— 


STRENGTH INSPIRES STRENGTH! 
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JS uppose you could 


increase your sales £0, 


The progressive dealer is always aiming at increased 
sales. That increase is always possible, but—the 
attempt to increase the sales of some of the products 
he handles requires too great an expense in time and 
money to deserve his attention. However, when the 
dealer is offered unlimited cooperation from the manu- 
facturer in selling a product that has created both a 
reputation and a demand, an increase of twenty per 
cent is merely a gesture beside the possible increase. 
The makers of Rahmann Leather Belting, that belting 
which has been adopted as the standard in many plants 
and factories throughout the country, have established 
an extensive service for the aid of their dealers. Write 
today for complete information regarding this service, 
and for booklet describing the Rahmann line of leather 
belting. 5, 


GEO. RAHMANN CO. ; 
31 SPRUCE STREET NEW YORK CITY 
Newark, N. J. Syracuse, N. Y. 
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TRAHMANN§ LEATHER BELTING | 











“The CHICAGO Line” Ball Bearing Loose Pulleys 


CONSIDER THEIR ADVANTAGES 


Simplest possible construction. 

Lubricate but two or three times a year. 
Hot bearing impossible. 

No noise—no dirt. 

No dripping of oil. 


Each pulley fitted with two high class Ball 
Bearings. 


This is only one of many trouble saving spe- 


cialties of CHICAGO LINE EQUIPMENT. 


Complete Catalog forwarded on request. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 
All Forms of Power Transmitting Appliances 
MAIN OFFICE: 
€ R 19No. Desplaines St., 
<o 


S Chicago, III. 
SEIN, 








“DAGGETT”? BALL BEARING 
LOOSE PULLEY FACTORY: 


POWER TRANSMISSION ASSOCATO® Menomonee Falls, 
Wisconsin 
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55 FA New Development in Shovel Making! 


by the Makers of the famous “MOLY” Shovels 















ITTLE known to the general public, but well process we can now recommend the steel in the 
known to purchasing agents of railroads, “BIG FIST” shovel to be the toughest and 
mills, and mines, road builders, contractors, and hardest shovel steel on the market, “Moly” alone 
men who earn their hving with a shovel, the excepted. Then we added other features to the 
“Moly” (H. K. Wood's Mo-lyb-den-um Steel “BIG FIST” shovel. We gave the shovel our 
Shovel) has always been the “Tiffany” of the famous “Moly-D" handle and put on the patente. 
shovel industry. However, in addition to the Wood's turned Step to protect the shoes of the 
“Moly”, we found a need for a tough, strong user. Furthermore, each individual 
shovel to outwear any shovel—except the “Moly” shovel is mechanically tested for 
—and still sell at a medium price. hardness and toughness. 















The Wood Shovel and Too! Com- 
pany now offers just the right 
shovel for every purpose:—Moly” 
—the world’s best; “BIG FIST”"— 
the world’s second best, and 
“PrQua" —the best-of low 
priced shovels. 






More than three years ago our engineers started 
to work to develop such a shovel. Experimentai 
shovels by the hundreds resulted. and every 
shovel was tested in every possible way: in our 
laboratory, in mines, on railroads, everywhere 
Finally we developed Woop's “BIG FIST” 
shovel steel. As a result of a special heat-treating 




















THE WOOD SHOVEL AND TOOL COMPANY - PIQUA, OHIO 


Woods 
BIG@ FIST 


g Shovels -Spades -Scoops 











HARDEST, TOUGHEST SHOVEL IN ITS PRICE CLASS 


© 1926, The WS &T. Ce 









Wood's Answer to an 


HIS Smashing announ 
] “ a cement of Wood’s 
Evening Prad FIST” shovel, in The Saturday 
for a notiies ao cee ne 
range. Wood mene allie goatee — price The Saturday Evening Post cee to come in 
for every need—“MOLY” € right shovel _ national publicat; Se eae Sener 
‘e » the world’s best— Puscations—Get in at the beginni 
BI ” é S best fi 2 € beginnin 
G FIST”, the best of medium priced shovels SHOVEL Co plated on nrg woop 
9 QUA, OHIO 
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Metal Goods of Every Kind and Description Should 
be Sand Blasted to Increase Plating Durability 








Gears Tools and Other. 
Hardware 
Articles 

Cleaned ofScale 





Ind Improved ti m 2 Color 


’ RAPIDLY 
and DRYLY 





SAME SAND USED OVER AND OVER 


A press of the foot controls the flow of sand 
through the nozzle. The work is held in the hand 
and moved about to effect all angles. The hands 
are not affected and the work cannot be spoiled 
Even the most inexperienced worker gets the best 
results at the first try. 





The sand blasting process is fully treated in our 
catalog. It improves your plating, making a sur- 
face to which the plate will adhere more securely and 
much more rapidly and so sand blasting saves time 
in plating, and improves your finish—very desirable 
ends you will agree. This also applies to articles to be 
painted, sprayed, enameled or otherwise treated. 
Mat finishes of various degrees are quickly secured. 


Leiman Bros. 
Patented 


SAND 
BLAST 


is a strongly built machine that lasts for many years, 

yet is not expensive. It does the work with less 

effort and expense than all other makes. That’s 

why the most discriminating concerns use this one. 
No Dust Collector or Arrester Needed 


No expensive parts to wear out and require renewal. 
All parts are very sturdily made of common material 
and are very low priced to replace. You can get 
them everywhere because they are in common use for 
other purposes. 

No chance for this simply constructed machine to 
clog up or get out of order—a common occurrence 
with higher priced machines. 





Our Complete Illustrated Catalog is Free for the Asking 


LEIMAN BROS. *°2'.2" 
Makers of good Machinery for 40 years 


J LOS ANGELES—Butcher Co. 








DETROIT —Strelinger Co. 


| Shaw Palmer Bakewell Co. Osborn Mfg. Co. 
CHICAGO—Crown Rheostat & Supply Co. ST. LOUIS—Lasalco, 
WHERE TO BALTIMORE—Kemp Machy. Co. Lustre Co. 
BUY THEM BOSTON—Hayes Pump & Machy. Co. Colcord Wright Machy. & Sup. Co. 
TORONTO—Williams & Wilson SEATTLE—Con & Co. i 
|. MONTREAL—Williams & Wilson ENGLAND—Thos. ime tats Sheffield 


\ QUEBEC—Williams & Wilson 


Buck & Hickman, London 
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HITEHEAD 
SUCTION HOSE 


We understand more than Hose Structure 
and methods of Fabrication; we know 
service as well, and for over 50 years we 
have planned and designed Hose for 
specific requirements. 


Whitehead SUCTION HOSE is more than 
a coil of coated steel, surrounded by 
fabric, friction fibre, rubber, and cover. . . 
Whitehead Suction Hose is a craft-made 
hose, built with the service such hose 
must stand, ever in mind. The result is 
that significant, much-sought Long-Life. 


NGJIFE” =. 2 


oa 








For that reason, when you sell Whitehead 
Suction Hose, you hold customers. They 
come to know the WHITEHEAD MARK 
as an indication of quality 





50 Years’ Experience 


Write jor samples. 


Whitehead Products 


Belting (Conveyor & Transmission) —Steam Mill Hose—Oil Hose—(Suction & Dis- 

Hose Air Hose Water Hose Suction charge Tubing—Sheet Packings 

Hose—Creamery I lose—-Fire Hose( Under- j | | { Washers & Valves—Diaphragms—Dredg- 
riter Sand Blast Hose ing Sleeves—Moulded Goods. 














The Whitehead Bros.Rubber Go. 
“MECHANICAL RUBBER GOODS, SINCE [873 ” 
Trenton,New Jersey 


When writing to Advertisers please mention Mitt Suppriies 
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STEEL CASTER / 


PATENTED 





Bond Les-Nois Steel Casters are 
serving many industries, and as 
those using them well know... 
there is no substitute for Les- 
Nois performance. The quiet- 
ness with which Bond Les-Nois 
Casters perform their jobs is 
unmatched. Combined with 
quiet operation is the unfailing 
dependability of the Bond Les- 
Nois. All vital parts are built 
of hardened and ground steel... 
load ball races, thrust bushing, 
sleeve and rollers in the roller 
bearing unit. There are trucks 
in your plant that must roll 
quietly. Equipped with Bond 
Les-Nois Casters you’ll barely 
hear them, but you can rest 
assured they’re doing their work 
efficiently. 















Write for the folder ‘‘Less Noise 
with Bond Les-Nois Steel Cast- 
ers.”’ It will help you solve a 
perplexing caster problem. 





Make it a point to send for a Bond 
Power Transmitting Machinery Cat- 
alog. The complete line is described 
therein. 






Bond Foundry & Machine Company 
Manheim, Lanc. Co., Pa. 


Phila. Office: 617 Arch St. N. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 
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13 ASHLAND STREET, EVERETT, MASS. 





PORTER'S 


Bolt clippers 
Nut splitters 
Shear cutters 
Chain cutters 


A line of portable two-hand 
tools for cutting various types of 
material beyond the capacity of 
ordinary nippers and accom- 
plishing work otherwise possi- 
ble only with a non-portable 
bench or power tool or with 
hacksaw or chisel. Used on pro- 
duction, repairs and mainten- 
ance in factories, mills, mines, 
garages, car shops, construc- 
tion, etc. 


Sold by leading jobbers and sup- 
ply houses every where. 


H. K. PORTER, INC. 


{Li __—— 

———"| |" A Bolt Clipper cuts bolts 
=—= up to 4” Pe the thread. 
| Round rod up to %". A 
Nut Splitter splits nut 
(when wrench won’t re- 
move them) up to nut 
of 3%” bolt. Shear Cutter 
cuts flat bar stock up to 
114" x 949" and wire rope 
to %’. 





The amazing power 
of these tools (about 
70 + +times applied 
power) results from a 
combination of lever 
and toggle joint with 
a construction which 
minimizes friction 
loss. Write for de- 
scriptive literature. 


Modified forms of 
jaws — angular, 
end, etc., are sup- 
plied for reaching 
work in difficult 
places. 
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ENEATH the acres of roof 
that shelter America’s 
industrial activity, pro- 
duction is the major 
force fighting to build 
up profit margins. Yet 
as part of this effort we 

find the most primitive methods of 
material handling — human hands 
wrestling raw materials, calloused 
shoulders “portaging” from turret 
lathe to planer. Still, experts have 
assured us that material handling 
is 90 per cent of making. 
And where, you ask 
ficiency exist? 


Shadow of the nearest 
smoke stack! Perhaps no farther 
than the very door that leads from 
your office to the plant. ; 

For in this industrial scheme the 
familiar wheelbarrow may be as out 
of place as the tump line; the rumb- 
ling truck no less antiquated than 
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NEW YORK PHILADELPHIA 


CLEVELAND 


the ox-cart of yesterday. Your hand- 
ling methods can be justified only 
if better ones are unavailable. It is 
here that the C-M expert serves. 
Thru an outstanding list of national 
business magazines, Chisholm- 
Moore is taking this forceful adver- 
tising message to American industry. 
Mill Supply jobbers, handling the 
C-M line, profit by a co-ordinated 
merchandising program, in addition 
to the advantages of selling a 
world-recognized line of quality 
equipment. Write for complete 
information and discounts. 


Chisholm- Moore Hoist Corp. 


(Division of Columbus-McKinnon Chain Co.) 
5028 Fremont Ave. Tonawanda, N. Y. 
In Canada—St. Catharines, Ont. 


CHISHOLM-MOORE 








CcHirCcCA Gs 





NES 
Baccrenee) ELECTRIC HOISTS 


C r. 
l_ CHARGERS | 





f CRANES 
CHAIN HOISTS 
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GOULDS “MINUTE 
MAN" 


Cellar Drainer 

A leader in the field of 
low-priced, high-qual- 
ity automatic drainers 
for residences, stores, 
small factories, etc 

Capacity 5 to 25 

3 M. 





GOULDS 
CONDENSATION 
OUTFIT 


A new return pump 
and receiver for han- 
dling condensation of 
low pressure steam 
heating systems up to 
15,000 sq. ft. of radia- 


tion. Ball bearing 
pump. Galvanized 
tank. 
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The Line is Complete! 


Centrifugal, Rotary, Diaphragm, 
Deep Well Head, Single or Double 
Acting Power, Cellar Drainers, 
Condensation Outfits, Automatic 
Water Systems 


OULDS service offers a complete 
line of pumps—a line that covers 
e requirements of every buyer and 


provides an interesting margin of 


ofit and steady sales for dealers. 


There is a GOULDS warehouse near 
enough to fill your needs promptly. 
May we serve you? 


Send for catalogues for further informa- 
tion on these and other ‘‘stock’’ types of 
small power and centrifugal pumps for 
general service. 


GOULDS PUMPS, INC. 


Seneca Falls, N. Y. 











Figure 1281 


GOULDS POWER 

ROTARY PUMP 

Discharge head—100 ft 
—20 to 65 G. P. M. 


Capacity 


Figure 1741 





GOULDS AUTOMATIC— 
OILING 
Pyramid Pump 
Adaptable for a variety of services. 
Capacities 3 to 82 G. P. M. For 
heads up to 800 feet. 





Figure 3010 
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GOULDS 
AUTOMATIC 
—OILING 
Deep Well Head 
For wells up to 500 feet 
depth. For use with 
pneumatic or open 
tank water systems, 4, 
8, 10 and 20-in. strokes. 


= => = = SSeS 
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GOULDS CENTRIFUGAL 
PUMP 
Open Impeller 


Built in nine sizes. Capacities 
10 to 1300 G. P. M. 
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American Ironing Machine Co. American Type Founders Co. Kelly Press Division Un 


Berks Engineering Co.Inc. E.K.Campbell Heating Co. Champion Shoe Machinery Co. 
on Shoe Magh 


The VW. ip bell Heating Co. Co. The A. J. Deer Co.Inc. 
any Thi. Ere. ea ac Poi enone Machine Co. T 


Electric Rotary Machine Co. Erie Motor Systems,Inc. Fairbanks, Morse & Company 







c ro C 


Franklin Air Compressor Corp ion elec 





General Elec Co. H & B American Machine Company Lester Piano Company 







tric. Company is Seeburg Piano Co. Midland Appliance Corporation Amer# 


N. P. Nelson Proctor & Schwartz,Inc. Schneider Electrical Works 




















Iron Works Russ 


Paasche Air Brush 





Co. H.C.White Co.A 





Ephrata Mfg. Company % 
Baker Ice Machine Co. 


Cooke Elec.Refrig. Co 






General Necessities Cq 
Merchant & Evans Co.N 
United Iron Wks.Inc.L 
Universal Cooler Corp 
ier Almetal Mfg. CoeS 


Co. Altorfer Bros. Co 












Every firm named on 
this page~—and hun- 
dreds of others — use 
Gilmer belts. There 
must be a reason. 
Send for free hand- 
book on V-Belt drives. 
L.H.GILMER CO.,Tacony,Phila., Pa. 


Quality Belts for more 
than a quarter of a century 








Prima Mfg.Co.Inc. Swanson Service & Sales Company 





eWalter Electric. Mfg.Co. American saw Mill Mach.C 


Carlisle Moild Works J.D. 
Scott-Bansbach Mach. Co. 
Woodworking Machinery Co. 
meee Electric Co: Po 
Copeland Products, In¢c.P 
Howe Ice Machine Company 
tion Parker Ice Mach. Co.« 
Puro Filter Corp.of Amer. 
Western Refrigerating Co. 
General Laindry Mach. Co. 
The American Laundry 
fachinery Company Le 
Easy Washing Mach- 
ine Co., Ltd. Un 
\ Haag Bros. Coe 
" The Laundryette 
Corporation E. 


Upton Machine Cc 


Voss Bros. Vulcan Mfg.Co. Woodrow Washing Machine Co. Biax Flexible Shaft Co.Ir 
R. G. Haskins Co. Keller Mechanical Engineering Corp. Mall Tool Company Richmar 
orks The Burdick Corp. French Lick Health Appliances,Inc. Sanitarium Eqpt. Co. 
Leonard Burner Corp. May Oil Burner Corp. Sword & Kimber Co. The Tabor Mfg.Co. 
Williams 011-0-Matic Htg.Corp. The Everite Pump & Mfg.Co. Fairbanks Eng. Go. L 
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Keeps Machines 
on the Job 


hp} 
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Quality 





a on The only business worth having is built on a 
i —Co quality basis. We surround the manufacture 
en of Yost Vises with every possible precaution 


to insure finest quality of material and work- 
manship. Our inspection department passes 
on every part of every tool we make. 

Idle machinery costs 
money,—so why not be . - - 
sure of keeping YOUR R g d t 
MACHINES on the job 1§1gl y 
by using NON-GRAN 
BRONZE for all re- One of the conspicuous features of Yost 
placement Bearings? Vises is rigidity. Careful machining to close 








NON-GRAN is used by limits gives snug, easy working fit at every 
ssc: Sesenimaiul: Gea contact point, contributing much to their 
sacle alk "iniien’s rigidity and insuring satisfactory service long 


. . after less ci | : rises hav n out. 
leading manufacturers, ifter less carefully made vises have worn out 


because it DOES give 
longer service life. The ~ i. 
SPECIALIZED process G pP WwW 
by which NON-GRAN ripping O er 





is produced, makes it 


very tough, thus _ pre- In Yost Vises the screw fits the nut snugly, 


venting flaking-off in both being machined to limit gauges. This 
service and insuring a insures gripping power unsurpassed, with 
glass-like wearing  sur- an ability to stand hard knocks. The welding 
face, which reduces fric- 


é re of steel jaw faces to all Yost Vises eliminates 
tion to a minimum. 


the possibility of loose faces. 


Ask 4? Literature DISTRIBUTORS:—Cooperation, a full line, 
and Wall Chart and prompt shipments commend Yost Vises to 


Distributors. Write for catalogue. 


American Non-Gran Bronze 
Corporation Yost Manufacturing Co. 


Berwyn (Philadelphia District) Penna. Meadville, Pa. 
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Their Bearing Metal 
Business Grows by 


Leaps and 
Bounds 


RE you doing a profitable, rapidly 
increasing business in bearing 
bronze? 


If you are not you will be interested 
and amazed to learn that many 
representative mill supply whole- 
salers selling Cored and Solid Bars of 
Bunting Phosphor Bronze have 
doubled volume and profit in the 
bearing metal department monthly 
since taking on distribution of Bunt- 
ing Phosphor Bronze. We will gladly 
give you actual figures from records 
of typical accounts showing a growth 






38 


stock sizes 


of more than a thousand per cent 
within a year. 


Of course these mill supply whole- 
salers aggressively sold the line, but 
they found repeat business to come 
almost automatically and in un- 
expected volume because THERE IS 
an outstanding exclusive superior- 
ity in Bunting Phosphor Bronze 
which the user fully recognizes and 
appreciates. 


We have a good, EXCLUSIVE pro- 


position for you. 


THE BUNTING BRASS & BRONZE CO. 
TOLEDO, OHIO 


BRANCHES AND WAREHOUSES AT 


NEW YORK 


CHICAGO 


5: BOSTON 
276 LAFAYETTE ST. 2015 S. MICHIGAN AVE, 36 OLIVER St. 
Canal 1374 Calumet 6850-6851 Hancock 0154 
PHILADELPHIA 


1330 ARCH ST. 
Spruce 5296 
Race 1127 


SAN FRANCISCO 
198 SECOND Sv. 
Dougias 6245 


EXPORT OFFICE 


Toledo, Ohio 





UNTIN 





PHOSPHOR BRONZE 


CORED and SOLID BARS 


PATENT E © 
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Your Customers 
Wont Need 
A Stethoscope 
on 


A“Man-Size” Trap 


Honestly, 


your customers would have to 
use a doctor’s stethoscope to tell if some 
steam traps are working. They couldn’t 
tell other way than by listening 
with a stethoscope. 


any 


Not so, on Anderson “‘Man-size’”’ Steam 
Traps. An engineer can look at the water 
gauge on the trap and tell at a glance 
whether it’s delivering the work. They 
can tell at a glance if these generous size 
traps with their big capacity will give a 
continuous and steady drainage and 
disposal of condensation as fast as it 
accumulates, thereby maintaining the 
system at uniform temperature. 


Isn’t this the type of steam trap that 
you want to supply your customers? 
Just compare a “Man-size”’ Trap with 
any weak, flimsy, undersized trap on the 
market and youcan tell at a glance that it 
will give 100 per cent service. 


THE V. D. ANDERSON CO. 


ANDERSON ~ Cleveland 


sees -- Ohio-- 





1944 West 
96th Street 
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TOOL HOLDERS 


TRADE MARK REG. IN U.S. PAT. OF FICE 








They Have Withstood 
the Test of Time 


—H. J. Warthen, Supt. of Motive Power Richmond, 
Fredericksburg & Potomac R. R. 


‘“‘We are using ARMSTRONG Planer and Shaper Tools, 
Boring Tools, Lathe Dogs, ‘tC’? Clamps and Machinists’ 


Clamps. They have with- 
ARMSTRONG stood the test of time and are 
Extension Shaper Tool 


doing good work.’ 
‘ ; ARMSTRONG Tool Holders 
For die work, internal keyways 
or wherever extra clearance is 


are used in over 96% of the 
needed. Extremely rigid. World’s Machine Shops and 
See ) Sat caee oepeaenee aoaetes Tool Rooms. They lend pres- 
an r cata og = ° : . 
A supply will be sent von tige and bring a constant 
request, stream of buyers wherever 


displayed. Profits await the 
O) O) Mill Suppliers who make 
| 
ea Naor 
\ fs 
har ™ 
C2 


themselves ‘‘headquarters’”’ 
for ARMSTRONG Tool Hold- 
ers, by becoming authorities 
on the Armstrong’ Tool 
Holder System and pushing 
all of its units. 

AFEW INTERNAL SHAPES FOR 

WHICH THIS TOOL IS ADAPTED 


Armstrong Bros. Tool Co. 


‘*The Tool Holder People’’ 
305 North Francisco Ave. 
CHICAGO, U.S.A 


POOGOOOS 
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MILFORD 


ALL HARD i 
TUNGSTEN ALLOY STEEL — 
for Hand Frames 


Their uniformity of temper, cutting accuracy, 
speed and toughness, make them 
a prime favorite with 
good mechanics 
everywhere 


---because of 
confidence in Thompson 


For over a half a century men 3. You sell more of other 
with metal-cutting problems goods and this is only 


8” 10” 12” 
Lengths 


32 teeth Wavy Set for cut- 
ting thin tubing, thin 
sheet metals. 


24teeth Wavy Set and 
Straight Set for cutting 
solid brass, iron pipe, 
heavy tubing, drill rod. 


18 teeth Straight Set for 
cutting tool steel, high 
carbon, high speed steels. 


14 teeth Straight Set for 
cutting soft steel, cast 
iron, bronze, rails, etc. 


Sell the right blade* for the 
job. 


*Thompson’s Milford 









have depended on Thompson for 
their saw blades. By meeting 
their needs efficiently and 
promptly, a world of good will 
has developed for this company 
and its products. If you are a 
Thompson distributor, you bene- 
fit by this good will in these 
three ways: 


1. You sell more blades and 
make more money than 
with a line less favorably 
known. 

2. Your hack (and band) saw 
blade overhead is lower, 
because you can meet all 
demands from the one com- 
plete Thompson Line. 


natural. Buyers of our 
blades, having full con- 
fidence in Thompson, as- 
sume that our distributors 
will offer them other goods 
just as worthy. And their 
assumption is correct, for 
Thompson distributors are 
that kind of men. 


If you are not distributing Mil- 
ford and MilFlex hack saw 
blades and Thompson band saw 
blades, write for new price list 
and details of our distributor 
franchise. 

We sell only through jobbers and 
give full co-operation and pro- 
tection. 


Standardize on the Thompson Line and 
simplify your selling. 


THE HENRY G. THOMPSON & SON CO. 


ESTABLISHED 1876 


INCORPORATED 1898 


NEW HAVEN, CONN., U.S.A. 
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Kellogg Utility Paint Spraying Equip- 
ment Will Open Many Sales Opportu- 
nities to You. 


This portable outfit, weighing only 39 
pounds and working from any light 
socket, will pay for itself with a few 
hours work. 


It employs all the principles used in 
higher-priced equipment and insures a 
smooth, even finish never before ob- 
tained with equipment at anywhere 
near the price. 


It consists of: A real compressor (not 
a low-pressure blower) with all neces- 
sary fittings; operated by ™% horse- 
power motor; suction feed spray gun, 
giving perfect atomization; 15 ft. of 
hose; 10 ft. of electric extension cord. 


Uses any paint material, including 
spraying lacquer, brushing lacquer, oil 
paints, cold water paints and metallic 
paints. 





Invaluable for all types of smaller jobs 
requiring a portable outfit. 


Write us for illustrated literature de- 
scribing the outfit in detail and telling 
how you can make money with it as 
others are already doing. 





SG 
KELLOGG MFG. CO. Kae 


135 Humboldt St., 
ROCHESTER, N. Y. 


KELLOGG MFG. CO., 
135 Humboldt St., 
Rochester, N. Y. 









Strength 
Accuracy 


Finish 


A 
Complete 
Line of 
Cap & Set 
Screws, Nuts 

and Milled 
Studs Shipped 
Promptly from 
a Stock That’s 
Always 


20,000,000 
or More— 


1020 S.A.E.Steel 

































































































“ONLY A JOBBER te 
GET JOBBER DISCOUNT 


The Cleveland 
Wrought 
Products 

Co. 


West 58th St. at Denison Ave. 


Cleveland, Ohio 
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__ Red Shield’ HIGH SPEED DRILLS 


ARE FOREMOST 


Like a tower stands out distinctive and well 
remembered, the new Red Shield” High Speed Drills, 
even with the short time they have been on the 
market, have won identical recognition. 















— Drill users who require high speed drilling with 
uniformity of performance, less breakage, and 
less grinding and at less cost per hole always re- 
member that Red Shield” Drills give such service. 


Red Shield®” in actual red color, is stamped 
on each Drill. ALL SIZES. 




















Manufactured by 


THE STANDARD [OOL ((0. 


New York OAV rebate! Chicago 








“Hold-Heet” 


Automatic Electric 


WINCHES 


wend || (slue Pots 


ae Rope 
pull 700, 1100 and 


1400 pounds. The first on the market to 


provide automatically and 
evenly heated glue for the 
artisan—and still the best. 
No water jacket to keep 
| filled, no burned glue 
just plug it in to start it up 
and the built-in thermostat 
does the rest. The Hold- 
Heet Automatic Electric Glue 
Pot saves time and 
money wherever it is 
used. 


| The‘‘Hold-Heet’’ Glue 
Pot is such a_ useful 
and profitable piece 
| of equipment that it \is in constant demand. Its popu- 
| larity is well established and Distributors will find a wide 
| market for it, with maximum profits. 















1 10 or or 220 Volts 






These compact motor winches are driven by reversible 
electric motors. Worm gear drive makes drum self- 
locking and absolutely safe—load cannot drop. 

Winch can be used anywhere and will raise or lower 
motors, castings, furnace doors, ventilators, or will 
operate levers, valves, gates, etc. 

Write for sizes and prices. 








| May we send you further details? 





Stephens- Adamson Mfg. Co. Russell Electric Company 


121 Ridgeway - AURORA, ILLINOIS 368 West Huron St. Chicago, Ill. 


| 
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Always ready 
for hard work 
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600,000 

























You sell complete satisfaction 
with the rugged Parker Vise. 
Perfect in design and stronger 
in construction. 


PARKER VISES 


Meriden, Conn., U.S. A. 


repairs and replacements, 





line for any jobber to handle. 


Pea 





Satisfied Users 


Of U.S. Automatic Injectors requiring 
together 
with an assured and proper profit to 
the jobber through our established 
resale prices, make U. S. Automatic 
Injectors a satisfactory and profitable 











American Injector C 




















Machine Bolts 
Carriage Bolts 
Slow Bolts 
Step Bolts 
Lag Screws 










[! 


Everyone can DEPEND on “‘Superior’’ products. 


New York—290 Hudson St. (also export office) 
Chicago—549 Washington Blvd. 


New York—290 Hudson St. 


1S]T 


Cap Screws and Bolts 
for 


Quality and Service 


““SUPERIOR’’ 





| 


Specials 


Ask those who use them. 


Cleveland, Ohio 


Detroit, Mich.—45 E. Bethune St. 
WAREHOUSES 
Newark, N. J.—15 Kirk Place 
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ETROIT, MICH. 





Stove Bolts 
Stove Rods 
Sink Bolts 
Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 


St. Louis, Mo.—901 Louderman Bldg. 
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Merchandising is the Secret 
of “Keeping on Top”’ 


Shelf profits in packing do not 
mean success; they never have. 
Proper merchandising is the aim 
of all Distributors today,—indeed, 
with competition ever sharpening, 
it is the only way left to keep on 
top. 

For that reason, Linear offers close 
co-operation in all your packing 
merchandise problems. Let the 
shelf profits problem be solved by 


Send for this 


us. It is our responsibility as 
producers. 

You may be sure that every order, 
large or small, will be treated 
with the same dispatch and care. 
We know that successful mer- 
chandising depends upon prompt 
deliveries from our end, and we 
make them! 


NoTeE: We make nothing but 
Packings. Linear stands for Pack- 
ing Specialists. 


Packing Catalog 
~it will help you 








LINEAR 


@ 
LineatPucking & Rubber Co.tno 
PISTON AND SHEET PACKINGS 


MARSHALL AND BERKS STREETS 
“PHILADELPHIA 
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Look for Quality 


You can see it in a Cleveland Cap Screw very 
plainly. Finished all over—threads sharp and 
clean-cut—heads chamfered properly and a 
washer-face that is true and even—such cap 
screws as these must be good. And the fact that 
a stock of 20 million of them must be ware- 
housed at all times is ample assurance that 
other supply houses recognize quality when 
they see it. 


THE CLEVELAND CAP SCREW COMPANY 
2925 East 79th Street Cleveland, Ohio 























Are Built to Stand the Racket 


Fig. 390 (below) is one of them. 
No frills or furbelows 


JUST SERVICE! 


Jobbers oe * 
carry Fairbanks “ae 


WRITE FOR CATALOG 


The FAIRBANKS Company 


BOSTON NEW YORK PITTSBURGH 
Factory: Rome, Ga. 
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READY AND WAITING 


te tied 


Picked from the ranks of the best, the 
Gladiators of old were selected for their 
strength and endurance and their 
readiness to fight and win. 


Victor High Speed Steel Hack Saw 
Blades are indeed continuing to carry 
out this spirit .... thus the Victor 
trademark was selected as a symbol. 


Victor High Speed Steel Blades are 
always ready and waiting to fight your 
toughest cutting job. These blades are 
the best that money can buy.... they 
will cut faster ....last longer, producing 
a greater number of cuttings in any 
comparative test. 


A trial will convince you. 


VICTOR SAW WORKS, Inc. 
Middletown, N. Y. 



























Huw to get extra profits 
from your regular customers 


VERY day your salesmen call on many peo- 
ple who have real need of fire protection. 


They own houses—office buildings—stores 
—factories—motor boats or motor cars. Or 
they buy for churches— clubs— banks— or 
other business organizations. 


You will find that many of them will readily 
buy Pyrene Fire Extinguishers. They know 
these extinguishers are the most dependable 
on the market. 


Factory and mill executives demand fire 
protection for their business properties. They 
all have homes. Their homes need fire protec- 
tion. Here is extra business. Are you trying to 
get it? 

The Pyrene line is complete. It gives you a 
type of extinguisher to sell for every fire hazard. 


| 
i 
f= 
' 
' 


aE 


WW: 





PYRENE MFG. COMPANY 
NEWARK, NEW JERSEY 
Branches: Atlanta’ Chicago Kansas City San Francisco 


Makers of Fire Equipment since 1907 
and Pyrene Tire Chains 


Saf Sto 7 ae ees: samme 
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MADESCO BLOCKS require no 


Re-Selling and No Apology. 
They Stay Sold because They “Stand the Gaff.” 


They are Good Blocks to Handle, because they are 
GOOD BLOCKS. They are built to give SERVICE 
and to prevent complaints. 


They are the kind of merchandise GOOD, RELI- 
ABLE distributors like to carry and recommend— 
and put their own name back of. Users have learned 
from experience that the name “MADESCO” is 
sufficient proof of quality in manufacture. 


WILLIAMSPORT WIRE ROPE CO. 


Main Office and Works General Sales Office 
WILLIAMSPORT, PA. PEOPLES GAS BLDG., CHICAGO 


Use Madesco Tackle Blocks, They Stand the Gaff 














WILLIAMSPORT 
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In the Years to Come 


KYLINES are constantly changing 

today’s landmarks give way to tomorrow's 
creations. Architects and engineers while 
striving and planning for greater triumphs are 
specifying newer, better materials . . . quality is 
improved—service is broadened—beauty is 
enhanced. The ultimate goal is yet unknown. 
But this much is certain: the name of the pipe 
that will appear on specifications in the years to 
come will be that pipe that has constantly 
improved and kept pace with building progress. 


The Scale Free Process, applied to butt-weld 
sizes 14 to 3-inch, is an example of improving 
pipe service . . . it represents the most advanced 
thought in pipe manufacture. . . it contributes 
most to economy by minimizing corrosion. This 
means longer life and better service. This 
process was invented and developed by National 
Tube Company and has contributed in making 
*“*NATIONAL’’— 
America’s Standard Wrought Pipe 


NATIONAL TUBE COMPANY 
Frick Building, Pittsburgh, Pa. 
Subsidiary of United States Steel Corporation 
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THE REASON WHY 
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PON design, work- 
manship and 
materials depends 
efficient valve service. It 
is because of these essen- 
tials that Powell Valves 
have been established as 
standards for power plant 
installations. 





Fig. 102 


For Powell Valves are designed to 
meet the ever changing demand 
created through new processes, higher 
temperatures and pressures. 


Upon exacting 
workmanship, accu- 
rate testing, and con- 
tinual inspection — 
and upon materials 
depends the long life 
of Powell Valves. 


Because of these 
prerequisites of ser- 
vice, Powell Valves 
are the choice of en- 
gineers who want the 
first installation to be 
lasting. 
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THE WM. POWELL CO. 
2525 SPRING GROVE AVE. 
CINCINNATI, OHIO 
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An Opportunity 
for Distributors 





Territories are available at strategic 
points in this country for several mill 
supply distributors. 


It is advisable that distributors have 
a knowledge of fan and blower equip- 
ment in order to make sales. Our 
complete co-operation helps you. 


Let us tell you more about this. 





PATENT NO, 689001 


Garden City 


Hi-Static Slow Speed Cycloidal Fans 


Cycloidal Fans are designed for use in connection 
with Exhaust Systems for sawdust, shavings, 
grinding and buffing dust, sand blast exhaust, 
and the collecting and conveying of materials and 
refuse of every description, including cotton, wool, 
hair, feathers, shoddy, paper, grains, cement, 
pulverized fuel, etc. 

Particularly desirable for dealers and concerns 
handling fans, as the Cycloidal Hi-Static Fan 
has many guaranteed features. 


Cycloidal Fans represent the only real improve- 
ment in fan construction in fifty years—a genuine 
combination of efficiency and quality. 


Garden City Fan Co. 


McCormick Bldg., Chicago 
Eastern Office: 55 W. 42nd St., New York 
Manufacturers of 
Pressure Blowers and Fans for Heating, Ventilating, 
Drying and Unit Heaters. Fans and Exhausters for 


handling materials of all kinds. Dust Collectors, 
Disc Ventilating Fans, Pressure Blowers. ; 


A Fan or Blower for Any Purpose 
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THE TRIPLE CONVENTION IN MAY 

There is renewed hope that the convention of the 
three mill supply associations at Atlantic City in 
May will produce some positive results in the way of 
agreements as to the future activities of the associa- 
tions themselves. The three secretaries are now 
said to be working harmoniously in an effort to 
produce programmes that will be of definite inter- 
est to all concerned. That means constructive pro- 
grammes for the joint meetings of manufacturers 
and distributors, as well as plans for the individual 
meetings of the three associations that will arouse 
the interest of members sufficiently to insure a large 
attendance of executives, determined to settle all 
questions in controversy in a way that will insure co- 
operative harmony. As a result, the leaders, having 
the future prosperity of the mill supply field at 
heart, will attend, and then in a spirit of compromise 
should sweep all minor details into the discard and 
put the entire proposition on a sound, business like 
basis. 

Imagine these three associations as three indus- 
trial corporations, with only slightly divergent inter- 
ests, sending their executives to a joint meeting to 
iron out their misunderstandings. Is there any 
doubt about their doing it? Whether this would be 


done through consolidation or a division of spheres 





of influence would naturally be in question, but there 
would be none as to a settlement. There should be 
none as regards the action of this triple convention 
in May. Every red-blooded man there should not 
only have some definite ideas as to how this should 
be done, but he ought to be willing to stand up and 
tell what they are. 

One of the things that has always interfered 
seriously with definite, constructive action, has been 
individual and joint programmes so crowded with 
subjects and speakers that there never has been 
time for adequate discussion and action on im- 
portant matters. Subjects are many times left half 
finished, and a jump made to something else because 
of a time limit. It is to be hoped that plans for the 
coming convention will take into serious considera- 
tion these obstacles, and open the way for real 
constructive accomplishments. Under this idea the 
programmes themselves may not look so impressive, 
but results ought to be much more satisfactory. 

There are a lot of fine business men manufactur- 
ing and distributing industrial machinery, tools and 
supplies, and it is worse than a waste of time for 
them to meet to recite each other’s shortcomings. 
To continually ask “What is the matter with the 
supply houses?” or “What is the matter with the 
manufacturers?” accomplishes nothing. The basic 
fact is that there is nothing radically the matter 
with most of them, although the best of them would 
readily concede that there is a chance for some 
changes and improvements. No two businesses can 
be run exactly alike, even though operating in the 
same field, nor can all customers be handled in 
identically the same manner. Everyone knows that, 
so why try to have a stenciled set of rules to apply 
without deviation to a great industry and a thousand 
different customers? Of course, a code of ethics is 
not only all right, but is quite necessary, and when 
once adopted should be mandatory. 








WHAT PRICE MILL SUPPLIES? 

Under this title appeared an article in the March 
issue of MILL SUPPLIES, written by Russell C. Dun- 
can, president of the R. C. Duncan Co., Minneapolis 
distributor. After declaring that responsibility for 
price wars rests on “all of us,” and stressing the 
advisability of combined effort on the part of the 
55 
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mill supply houses, and the use of a “cards on the 
table” policy with each other and with the manu- 
facturers in an effort to control the situation, he 
discussed the establishment and maintenance of 
resale prices by manufacturers. 

“One of the greatest factors in the present situa- 
tion is the lack of sufficient control of resale prices 
by manufacturers,” he wrote. And later, “A 
goodly number of manufacturers have a realization 
of the dealers’ problem, but do not go far enough. 
They will furnish dealers with resale prices or dis- 
counts, and then expect them to quote discounts 
beyond these prices. Is this stabilizing the indus- 
try? On the other hand, we find a number of man- 
ufacturers establishing resale prices, and if a dealer 
cuts under them, these manufacturers refuse to 
sell him. This plan of set resale prices is working 
out successfully for many supply houses, and is cer- 
tainly acting as a stabilizer.” 

As everyone in the mill supply business knows, 
there is a federal law which prohibits price agree- 
ments, but so far as our understanding of the law 
is concerned; there is nothing to prevent a manu- 
facturer from establishing resale prices, and when 
a distributor sells under those prices, from refusing 
to sell more goods to him in the future, or, at least, 
after any existing contract has been completed. 
In such case, there is no agreement between the 
manufacturer and distributor. 

Undoubtedly there are a number of reasons for 
price cutting. Some of it is due to keen competi- 
tion among distributors. In some cases dealers ac- 
cept orders at a small gross profit, or even some- 
times at a loss, in order to hold customers. Others 
take business at a small gross profit or a loss in 
the hope that so doing will pave the way to more 
profitable business in the future. Others cut prices 
simply because they do not realize that a small 
gross profit, if analyzed properly, often means a 
net loss on the transaction. 

There is no doubt that Mr. Duncan is right in 
asserting that the manufacturer’s attitude exerts 
a strong influence on the situation. If the latter 
encourages the distributor in cutting prices just to 
make sales, or if he condones such a practice, he is 
helping to create or maintain a bad situation. For 
his own benefit, as well as for the benefit of his 
distributors, the manufacturer should be interested 
in working against price cutting by those who han- 
dle his lines. 

It is up to the mill supply dealers themselves to 
do all they can to create a better price situation— 
and they can do a great deal—but it seems true that 
manufacturers, acting individually, can also do a 
good work by the creation and maintenance of re- 
sale prices on their products in a way which does not 
violate the law. 





ON RESERVING TERRITORIES 
Some manufacturers of industrial equipment, tools 
and supplies, while adhering generally to a policy of 
dealer distribution, for one reason or another have 


certain territories in which they sell direct. In some 
instances, this practice is followed because of the 
inability of the manufacturer to secure adequate 
supply house representation in those territories. 
In others, the manufacturer may feel it is the only 
way he can meet the keen competition that exists. 
In still others, he may have the selfish motive of 
keeping some of the choicest fruit for himself. 

It is almost unthinkable that the manufacturer, 
committed to a dealer distribution policy, should 
reserve certain territories for himself because the 
plums are ripe and juicy. Rather than enter a ter- 
ritory because competition is so keen he fears his 
distributor cannot meet it, the manufacturer should 
get behind the distributor and back him to the limit. 

There are not many territories in which manufac- 
turers of quality products, with definite sales poli- 
cies, cannot secure adequate supply house repre- 
sentation. Securing such _ representation, they 
should bend every effort to make these supply houses 
worthy representatives. And it goes without saying 
that in such cases, the distributor should prove 
worthy of the manufacturer’s trust, or relinquish 
the account. 








DO EXECUTIVES WASTE VALUABLE TIME? 
When one raises the question of whether or not 
executives waste valuable time, the first thing to do 
is to define wasted time. Time taken off for lunch- 
eons, playing bridge or golf, or participating in 
many other forms of recreation, is not in this pic- 
ture at all. Time thus spent may be very well spent. 
The thought of time really wasted was aroused by 
the result of a questionnaire sent out to several hun- 
dred executives of supposedly representative busi- 
ness houses, by the Dartnell Corporation. Among 
other things, the survey disclosed that 72 percent 
of the houses addressed had mail go to an executive’s 
desk unopened, upsetting the general belief that 
incoming business mail is now largely handled 
through a department that opens and sorts it. 

It would seem that a very busy executive could 
better occupy his time than in wielding an envelope 
slitter, not only because he is doing work that doubt- 
less could just as well be done by a less important 
member of the office staff, but because serious de- 
lays in various departments are unquestionably 
caused when the executive fails to show up on the 
dot in the morning. It is easy to believe that the 
ordinary run of employes are more likely to report 
promptly for work than are executives, so the an- 
swer is not far to seek. A business does not have to 
be very great so far as capital invested is concerned 
(if it really is energetic) to have a single delivery of 
mail in the morning amounting to fifty or a hun- 
dred or more pieces. This mail matter certainly 
ought to be opened immediately, and in the most 
economical way, to the end that it may receive the 
prompt attention of the individuals designated to 
take care of the various problems presented. This 
proposition may not find you included in the 72 
percent referred to, in which case the situation 
is presented for the sole purpose of informing you 
how a lot of other fellows handle the office mail. 
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Old Chinese philosophers believed one good picture was 


worth 10,000 words. And so does the sales department 
of the Knight & Wall Co., Tampa, Fla., provided the 
picture is the right kind. Of course, this firm has mod- 
ernized the Chinese version and has found that the pic- 
ture should be one of action, supplemented at the proper 
junctures by a few well-chosen words. 

During the last twelve months the company has de- 
veloped an invaluable sales aid in the form of a 1200- 
foot moving picture film, devoted exclusively to the serv- 
ice, stock and policies of this pioneer mill supply organ- 
ization. According to Walter J. Geiselman, sales man- 
ager, this moving picture film has been one of the most 
resultful agencies used by the company in many years 
to foster good will and create additional interest in the 
company. 

The film was produced by a professional photographer 
with industrial picture-making experience, and is tech- 
nically and photographically correct—important factors 
in this type of advertising, Mr. Geiselman stresses. It 
shows a score of characters going through their parts 
in giving customers service. 

The picture opens with a stranger entering the Knight 
& Wall Co. store. He is met by a salesman who in- 
quires as to his wants. The salesman then directs the 
customer to the proper floor and department. 

Here the stranger is greeted by a floor man and 
shown through the department. He outlines his needs 
and the salesman meticulously fills his order. This done, 
they start on a tour of the entire establishment. This 
being the customer’s first visit to the headquarters of 
the company, the salesman wishes to make him thor- 
oughly acquainted with the organization, and shows him 
the factors which make the company a desirable one with 
which to deal. 

Each department is inspected, the picture showing 
the new customer, the salesman-guide and the various 
departmental men in natural poses. The new customer 


sees how stock is stored in warehouses and departments; 
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Photo courtesy of ‘Atlas EB a Co., Chicago 
how orders are placed and stock is recorded to assure 
customers getting what they want promptly. He is 
shown the shipping department in action, and it is ex- 
plained to him just why each step here is for his pro- 
tection and a guarantee of prompt delivery service. The 
company’s delivery cars are shown ready to start on 
their runs. 

The new customer meets the credit manager and learns 
he is a human sort of individual, popular conception to 











ene of the ‘Knight & Wall Co. 


the contrary notwithstanding. He is introduced to the 
various officers of the company and shown the office 
routine: How his order is recorded, how his purchases 
are charged against him in a way to eliminate error; 
how the catalogue he receives is prepared; how he is 
sent manufacturers’ helps that enable him to use what- 
ever he purchases with greater efficiency. 

The film forms the basis of a two-hour programme 
which the company presents in various towns in its 
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trade territory as a regular part of its sales campaign. 
The company’s salesmen usually initiate plans for such 
a programme because they are anxious to have the pic- 
ture shown as much as possible in their territories. 
They suggest certain places and times for holding the 
show and the sales office then follows through and com- 
pletes the plans, with the help of the salesmen. 

After it is definitely decided where and when a show 
is to be held, the company issues announcements to all 
its customers and prospective customers in that district, 
inviting them to attend. The salesman in the territory 
supplements the announcement by mentioning the pro- 
gramme as he calls upon his various customers and urges 
them to attend. 

The company has its own projection equipment, screen 
and operator, so it is a comparatively easy matter to 
find a building in which to give the programme. A 
centrally located site is generally selected. 

At certain intervals the picture is held for a few min- 
utes and Mr. Geiselman or some other representative 
of the company talks, to lay emphasis on points illus- 
trated in the picture, or to enable the company to get 
over certain phases of its message which are intangible 
and difficult to illustrate in pictures. The audience 
listens much more attentively than it might under or- 
dinary circumstances, because its attention already has 
been secured by the picture. 

Audience “Moves Along” With Picture 

No talk is ever long enough to tire the audience. At 
most it extends over only a few minutes’ time. Then 
the picture is resumed until it comes to another point 
where a personal talk will clarify and expand the mes- 
sage. As the picture is run off, the speaker explains 
briefly some of the scenes in order to keep the audience 
at all times moving along with the picture. The illusion 
created places the average spectator in the place of the 
customer in the picture. 

With the talking that goes with the picture and 
other forms of entertainment, the entire programme 
lasts about two hours, and no customer or prospect can 
sit through it without having been pretty thoroughly 
sold on the ability of the company to render adequate 
service, Mr. Geiselman declares. 

The picture usually is shown during conventions of 
business men who are customers or prospects of the 
company. Because of the enlightening film and the 
entertaining way in which it is shown, it is always in 
demand wherever business men gather in the company’s 
territory, it is said. 

“We find this picture impresses the average customer 
and prospect with our ability to serve him a lot more 
strongly than any kind of sales talk we possibly could 
give him,” says Mr. Geiselman. “He sees, rather than 
listens to our description. What he sees under these 
circumstances he does not quickly forget. What he hears 
under the stress of sales talk, he often does not retain. 
As a good will builder and institutional form of publicity, 
we find this film highly valuable.” 


BUSINESS RULES ACCEPTED 


Government Body Approves Rules of Business Prac- 
tice of Wood-Working Machinery Industry 

The federal trade commission has approved and ac- 
cepted the rules of business practice adopted by the wood- 
working machinery industry at a conference in Chicago 
in December. 

One rule brands the enticing away of employes of com- 
petitors in considerable numbers as an unfair trade prac- 
tice; two other rules have to do with “manifestly false” 








statements regarding a manufacturer’s own or competi- 
tive products; a fourth stamps as an unfair trade prac- 
tice the payment or allowance to any customer of secret 
rebates, refunds, credits or unearned discounts, whether 
in the form of money or in some other form; another 
states that “The sale or offer for sale of a new machine 
as a repossessed or rebuilt machine, with accompanying 
price discrimination, to favored buyers is an unfair trade 
practice’; and another provides against any guarantee 
against decline in price of product. 

Rule 11 states: “The industry recognizes the fact that 
where the customer for a new machine is also disposing 
of an old machine there are two distinct transactions 
involved, one being the sale of the new machine, and the 
other, the purchase of the old machine. Therefore, the 
industry agrees that these two transactions shall be dis- 
tinct.” 


STARTED AS STENOGRAPHER 


C. B. Barton Is Now Vice-President and General 
Manager of Pittsburgh Gage & Supply Co. 

C. B. Barton, who is now vice-president and general 
manager of the Pittsburgh Gage & Supply Company, 
Pittsburgh supply house, entered the employ of the com- 
pany in 1905 as a stenographer, and in a short time be- 
came secretary to the president, the late W. L. Rodgers. 

ee He was later 

placed in charge 
of sales of steam 
specialties man- 
ufactured by the 
company, and 
for a number of 
years handled 
the advertising 
and sales pro- 
motion depart- 
ments. Follow- 
ing this, he be- 
came assistant 
secretary, and 
in 1920 was 
elected secre- 
tary, which po- 
sition he held 
until 1928. 

When the Gain- 
aday Electric 
Company, a sub- 
sidiary of the Pittsburgh Gage & Supply Company, was 
organized, in 1919, Mr. Barton, who was one of the orig- 
inal incorporators, was elected secretary, treasurer and 
a director, and devoted most of his time to that company. 
In 1927 he became secretary of the executive committee 
of the Pittsburgh Gage & Supply Company, and was put 
in general charge of both that company and the Gainaday 
Electric Company during the illness of the president of 
both organizations, Mr. Rodgers, who died last Decem- 
ber. 

In addition to being vice-president and general man- 
ager of both the Pittsburgh Gage & Supply Company and 
Gainaday Electric Company, Mr. Barton is a member of 
the board of directors of both organizations. He is also 
secretary of the Lawrenceville District Shippers’ and 
Receivers’ Association, a member of the citizenship com- 
mittee of the Pittsburgh Chamber of Commerce, and has 
served on the executive committee of the American Wash- 
ing Machine Manufacturers’ Association. He is a Mason 
and a member of the Almas and Triangle clubs, Electric 
league, St. Clair Country and Keystone Athletic clubs. 











Cc. B. BARTON 
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Selling Consumers on the Economic 


Value of the Supply House 


What Several Distributors Who Have Used “Dealer Help” 
Service Are Doing to Spread the Gospel 


During the last few years there 
has been much discussion of the 
problems confronting distributors of 
mill supplies and allied lines as a re- 
sult of direct selling by some manu- 
facturers, and the activities of other 
forms of competition. That these 
problems must be faced is generally 
recognized, and MILL SUPPLIES has 
demonstrated its recognition of this 
necessity and its desire to serve dis- 
tributors by the creation of its 
“dealer help” service, in the form of 
reprints for distributors of a differ- 
ent page carried in the magazine 
every month, which sets forth rea- 
sons why industrial consumers 
should patronize the supply house. 

Naturally there is, and should be, 
much interest in what distributors 
are doing to meet the various forms 
of competition; or, in case they have 
not been greatly affected by such 
competition, what they are doing to 
forestall further attempts to take 


SD 


VALUE OF REPRINTS 


As evidence of the value of the 
“dealer help’ service provided by : 
“Mill Supplies,” the following is : 


quoted from a letter written by 


E. S. Bolen, vice-president of The : 
Ross - Willoughby Company, and : 
manager of the Springfield, Ohio, = 


= branch: 


“We believe your ‘dealer help’ 


reprints have been worth the small - 
cost many times over, for we have : 


had favorable comment on _ these 
reprints from such concerns as the 
International Harvester Company, 


American Seeding Machine Com- : 
pany, Buckeye Incubator Company - 


and others proportionately as large.” 


H.R. Ireland, secretary-treasurer = 


- of the Industrial Supply Company, 


Terre Haute, Ind., writes: 


> use them regularly.” 


“The : 
‘dealer help’ reprints which you are | 
: getting out we believe to be a very : 
: splendid idea. It is our intention to : 


“On the last election day this city 
put over nearly $5,000,000 worth of 
bond issues, which naturally reflect 
favorably on everyone concerned. At 
that time we carried a full-page ad- 
vertisement advocating the passage 
of these bonds for the benefit of the 
entire community. In this advertise- 
ment we said nothing of our busi- 
ivss, neither did we advertise any 
particular item, and from very many 
different sources we were com- 
mended highly for this spirit. 

“We believe your ‘dealer help’ re- 
prints have been worth the small 
cost many times over, for we have 
had favorable comment on these re- 
prints from such concerns as the In- 
ternational Harvester Company, 
American Seeding Machine Com- 
pany, Buckeye Incubator Company 
and others proportionately as large. 

“Tt goes without saying that we 
are greatly interested in this matter, 
and from the efforts expended along 





away business from them. MILL 

SUPPLIES is therefore pleased to present interesting facts 
regarding methods employed by several distributors, all 
of whom have used the “dealer help” service. 

E. S. Bolen, vice-president of The Ross-Willoughby 
Company and manager of the Springfield, Ohio, branch, 
writes mainly as follows: 

“We are very much pleased to note your interest in 
promoting a realization throughout the country of just 
how essential the distributor is. 

Does Not Hesitate to Advertise 

“In our small way, we have tried to further this idea 
at every turn, and at no time have hesitated to spend 
money on advertising of any kind that will inform our 
customers and prospective customers on the merits of 
our house. At our regular sales meetings, it is emphati- 
cally imbued in all the salesmen’s minds to, first of all, 
clearly state to our customers and prospective customers, 
our economic position in the distribution of material, and 
how we can be of service in many different ways. 

“We do quite a little advertising of all kinds in the 
local papers, and at the bottom of all our various ads, 
whatever they might be, we use the following slogan: 
‘A Necessary Adjunct to the Industrial Development of 
Springfield.’ 

“We also make it a point to have all publications inter- 
ested in distributors’ and jobbers’ problems forwarded 
to each of our salesmen, and any particular article of 
interest along this line is marked, and discussed at the 
meetings we hold at regular intervals, 


this line during the last year, we 

feel we own an enviable reputation as a progressive and 
up-to-date supply house in this community.” 
Placed Reprints in New Catalogues 

The Fairmont Supply Company, Fairmont, W. Va., 
distributed MILL SUPPLIES ‘dealer help’ reprints with a 
new catalogue which it recently issued. 

“We recently distributed new catalogues among our 
customers,” writes Z. B. Hampton, general manager of 
the company. “In the back of these new catalogues we 
placed the ‘dealer help’ reprints we purchased from you. 
Practically all of these catalogues have been delivered 
by our salesmen personally, which has insured the cata- 
logues, as well as the ‘dealer help’ reprints, reaching the 
proper parties. 

“In addition to this, our salesmen are instructed to 
be ready at all times to show the customer the many 
advantages he may derive from purchasing from- his 
local supply house.” 

KE. D. Morton & Company, Louisville, have been send- 
ing out ‘dealer help’ reprints regularly and hope to se- 
cure good results from efforts of this kind, and have 
been impressing their salesmen constantly on the idea 
of preaching the gospel of dealer distribution. 

“We have been sending out your reprints regularly 
every month, and are hoping that publicity of this kind 
will help to impress upon users of mill supplies, machin- 
ery, etc., the economy of patronizing mill supply and 
machinery distributors,” states E. D. Morton, president 
and treasurer. 

“We are constantly preaching to our salesmen this 
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Repeat 


Business 


Penberthy Products have been 
used in boiler and engine rooms 
for more than 42 years. 


During that time, nothing 
short of the best in materials 
and workmanship have been 
permitted in the manufacture 
of Penberthy Products. 


Consequently, power plant 































Noiseless 
Water Heater 





Ejector, Siphon 
or Jet Pump 















Navy Type 
Water Gage 


Gas Engine 
Lubricator 














Safeguard Auto- 
matic Water Gage 


operators have long ago learned 
that they can order Penberthy 
Products with perfect assur- 

ance of this traditional quality. 


Specifying Penberthy has be- 
come a habit with many of 
them—a habit that means re- 
peat business for you. 





PENBERTHY INJECTOR COMPANY 
ESTABLISHED DET ROI CANADIAN PLANT 


IN 1886 WINDSOR .ONT. 
AIRED 
PRODUCTS 
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idea, and are endeavoring to get them to preach the 
same thing to their customers. 

“We believe some good is being accomplished.” 

Another Company Outlines Its Efforts 

Activities of the Smith-Courtney Co., Richmond, Va., 
in selling consumers on the value of the distributor are 
outlined in an interesting letter from Seth T. Ross, ad- 
vertising manager. 

“We are very pleased to co-operate with any publisher 
or other concern endeavoring to educate prospective cus- 
tomers of the mill supply house or jobber on the eco- 
nomic advantage of buying supplies through them,” 
writes Mr. Ross. “While we cannot lay claim to having 
made any spectacular efforts toward convincing the con- 
sumer that he should buy through us, we have given 
this matter some consideration, and distributed some 
literature toward this end. 

“Some time ago we ordered a supply of MILL SUPPLIES 
reprints, which were mailed out with letters and invoices 
to a selected mailing list. We also had printed up 2,000 
copies of the circular enclosed, which we distributed in 
the same manner. We have also handed out these cir- 
culars at conventions, and had our salesmen leave some 
of them in the offices at which they called. We have also 
included in our memorandum books, which we issue every 
year, two pages setting forth the advantages to be gained 
through dealing with us. We distribute about 2,000 of 
these books each year for this purpose. 

“Our activities as outlined above constitute all we 
have done up to the present time along this line. We 
expect, however, to continue in a similar manner, and, 
perhaps, adopt other methods which may appeal to us, 
to accomplish this end. 

“Tf, as a result of your inquiries regarding the activ- 
ities of distributors in seeking to convince consumers 
that they are the best sources of supply, you find some 
very effective methods which have been employed, we 
shall be very pleased to hear of them, either through 
your publication or direct.” 

Working on Both Manufacturers and Consumers 

The Turner Supply Company, Mobile, Ala., reports it 
is making progress both in selling consumers on the 
idea of patronizing their nearby sources of supply, and 
manufacturers in directing their efforts of output 
through the supply house. 

“Replying to yours of the 16th, asking what we are 
doing in the way of selling customers and prospective 
customers on the function and value of the mill supply 
house, we wish to advise that this is one of the most 
important lines we try to sell to the consumer,” writes 
F. I, Spaulding, vice-president. “It works in a great 
many cases, but, we are sorry to have to admit, not as 
much as we would like to see it. 

“However, we are making progress both in selling con- 
sumers on the idea of patronizing their nearby sources 
of supply, and the manufacturers on directing their 
efforts of output through the same agency. We may 
have to put up with a whole lot from consumers, but 
we do not have to from the manufacturers, and our 
policy is to absolutely refuse to purchase anything from 
a manufacturer who sells direct to the consumer. 

“We believe we are making progress in both direc- 
tions. If all distributors will concentrate on these two 
points, we believe ultimately the mill supply house will 
be given due consideration by both.” 

To Use “Dealer Help” Service Regularly 

The Industrial Supply Company, Terre Haute, Ind., 
advises of its intention to use the “dealer help” reprints 
regularly. 
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“All of our salesmen have been schooled for the last 
two or three years to inform all those with whom we 
do business, on every possible occasion, just what the 
status of the mill supply house is,” states H. R. Ireland, 
secretary-treasurer. “In fact, this has been the real 
basis of our selling for a good while. The ‘dealer help’ 
reprints which you are getting out we believe to be a 
very splendid idea. It is our intention to use them regu- 
larly.” 

A different “dealer help” advertisement appears in 
each issue of MILL SUPPLIES. Reprints of these adver- 
tisements are supplied to all distributors of mill, mine, 
power and allied lines of supplies, machinery and tools 
ordering them, at cost, with the name and address of the 
distributor at the bottom of the advertisement. The 
reprints are printed on regular MILL SUPPLIES paper 
stock, in two colors. The minimum order accepted is for 
500 reprints. Costs of reprints, f. 0. b., Chicago, are as 
follows: 500 reprints, $8.20; 750, $10; 1,000, $11.45; 
1,500, $14.60; 2,000, $20.85. Orders will be given prompt 
attention. 


“FULTON FACTS” HAS BIRTHDAY 


House Organ of Fulton Supply Co. Started Fifteenth 
Year with the February Issue 


Fulton Facts, the well known house organ of the Ful- 
ton Supply Co., Atlanta, is now in its fifteenth year. In 
calling attention to this fact, the editor of the attractive 
little publication writes as follows in the February issue: 

“This number starts the fifteenth year of the Facts. 
Never in all that time has the Facts missed a publication 
date. 

“Many changes have occurred during these years in 
the supply business in this territory. But the policy of 
Fulton Supply Co. has not changed, and that, we feel, is 
the reason for the success, not only of our magazine but 
of our business and its growth. That policy has been, 
and shall continue to be ‘Quality merchandise, good serv- 
ice, and right prices.’ 

“Our prices will not be the lowest in many instances, 
but over a period of time, it will pay our customers (as 
so many have told us) to buy regularly at Fulton Supply 
at market prices. As we said last month, over the year 
you buy many different items to keep your plant and 
equipment right. The thinner you spread each class of 
purchases, the more likelihood there will be of mistakes, 
worry, loss in time and money. 

“Instead of scattered dealings, make your buying 
transactions clean-cut. The busy buyer often has no 
time to talk to salesmen about articles which in dollars 
form relatively a small portion of his total purchases. It 
just doesn’t pay. This is why on routine placement of 
orders for your needs in miscellaneous supplies, we sug- 
gest you utilize our broad facilities by concentrating 
your buying. It will pay you and help us in serving 
you better.” 








To Open Massillon Branch 

The Hardware & Supply Co., Akron, Ohio, is planning 
to open a branch in Massillon, Ohio, at which operations 
are expected to begin about April 15th. “We have taken 
a lease on a factory building, which lends itself admir- 
ably to our work, and are putting in a stock of plumbing 
fixtures, pipe, valves and fittings,’ states H. H. Kuhn, 
general manager of The Hardware & Supply Co. “If 
this venture proves a success, we no doubt will add a 
complete line of mill supplies at a little later date.” 
Fielding L. Heusmann, formerly assistant manager of 
the Scioto Valley Supply Co., Canton, Ohio, will have 
charge of the branch. d 


Triple Convention Plans 
Nearing Completion 


M. Markham Flannery of Federal Trade 
Commission to Address Opening Session— 
Associations Arranging Fine Programmes 




















With but little more than a month remaining before 
the triple mill supply convention, which will be held in 
the Ambassador hotel, Atlantic City, May 7th, 8th and 
9th, officers of the three associations are hard at work 
arranging constructive pxogrammes for the various 
meetings. 

M. Markham Flannery, chairman of the trade prac- 
tice conference division of the federal trade commission, 
Washington, D. C., will address the opening meeting 


The Japanese Room of the Ambassador 


Tuesday morning, May 7th, which will be a joint session. 
This meeting will be held at 10 o’clock in the main ball 
room of the Ambassador. Mr. Flannery will discuss 
“Trade Practice Conference Procedure.” His experience 
in setting up trade practice conferences for a large num- 
ber of different industries places him in an unusual posi- 
tion to speak to the mill supply convention on the value 
of such a conference. Following his address, those in 
attendance will be given the privilege of asking ques- 
62 


Photo by At lantic Photo Service 
tions, and a thorough discussion of the subject is ex- 
pected. According to R. Kennedy Hanson, secretary of 
the American Supply and Machinery Manufacturers’ 
Association, consideration will be given to the question 
of the advisability of the three associations participating 
in a trade practice conference. 

Edward P. Welles, president of The National Supply 
and Machinery Distributors’ Association, will be re- 
quested to preside at the opening session, while W. W. 
Doe, president of the Southern Supply and Machinery 
Dealers’ Association, and Dixon C. Williams, president 
of the American Supply and Machinery Manufacturers’ 
Association, will be asked to respond to the words of 
welcome which Mr. Welles will deliver. 

According to Mr. Hanson, an effort is also being made 
to secure Senator Watson of Indiana to speak on the 
tariff. Mr. Watson is considered one of the best fitted 
men in the country to discuss this subject. 

To Hear Talk on Insurance 

Alvin M. Smith, secretary-treasurer of the Southern 
Supply and Machinery Dealers’ Association, announces 
that the Southern Association at one of its executive ses- 
sions on Wednesday, May 8th, will hear a practical talk 
from a representative of the Coats & Burchard Company, 
insurance and industrial appraisers, on the subject, “In- 
surance and Industrial Appraisals.” 

George A. Fernley, secretary-treasurer of The Na- 
tional Supply and Machinery Distributors’ Association, 
advises that it is the plan of the National Association to 
hold executive sessions for members on the afternoon 
of May 7th and on the morning and afternoon of May 
8th and 9th, for the consideration and discussion of cur- 
rent topics of vital interest. It is also planned to have 
capable speakers at each session. 

“Tt is our conviction that the programme we are de- 

(Continued on Page 87) 
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“Yes, Gentlemen, 
Your Customers Might 


As Well Have the Best” 


Surely quality counts in such 
an important tool as a Saw or 
File and therefore selling 


SIMONDS 
SAWS and FILES 


gives you an assurance that on 
these lines you are building 
“customer satisfaction” and 
“future patronage” by provid- 
ing the best the market affords. 


eee 


Simonds Saw and Steel Co. 
Established 1832 -- FITCHBURG, MASS. 
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HEN Dodge introduced the 
first hanger bearing and pil- 
low block embodying Timken 
Tapered Roller Bearings four 


years ago, it marked the completion of 
over twenty years of study and re- 
search by Dodge engineers. 

Timken Tapered Roller Bearings 
were adopted because research estab- 
lished ruggedness as the most import- 
ant requisite of any low friction bear- 
ing for power transmitting service. In 
order to take care of shock, unforeseen 
peak loads and both radial and thrust 
loads, it was finally determined that 
the Timken Tapered Roller Bearing 
was best fitted to meet these require- 
ments. 

Dodge engineering effort, however, 
did not stop with the design of a 
hanger bearing and pillow block. As 
a result of careful study and perform- 
ance, as well as laboratory tests, a 
complete line, including every type needed 
to best meet specific situations, was designed 
and as a result Dodge is the only manufac- 
turer who, because of this thorough study 
and knowledge of requirements, is able to 
offer industry exactly what it needs to most 
satisfactorily and economically solve every 
bearing problem. 

A specialized engineering division backed 
by the most modern and extensive manu- 
facturing facilities, assures satisfactory power 
saving performance with negligible main- 
tenance costs. 


DODGE MANUFACTURING CORP. 
Mishawaka, Indiana 
Factories at MISHAWAKA, Ind., and ONEIDA, N. Y. 


PAT. OFF. 


‘There's a Dodge -Timken for Every Industrial “Need 
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HE patented Dodge mounting 

embodied in Dodge-Timken 
Hanger Bearing and Pillow Block 
design, has been applied to unit 
mounts which are completely 
housed, self-contained factory 
adjusted units adapted for ma- 
chine applications. 


The adoption of these unit bear- 
ings by manufacturers in practic- 
ally every line has been the result 
of actual performance tests and 
consumer acceptance, created by 
the satisfactory service records of 


hanger bearings and pillow 
blocks. 


Manufacturers can now apply 
Timken Tapered Roller Bearings 
with minimum expense. There 
are two types of mountings and a 
wide variety of housings to meet 
every condition. Machining of shafts 
is eliminated. Bearings are produced 
in quantity on an extensive production 
schedule and are available on an estab- 
lished list and discount basis. 

The Dodge-Timken Data Book 
gives complete engineering informa- 
tion and shows many typical applica- 
tions. Send for your copy today. 





DODGE MANUFACTURING CORP. 
Mishawaka, Indiana 
Factories at MISHAWAKA, Ind., and ONEIDA, N. Y, 


PAT.OFF. 





‘There’s a Dodge -Timken for Every Industrial “Need 
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Have Been Gaining 
Momentum for 65 Years 


FOR Sixty-five years Morse Tools 

have been gaining momentum as 
fast sellers. Their lon3 standing rep- 
utation for uniform quality puts them 
first in the minds of your tool-buyin3 
customers. 


Stock Morse drills, cutters, reamers 
and other tools and let their momen- 
tum add speed to your stock turnover. 


MORSE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD, MASS.,U.S.A. 
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“Centralized purchasing policies 
utility companies have eliminated their plants from our 


of the large public 


market,” is the complaint of many mill supply houses. 
3efore the assimilation of small power plants by merger 
with operating and holding company chains, many mill 
supply distributors counted these plants among their 
customers, but manufacturers’ salesmen report they now 
often find it difficult to persuade distributors’ salesmen 
to call upon central station steam plants. 

Alfred H. Davis, general purchasing agent for The 
Utilities Power & Light Corporation, Chicago, replies 
to the allegation concerning centralized purchasing pol- 
icies with a statement which agrees with the sentiment 
of other representative public utility executives. 

Must Have Access to Dealers’ Stocks 

“Centralized purchasing on the part of large public 
utilities is not to be interpreted as destroying the market 
of the mill supply houses,” he states. ‘Few operating 
plants or generating stations can carry complete stocks 
of the miscellaneous supplies which are used to main- 
tain smooth running equipment. It is necessary for 
almost every generating station to have access to dealers’ 
stocks of such supplies as tools, brushes, lubricating de- 
vices, leather and rubber goods, and other commodities 
which could not be conveniently stocked in large quan- 
tities. 

“One of the functions of any general purchasing de- 
partment is to prevent the misuse of purchasing power. 
In order to avoid haphazard buying practices, the gen- 
eral purchasing department should always be fully in- 
formed as to the nature, quantity and price of com- 
modities that can be purchased locally. The dealer who 
avails himself of the opportunity of sending salesmen 
to call on the general purchasing department and solicit 
business will usually be seriously considered in the plac- 
ing of orders. Any supply house soliciting business 
must be qualified to handle the business it is soliciting. 
The volume of orders in mill supply lines for any par- 
ticular plant is comparatively small. If divided among 
all houses soliciting consideration, it would result in 
cutting orders to individual houses down to a very small 
size and no one would receive an appreciable amount 
of business. The distributor offering genuine service 
on adequate and well balanced stocks, is sure to receive 
consideration.” 


Halford Erickson, vice-president of The Byllesby En- 
gineering & Management Corporation, Chicago, explains 
the purchasing policies of his organization as follows: 

“Tt is our policy to buy generators, engines, turbines, 
poles, boilers, copper, and other new equipment of that 
kind in this manner: Manufacturers are requested to 
submit bids on specifications made up by our engineer- 
ing department. These bids are examined, and the pur- 
chase is usually made from the bidder who offers his 
goods at the lowest price, quality, delivery and other 
things being equal. Other supplies are purchased as 
far as possible from local dealers under the supervision 
of the local manager, who in turn is under the super- 
vision of our purchasing department. 

“Every effort is being made to so regulate the pur- 
chases as not to disturb lawful competitive conditions. 
Utilities Dependent on Good Will of Communities 

“Public utilities are very largely dependent on the 
good will of the people in the community served. That 
good will cannot be obtained and kept unless they buy 
not only industrial supplies as far as possible from local 
houses, but also employ local labor. Fair dealing and 
equitable practices in dealing with local merchants is 
necessary for the continued success of any public utility.” 

Distributors in Oklahoma City and Minneapolis made 
this comment upon the purchasing policies of the 
Byllesby group: ‘When new work is being done for 
the Byllesby Corporation, local supply houses are pat- 
ronized by both the contractors and the Byllesby organ- 
ization.” It is a well-known fact that contractors han- 
dling a building job for this organization are instructed 
to buy locally as much material as is possible. 

A vice-president of The Middle West Utilities Co. 
authorized the following statement: ‘We do not have 
a centralized purchasing department at Chicago. Sub- 
sidiaries have their own purchasing departments, which 
patronize local distributors for general supply needs.” 

Another representative of a large public utility organ- 
ization made the following comment: 

“The object of our centralized purchasing department 
is to prevent unnecessary purchases, and to anticipate 
changes in prices. Many local distributors are regularly 
supplying our requirements in some lines at present. 
Only a few distributors solicit our business, and we 
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IS VT that cats up the 





Jobber’s Profits? 





oo e TOO MUYCH OVERHEAD 








EALIZING the jobber’s difficulties in 

selling profitably a line so diversified 

as Mechanical Rubber Goods, we have 

been engaged for the past two years in a 
program of SIMPLIFICATION. 

Reducing the number of items, styles 
and sizes in the Diamond Mechanical 
Rubber Line so that an adequate stock can 
be carried in a minimum amount of space, 
with a minimum investment of capital, and 
a minimum amount of work. 

The Complete, Simplified Diamond Line 
offers to the Mill Supply Jobber all the ad- 
vantages of the modern principle of simpli- 
fication, together with a practical knowl- 


and that “Overhead” 
includes ........ 


Too much money tied up in stock 
Too much space occupied 
Too much labor in handling stock 


Too many dead items 


edge of industry’s requirements gained in a 
manufacturing and merchandising experi- 
ence of 35 years. 

Mr. Jobber—we know and appreciate 
your problem. And we are prepared to 
assist in working out a practical solution. 


THE DIAMOND RUBBER COMPANY, Inc. 


Distributors in most principal cities 
Branches as follows: 
AKRON ATLANTA KANSAS CITY NEW YORK 
PHILADELPHIA DALLAS 
CHICAGO LOS ANGELES SEATTLE — SAN FRANCISCO 


Diamond 


RUBBER BELTING YC HOSE - PACKING 
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usually patronize those capable of giving us the right 
service.” 

Operating engineers in central stations endorse the 
attitude of purchasing agents. ‘We are glad to see 
any mill supply salesman who appreciates our needs,” 
said Chief Engineer E. J. Ruede of the Indianapolis 
Street Railway Company. “But too often, instead of 
selling us what we need, they insist on trying to sell 
us what they have on hand, and in many cases what 
they have on hand is not suited to our operating con- 
ditions. 

“For instance, one company in Indianapolis is sup- 
posed to distribute a certain manufacturer’s line of 
valves, and we use several special valves in that line. 
Recently we called up and ordered a valve for a special 
service on a water column blow-down line. Instead of 
sending us what we wanted, they sent us the kind of 
valves they carried in stock, which were entirely inade- 
quate for the service on which we wanted to use them. 
As a consequence, we have to send out of town for that 
type valve whenever we order it. 

“As a further illustration, a supply salesman came 
in here recently and offered me a new special hammer 
handle, declaring it the best on the market. When I 
questioned his statement, he said: ‘In the last week 
we have sold over five hundred of them, in practically 
every type of plant in town.’ Finally, I decided to try 
it out. 

“The next day I used it in an 18-pound sledge out 
on the scrap pile. It promptly broke. I called the sales- 
man and he sent one to replace it. I put another one 
of his handles in a three and a half pound machinist’s 
hammer. When put to hard use, the handle broke 
square off at the eye, and the hammer head flew across 
the room, missing a workman by less than an inch. 
After that I didn’t use any more of those handles. We 
couldn’t afford to take the chance. 

Salesmen Must Know Plant Requirements 

“When the salesman came around again I explained to 
him that it didn’t make any difference how many of 
those handles he had sold elsewhere in the city, they 
were not suited to the heavy service we give hammers 
around here, and that the number sold to other fac- 
tories didn’t prove a thing so far as our conditions were 
concerned. This incident only proves that unless the sales- 
man knows what he is talking about, his sales often 
lead only to dissatisfaction.” 

There is plenty of proof that distributors who study 
the needs and requirements of central station plants, 
and who solicit business intelligently, secure enough or- 
ders to make their calls profitable. The charge that 
centralization of purchasing power has eliminated these 
plants from the distributors’ market, and that it is use- 
less to solicit their business, applies only to the dis- 
tributor who wants to sell only the regular stock items 
he handles, instead of the special items needed in a 
plant of that kind. Quality is paramount with most 
chief engineers; service is necessary, and salesmanship 
still has as big a field as ever in supplying the needs of 
this type of industrial consumer. Salesmen who do not 
understand high pressure generating stations, who are 
not backed up by quality lines and adequate stocks, and 
who do not want to take the time to study the possibil- 
ities of serving this trade, will probably never find it 
possible to get results by occasional calls, perfunctorily 
made. But there is no doubt that the demand is actual, 
that most public utility chains prefer to deal with the 
distributor, and that when this trade is intelligently 
solicited, profitable orders can be obtained. 


Few mill supply distributors carry complete enough 
lines to handle the entire demands of a large central 
station. Practically all engineers concentrate on certain 
brands of standard products, and this also proves to be 
a limiting factor in favor of the dealer who knows what 
engineers want, and installs the lines necessary to supply 
them. 

Service An Important Factor With Utilities 

Service isa phase of the business which assumes more 
importance with public utilities than with most branches 
of industry. Emergency supplies, when needed, may 
involve several times their expense if not quickly avail- 
able. A shut-down for even a few minutes brings im- 
mediate complaints from hundreds of electricity pur- 
chasers. For this reason many public utilities limit their 
patronage to the firms which have proven in the past 
their ability to handle the business by efficient service. 
Service becomes just as much a component of cost in 
this field as the original cost of the merchandise. 

Demonstration is absolutely necessary in order to sell 
operating men. Samples must be shown, and the merit 
of the article must be definite. Engineers are trained 
to precision, and judge others by their own standards. 
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A Potential Customer for Distributors 


They cannot afford to take a chance with their gen- 
erating equipment, or any supplies used to keep it in 
motion. Most engineers remember what they see and 
feel rather than what they hear, so it does not help to 
try to tell all about the matter on the first call. A suc- 
cessful demonstration or trial of an article will be re- 
membered long after all the conversational accompani- 
ment has been forgotten. 

Purchasing departments are obligated by the Inter- 
state Commerce Commission to purchase at the lowest 
price that quality and delivery will permit. Of all the 
industries in this country, the utilities have developed 
the most exact cost figures, and, in most cases, know 
about what they should pay for any article delivered 
at any plant. 

When dealing with local plants that are part of a 
national organization, the value of making an occasional 
trip to the main office to see the general purchasing 
agent cannot be overestimated. If for no other reason 
than to show appreciation for business received, such 
calls will pay dividends. Local purchasing agents re- 
ceive their orders from their superiors, and being on 
the approved list with the general purchasing depart- 
ment will go a long way toward making the orders flow in 
constantly. Catalogues and discount sheets should be 
on file at the general purchasing department, as well as 
at local offices. ‘ 
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Stanley Portable 
Bench Grinder 
No. 556 


Points 
In Your Favor 


HEN you offer a Stanley Portable Bench Grinder 
to your customers you have several points in your 
favor to make a profitable sale. 


1. Speed of 3450 R.P. M., almost vibrationless. 

2. Correctly balanced ball bearing motor and 
true running wheels. 

3. Supplied for either AC or DC current in 
various voltages and cycles as specified. 


4. Floor Pedestal can be furnished if desired. 


Recommend this grinder to your customers for grinding 
precision cutters and other small tools where a smooth 
running grinder is necessary. Also recommend it for 
wire brush and buffing work.. Let them try it out. 


If you do not have a complete catalog of Stanley Electric 
Tools, let us send you one. Ask for S59g. 


THE STANLEY RULE AND LEVEL PLANT 


New Britain, Connecticut 


STANLEY TOOLS 


The (hoice of Most Mechanics 








The full line of powerful 
Stanley Electric Tools 
include: 

No. DRILLS 
141—1,” Standard Duty $30.00 


142—!," Heavy Duty 40.00 
562—5/16" Heavy Duty 44.00 
382—*g” Heavy Duty 52.00 


121—'4" Standard Duty 54.00 
122—!" Heavy Duty 60.00 
582—*g” Heavy Duty 68.00 
341—*4” Standard Duty 70.00 
342—3" Heavy Duty 78.00 
781—*%” Standard Duty 85.00 


GRINDER 


No. 556—Bench Grinder 
AC current $46.00 
DC current 48.50 


Drill Stands, Attachments, etc. 
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“No salesman in my employ is bigger than the house.” 

“We do not merely sell merchandise. We sell produc- 
tion.” 

“We adhere consistently to a one price policy. We take 
no trade-ins and make no exchanges, nor do we sell sec- 
ond-hand merchandise.” 

“We do not offer discounts, no matter how important 
the customer may be or the inducements held out to us.” 

“We pay no commissions or bonuses to our salesmen. 
We remunerate them with straight salary, on the basis 
of service.” 

“While we handle a diversity of stock in small tools 
and shop equipment, we confine ourselves to leading lines 


in each classification, instead of carrying two or more 
lines in each group.” 
“As we carry only the best, we concentrate our sales 


effort on those prospects equipped to use our merchan- 
dise.” 

These are not empty, theoretical phrases. They repre- 
sent the merchandising policy which has been developed 
during the last fifteen years by Louis G. Henes, head of 
mill supply houses bearing his name in San Francisco 
and Los Angeles. 

A Definite Code of Ethics Necessary 

“No business can continue to prosper without a defi- 
nite code of ethics,” says Mr. Henes. “I have always 
been a stickler for ethics in the conduct of my business, 
and during these many years I have found from practical 
experience that the mill supply house without a code of 
ethics is not building a permanent foundation for the 
future.” 

Mr. Henes is a well known figure among the supply 
men on the Pacific Coast. When he entered business on 
his own account in San Francisco fifteen years ago, he 
had had extensive experience in the national field, having 
been identified with one of the larger manufacturing 
companies in the East. All told, he has been identified 
with the mill supply field for more than twenty-seven 
years. 

When he established his business in San 
Mr. Henes decided to confine himself to seve 
lines of small tools and shop equipment. 
on only representative lines. 


Francisco, 
‘al leading 
He stocked up 
His business has expanded, 








and today he features thirty-nine representative lines, 
each the product of a different manufacturer. 

For instance, his stock of high-speed twist drills con- 
sists of a variety of sizes made by one eastern manufac- 
turer. His entire merchandising programme centers 
around the reputation of the lines he handles. 

“We handle the best in each line,” Mr. Henes said. 
“This policy originally presented a problem. Because 
of the prices for which these items sold, we had to hand- 
pick our prospects, and sell them on the economic value 
of these items in their production activities rather than 
the economy of price. So, when one of our salesmen ap- 
proaches a prospect he does not confine himself merely 
to the merits of a tool. He talks production. He tells 
his prospect in a definite way what the tool will do as 
compared with cheaper makes. He is armed with facts 
and figures based on past experience. He goes into the 
prospect’s shop prepared to show him in a concrete way 
that a certain tool will increase production a certain per- 
cent. 

“This form of salesmanship formerly presented a num- 
ber of problems. First of all, we had to employ the right 
type of salesmen, the type not primarily interested in 
building up quick volume. The kind of salesman we 
prefer is the one who will work with the organization, 
who will co-operate with the other salesmen. We work 
hard to land one customer. The first sale is never profit- 
able. It is rarely that we make money on even the second 
and third orders. When the customer has passed the 
preliminary stages of service we can count on him as a 
profitable addition to our clientele. 

“For that reason we employ all of our 
straight salary basis, offering them no encouragement 
whatever in the way of commissions and bonuses. We 
feel that such incentives influence the salesman to work 
too strongly in his own interest, whereas he should co- 
operate with other salesmen and the house to the fullest 
possible extent. The salesman working on a commission, 
and anticipating bonuses for volume, might be tempted 
to overlook the necessity for building up good will by 
slow degrees, an element that enters into the merchan- 
dising of finer and higher priced tools. 


salesmen on a 


shift a sales- 
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Full details of this performance record of CLE-FORGE 
HIGH SPEED DRILLS will be found in Digest No. 60. 


We will gladly send copies upon request. 































OUR years ago a large oil well tool corporation made a test of 
four different makes of high speed drills. 

For each make, the speed and feed was set at the point where the 
chips came out blue through a good average flow of lubricant. 

Out of this test emerged 


CLE*FORGE "720 DRILLS 
TRADE MARK REG. U.S. PAT. OFF, 


with somewhat higher limiting speeds and feeds—and with an aver- 
age of about 50% more holes per grind! 


On one typical job at this plant, investigated in the Spring of 1928, 
it was shown that the high speed drills formerly used averaged 15 
holes per grind (as compared with 22 holes per grind for CLE- 
FORGE); a total life of 1500 holes per drill (as compared with 2,200 
holes for CLE-FORGE); a unit cost of 67c per 100 holes drilled (as 
compared with 45c per 100 for CLE-FORGE)— 

And that CLE-FORGE HIGH SPEED DRILLS cost exactly 
32.8% less, although the initial price of each drill was identical. 

CLE-FORGE HIGH SPEED DRILLS are offered to you on 
the soundest basis in the world—on the basis of their proved perform- 
ance in actual daily operation. 


TWIST DRILL 
BCOMPAN Y 
ow CLEVELAND 

NEW YORK-CHICAGO-LONDON 





FRADE MARK REG, U. S. PAT. OFF. AND FOREIGN COUNTRIES SAN FRANCISCO 
«Manufacturers of Carbon and Cle-Forge High Speed Drills for every purpose; 
“Mezzo” Super-Carbon Drills; Hand, Jobbers’ and Shell Reamers; ‘‘Peerless”’ 
High Speed Reamers; “‘Paradox’’ Adjustable Reamers; ‘‘Quick-Set” Reamers; 
“Spirex’’ Machine Taper Pin Reamers; Chucking Reamers for Turret Lathes; 

Counterbores; Countersinks; Sockets; End Mills; and 
the ‘‘Ezy-Out’’ Screw Extractor. 
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man to a prospect who for some reason cannot be han- 
dled by any of our other salesmen. When one salesman 
is temporarily incapacitated by illness, there is always 
another eager to take care of his prospects in the proper 
spirit of co-operation. 

“We keep in close touch with our salesmen. 
is carefully checked. 
cial 


Each call 
For this purpose we utilize a spe- 
‘Salesman’s Daily Report,’ on which the salesman 
notes the names of the firms visited during the day, the 
addresses, persons interviewed, their titles, and times for 
next calls. Additional information is entered on the re- 
verse side. If a prospect should be added to the mailing 
list, the salesman places an ‘X’ in the left-hand column 
opposite his name. 

“We have a force of eight salesmen covering our terri- 
tory in California, Arizona and Nevada. It is a pretty 
big territory. Central and northern California are han- 
dled from our San Francisco office, while the territory 
in southern California and nearby states is handled by 
salesmen from our Los Angeles store. 

Concentrate on Larger Industrial Units 

“We do not attempt to cover the smaller shops, but 
prefer that our salesmen concentrate on the larger indus- 
trial units. Our salesmen generally pass up the smaller 
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San Francisco Store of Louis G. Henes 


towns, where the shops are usually of small size, except- 
ing the towns where larger industrial units are located. 

“We absolutely refuse to grant discounts, even at the 
cost of losing a sale. I had an experience recently which 
has convinced me that our policy is the right one. A 
big local company was interested in buying equipment 
to the extent of $7200. The products were right and 
so were the prices, but there was one stumbling block. 
That was the request for a five percent discount. I 
held out consistently, even when the customer picked up 
his hat and prepared to leave. I did not feel particularly 
happy when the customer had left my office, and sat 
there contemplating the loss of a big order. 

“It was not long before the customer returned. He 
made no mention again of the discount. All he said was, 
‘Mr. Henes, you will pardon my absent-mindedness. Here 
is the order. I forgot to put it on your desk when I left 
a few minutes ago.’ 

“Every mill supply house man must face the problem 
of returned merchandise. We generally adopt the atti- 
tude that the customer is right, and prefer to give him 
the benefit of the doubt, but there is a limit. We’ll play 
straight with the customer up to the point where his 
requests become unreasonable. We had an experience 
with one customer who bought a twist drill, and returned 
it a few days later with the claim that it had broken in 
half. There was no use arguing with him. for it involved 
a sum of only thirty dollars or so to give him a new 
drill. It was better to stand this expense than lose his 
good will, which was worth a lot. A few days later he 


volunteered the information that a heavy steel casting 
had fallen on the drill which he had bought originally, 
and gave us a check for the second drill.” 

Mr. Henes maintains his San Francisco office and stock 
in the Machinery Center Building. His Los Angeles 


store was recently moved to larger quarters at 1500 
Santa Fe avenue. 


NEW CATALOGUE IS ISSUED 
E. L. Wilson Hardware Company, Beaumont and 
Houston, Texas, Out with a Complete Book 

The E. L. Wilson Hardware Company, Beaumont and 
Houston, Texas, distributor of shelf and heavy hardware, 
mill and oil well supplies, has issued a new catalogue, 
known as Catalogue No. D28. This book, which consists 
of 882 pages and a cover in red and white, lists the vari- 
ous items carried by the company, in different classified 
sections. It contains descriptions and other information, 
including prices, and is replete with illustrations. One 
interesting feature is the use of a number of attractive 
advertising inserts of manufacturers whose lines are car- 
ried by the Wilson company. Another is several pages 
carrying color cards of various paints, stains and enam- 
els handled by the company. The book contains group 
and general indexes, a page devoted to prices, terms and 
other information, a page on new postal regulations re- 
garding parcel post and pictures of the company’s Beau- 
mont and Houston buildings. 

The following is quoted from a reproduction of a let- 
ter of greeting from President John L. Keith, appearing 
in the fore part of the catalogue: “It is needless for us 
to remind you that a great percentage of profit, to the 
distributor, lies in the quick turnover of his stock. The 
new day has brought to us methods of quick communi- 
cation and transportation, at a much reduced cost, and 
with highways, leading from us to you, enables you to 
consider and use us as your own warehouse to a better 
advantage than ever before, eliminating, to a great ex- 
tent, the necessity of our patrons carrying excessive 
stocks. Our system of keeping you posted as to what we 
have on hand today, which can be had by you tomorrow, 
will enable our customers to do a larger volume on a much 
lower cost. Our entire business at Beaumont is now under 
one roof, enabling us to serve you to a better advantage 
than ever before. Our Houston branch, having enlarged 
its stocks, and having a private wire to us, is enabled to 
dispatch all of its business with promptness.” 





lies 


New Members of National 

Announcement has been made by the secretary’s office 
of The National Supply and Machinery Distributors’ 
Association that the following companies have recently 
become affiliated with that organization: Marshall-Newell 
Supply Co., San Francisco; The Canton Supply Co., Can- 
ton, Ohio; John E. Larrabee Co., Inc., Amsterdam, N. Y.., 
and M. B. Crawford & Son, Oswego, N. Y. 


<td> 
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Aluminum Traveling Crane 

The Alliance Machine Company, Alliance, Ohio, has 
received an order from the Aluminum Company of Amer- 
ica for a ten-ton traveling shop crane, the main girders 
of which will be constructed from strong aluminum alloy. 
The aluminum crane, when completed, will be installed 
in the new structural shape mill at the Massena, N. Y., 
works of the Aluminum Company of America. It is 
planned to install a duplicate of this crane built of steel 
in the blooming mill at Massena at the same time so that 
direct comparisons of operating expenses can be made. 
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“Goon morning, Mr. Davis,’ 


= said the factory superintendent to 
= the general manager. “I hope those 
rm things we need have come in. | 
don't see how we're going to gel 
along without them much longer.’ 


“T’ll eall George and see,” said Mr. Davis as he rang for his purchasing agent. 


“George, Sam is up in the air about those supplies he needs. How much longer must 
he wait for them?” 


“Well,” said the purchasing agent, “I don’t see “Here’s that supply house catalogue, Mr. Davis,’ 
The set said the purchasing agent, laying the book on the 
general manager’s desk. “I’ve been looking it over 
and find these people sell just about everything we 
use. I see a lot of other things we need that it 
would pay us to buy. It’s all good stuff, too. They 
don’t seem to bother with cheap goods. What do 


why they are not all here by this time. 
screws were ordered over two weeks ago. That 
transmission stuff was shipped from the factory 
ten days ago, the valves are due now, and I had a 
letter this morning from the rubber people that our 


order has been shipped. There’s nothing T can do vou sav? Shall I tell them to send the salesman 
but wait for delivery.” back and make up an order for him?” 

“We may be getting a shade better prices, buying “Looks to me, George, like you’re on the right 
this way,” responded Mr. Davis, “but it is certainly track,”’ said Mr. Davis as he turned the pages of the 
playing havoc with our production. We can’t afford catalogue. “I wish I had realized before that there 
to let machines stand idle just to save a few dollars was such a stock of supplies so near to us. We 


would have been buying from the supply house 
before this. Better leave this catalogue with me 
fora while, and I'll help you make up our first order.” 


on our purchases. Isn’t there some place we can 
vet our supplies nearer home?” 


“Tf you say, Mr. Davis, [ll look up the supply 
house that sent a man to call on us a short.time ago 
and left us a catalogue.”’ 


And so they brought their purchasing methods up 
to date. 


We are equipped to give up-to-date supply service 


“The sooner the better,’ said Mr. Davis, “we to every industrial plant in this vicinity. Call or 
can't stand this hit or miss kind of buying much — write us the next time you need anything in indus- 
longer.” trial supplies, tools and equipment. 


Progressive Mill Supply Co. 


Enterprise City, Ohio 





_ This is the ninth in the MILL SUPPLIES series of Distributors’ advertisements. Mill Supply Houses are urged to make use of these advertisements by 
mailing them to their local industries. Reprints will be supplied printed in two colors on India tint enamel stock carrying the name and address of the age oe ng 
placing the order. The minimum order accepted is for 500 copies. Prices, f. 0. b. Chicago: 500 reprints, $8.20; 750,$10; 1000, $11.45; 1500, $14.60; 2000, $20.8 

Address Mill Supplies, 537 South Dearborn St., Chicago. 
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a ee ee ee ee a a 


po oe on 


~ 
ra] 

















Springtime is Clean-up Lime and 
Dealers Can Profit Thereby 


Supply Houses Handling Paints, Painting Equipment and 
Accessories Have Field for Good Sales 


Probably every manufacturer of and dealer in paints 
will admit that Springtime is painting time. There is no 
denying the fact that to almost everyone Spring brings 
a feeling of relief that the Winter is over, and a desire 
to get out into the open and dig into something new in 
the form of work or play. To many it brings the desire 
to clear away the reminders of Winter and spruce things 
up a bit. That brings out the paint pot and brush, 
which is the sign for the paint dealer to make every 
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Spray Painting in an Industrial Plant 


effort possible to cause these people to buy and use paint- 
ing supplies and equipment. 

It is realized that the mill supply distributor is not 
interested in the average man who has an urge to paint, 
but many a plant owner or manager also feels he wants 
to clean up and paint up his plant when favurable 
weather returns. Many mill supply houses are now dis- 
tributors of industrial paints—a line that can easily run 
into large figures if the distributor co-operates with the 
manufacturers of painting materials and equipment. 
Many of these manufacturers are using space regularly 
in publications that reach various industries. This ad- 
vertising continually presents the desirability of protect- 
ing property with proper paint, of banishing dirt and 
darkness, and explains the particular uses for which in- 
dustrial paints are made. Distributors would do well 
to study this advertising with a view to selecting lines 
to sell that are already known to their trade, lines that 
are backed by enterprising sales policies. 

A leading southern supply house devotes thirty-seven 
pages of its catalogue -to painting supplies and equip- 


ment, leading off the paint section with the following 
statement: 

“Paints and varnishes are no longer looked upon as 
being merely decorative in purpose. Far outweighing 
this quality are these important functions: To prevent 
rot and decay, rust and corrosion; to take the wear and 
tear buildings are subjected to, preserving them from 
the effects of time and use; to promote health by se- 
curing the highest degree of sanitation, which, without 
proper use of the scientifically correct finish is impos- 
sible; to reflect daylight, toning down glaring light or 
disseminating and refracting all of the available day- 
light, thereby reducing the amount of artificial light 
necessary. In short, to promote health and to preserve 
from the effects of time and use. These are the true 
functions of paint and varnish. 

“The benefits—health, economy and freedom from eye 
strain—are obvious. On the following pages are de- 
scribed various * * * products made especially for use 
in and around public and semi-public buildings and in- 
stitutions such as universities, schools, churches, hos- 
pitals, hotels, stores, offices, warehouses, manufacturing 
plants of all kinds, packing houses, creameries and milk 

=| 





Small Spray-Painting Outfit Recently Brought Out by 
The DeVilbiss Company 


industries, apartment houses, etc. * * * In presenting 
for your consideration the different products listed 
herein, we have no apologies to offer nor any hesitation 
in saying that each one is the very best that can be pro- 
duced for the purpose.” 

One of the most widely used industrial paints is mill 
white for interior surfaces. In plants where daylight is 
obstructed by partitions, machinery, shafting and belt- 
ing, it is necessary to make the best use of the light that 
enters. For this purpose a paint should be used that 
will retain its whiteness, as any other color will mean a 
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—not only of goods but 
also of service and loyalty 
to our distributors — 
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loss of light. Mill white has the other advantages of 

making interiors more sanitary and more cheerful for 

workers and reducing light bills, and is easy to apply. 
Wide Variety of Paint Uses 

The cement age, as the present may be called, calls for 
a line of paints that will adhere to concrete surfaces. 
Such paints come both in dry form to be mixed with 
water or other liquid, and in ready mixed form with an 
oil base. The popular desire for color enters into this 
line of paints, which may be had in many pleasing shades, 
adding a decorative touch to industrial buildings at no 
increase in the cost. Painting a concrete wall or floor 
makes it waterproof and easy to keep clean—a matter 
of great importance where dust is present in the air. 

Another line that sells to industrial plants is paint and 
enamel for machinery and other iron surfaces. This 
paint should be able to stand higher than average tem- 
peratures, be proof against oil and grease, and retain its 
luster. Here again the color element can be used to 
good advantage. 

Structural paints for the preservation of iron and 
steel structures and metal surfaces exposed to the 
weather would obviously be found in the stock of any 
supply house carrying paints. 
Weather is no respecter of prop- 
erty. It is all treated alike, and 
if it is made of iron or steel and 
is not well protected by a weather 
proof coating, it will soon begin 
to suffer from the elements. The 
demand for this class of paints 
never ceases. Included in this 
class are the graphite paints for 
protection against moisture, acid, 
alkali and other rust creating 
agencies. 

The industrial buyer of paints 
is also a buyer of tools and equip- 
ment for the application of paint, 
and this can easily be made a 
profitable part of the supply house 
paint department. Paint brushes are always in demand, 
and fortunate is the dealer who makes a study of brushes 
with respect to particular requirements. Good brushes 
should neither be bought nor sold on an initial cost 
basis, but rather on a basis of cost per day of use. The 
user of a good brush is more pleased with his judgment 
in selecting a good brush than he would be over getting 
a brush at a low price. If you want good profits, select 
good brushes to sell and then sell them right. 

Spray painting, which has found such wide use as an 
industrial finishing process, is rapidly extending to gen- 
eral painting, and has led to the development of spe- 
cialized equipment that offers a new line of profits to the 
supply house. When the task of applying paint is made 
easier, the market for paints becomes greater. There- 
fore, it behooves every distributor of supplies to give 
particular attention to spray painting machines, which 
are made in large sizes for the largest industrial work, 
and range down to the small portable outfit that can be 
plugged into an electric light socket and used in any part 
of the plant. Every mill, shop and factory is a prospec- 
tive customer for one or more of these outfits, and every 
one sold paves the way for profitable paint sales. 

Other items which are of great value in the Spring 
season, when factories, business houses, etc., are being 
painted, cleaned and straightened up, are safety platform 
ladders and safety extension trestles. Many supply 
houses carry stocks of these items profitably. 














The Safety Ladder 
is an Important Ad- 


junct to Industrial 
Painting 
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There is no question about painting material and 
equipment being a logical and profitable line for the mill 
supply house. Only the best merchandise should be se- 
lected for distribution, and sales should be made on a 
basis of quality and service. : 





METAL-WORKING MACHINERY 


Producers Report Value of 1927 Products, Exclusive 
of Machine Tools, as $31,748,667 


The department of commerce, Washington, announces 
that, according to data collected at the biennial census 
of manufacturers taken in 1928, the establishments en- 
gaged primarily in the manufacture of metal-working 
machinery, other than machine tools, reported products 
valued at $31,748,667 in 1927. The items comprised in 
this total are: Rod and wire working machinery, $679,- 
588; rolling-mill machinery, $7,774,325; sheet-metal- 
working machinery, $15,673,062; wire-drawing machin- 
ery, $488,431; other metal-working machinery, $4,954,- 
056; other products, including attachments and parts and 
receipts for custom work and repairing, $2,179,205. 

Of the 62 establishments reporting for 1927, 9 were 
located in Connecticut, 9 in Ohio, 8 in Illinois, 8 in Penn- 
sylvania, 5 in New York, 4 in Massachusetts, 3 in New 
Jersey, 2 each in California, Maryland, Michigan and 
Wisconsin, and 1 each in Colorado, Iowa, Kentucky, Min- 
nesota, Missouri, Oregon, Vermont and Washington. 

The average number of wage earners in the 62 estab- 
lishments for the year (not including salaried employes) 
was 6,125; wages totaled $9,957,960; cost of materials, 
factory supplies, fuel and purchased power, $10,861,388 
(of which $10,189,337 was in materials and supplies). 





Many Extinguishers Shipped 

February shipments of fire-extinguishing equipment, 
as reported to the United States Department of Com- 
merce by practically all manufacturers in the industry, 
totaled 76 pieces of motor apparatus and 47,188 of hand 
types, compared with 90 of motor and 45,608 of hand 
types in January, and 91 of motor and 40,710 of hand 
types in February, 1928. 





Electric Truck Shipments 

February shipments of electric industrial trucks and 
tractors, as reported to the United States Department of 
Commerce by the eleven leading manufacturers in the 
industry, were 133, compared with 152 in January and 
119 in February, 1928. Of the February, 1929, ship- 
ments, 9 were tractors and 121 all other types for do- 
mestic use and 3 were exports, compared with 4 tractors 
and 129 all other types for domestic use and 19 exports 
in January, and 15 tractors and 86 all other types for 
domestic use and 18 exports in February, 1928. 
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Babbitt Metal Consumption 

Total apparent consumption of babbitt metal in Feb- 
ruary, based on reports received by the department of 
commerce, Washington, from 31 firms, was 5,720,243 
pounds, compared with 6,093,267 pounds in January, and 
4,470,368 pounds in February, 1928. This consumption 
is calculated from sales by manufacturers and consump- 
tion by those firms which consume their own production. 
Of the February consumption, 4,695,669 pounds was re- 
corded in sales by manufacturers. compared with 4,876,- 
506 in January, and 3,443,694 in February, 1928, while 
1,024,574 pounds were consumed by producers, compared 
with 1,216,761 in January, and 1,026,674 in February, 
1928. 
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INDUSTRIAL PRODUCTS 





Leather Belting 
Rubber Transmission Conveyor 
and Elevator Belting 
Mechanical Rubber Goods 
Lace Leather 
Round Belting 
Belt Cements and Dressings 
Leather Pickers 
Lugs and other Loom Straps 
Woven Textile Lug Straps 
Leather Link “‘V”’ Belting 
Leather Cups 
“U” and Flange Packings 
Hand Leathers 
Leather and Rubber Washers 
and Discs 
Textile Aprons 


Get YOUR Free Copy/ 


Address Department W-297 


Send for your free copy 
of the Belting Manual, 
the most complete 
book of its kind. 

One hundred and 
ninety-six pages 
of practical belt- 
ing and trans- 
mission infor- 
mation. 
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“DISTRIBUTORS 


Reduce overhead 
expenses ’— 





“Increase sales volume 
and profits” 


“WE HAVE broadened our line of Leather 
Belting, Cements, Dressings and Leather 
Products to include Woven Textile Straps, 
Rubber Transmission, Elevator and Con- 
veyor Belting and Mechanical Rubber Goods. 


‘*This enables us to give more complete 
service to distributors, closer co-operation 
through our field representatives, and it 
enables the distributor to consolidate his 
purchases and reduce overhead expenses in 
many departments. 


‘In addition, knowing that the most vital 
question which industrial buyers want 
equipment manufacturers to answer today is 
‘what will the equipment do for me?’ 
we have been collecting actual performance 
facts which answer this question fully. 


‘*These performance facts will unquestion- 
ably be a powerful factor in building up our 
distributors’ business as well as our own. 


‘*We shall be glad to hear from distributors 
who are anxious to increase their profits. 
For those distributors whose business does 
not conflict with our established distributor 


connections, we have a profit making proposi- 
tion.”’ 




















=Graton & Knight Company= 


WORCESTER, MASSACHUSETTS 
TANNERS 
LEATHER PRODUCTS 
LEATHER AND RUBBER BELTING 


7 GRATON 
KNIGHT 
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A Victory Is Costly if It Entails 
the Loss of Harmony 


When Strong Differences of Opinion Arise in an Organization, 
Compromise Should Take Command 
FRED COUNTERMAN 


The first settlement in the old Northwest Territory, 
as it was once called, was made at the junction of the 
Ohio and Muskingum rivers, where the city of Marietta, 
Ohio, now stands. As they have it there in rhyme: 

“In seventeen hundred and eighty-eight 
The white man came to the Buckeye state.” 


ends formerly comprised two groups, the ‘“West-Enders” 
and the “East-Enders,” and there was great rivalry be- 
tween them. Neither end of the town was large enough 
to accomplish much by itself, but there was a strong 
feeling of enmity, and it went so far that each group 
had its own association, its own band and its own ball 


The people of that city desired 
to celebrate the one hundredth an- 
niversary of the first settlement, 
and as that time approached, one 
of the first questions that arose 
was whether the observance should 
be held in March, the actual an- 
niversary month of the founding, 
or postponed until June, when the 
chances of good weather would be 
much better. 

And It Rained in June, After All 

On that rock the city split, al- 
most every citizen going to one 
side or the other. Discussion be- 
became acrid, and __ societies, 
churches, business houses and 
even families were divided. The 
“June” faction finally had_ its 
way, but the unfortunate result 
was that the city lost more by the 
dissension of opinion than _ it 
gained by the celebration. There- 
in lies the moral. It matters less 
in such cases which side wins than 
that there has been a disagree- 
ment. (Parenthetically, it may be 
said that the weather turned out 
to be fine during the proposed 
March dates, while it rained when 
the celebration was actually held 
in June.) Marietta has long since 
outgrown that little feud, and its 
citizens are a unit in their com- 
munity pride, but they must have 


WHEN OPINIONS CLASH 


What happens when an irresist- 
ible force meets an immovable 
object? That’s one for somebody 
*way up in the field of science to 
answer. But almost everybody has 
seen the results when two im- 
movable opinions clash. Some- 
times, where nothing more is in- 
volved than just personal opinion, 
there is no more serious result 
than perhaps ill feeling. But when 
a business, or organization of 
almost any other type, is affected 
by the clash of such opinions, the 
results are often serious. 


If it is true that every man has 
a right to his own opinion, it is 
equally true that every man has 
a right to have his opinion seri- 
ously considered, and when men 
generally recognize this fact, there 
is far greater likelihood of har- 
mony prevailing than when each 
is positive as to his own rightness. 
Calm, honest consideration of the 
other fellow’s ideas will go a long 
way toward maintaining an at- 
mosphere of friendliness and co- 
operation in an organization that 
will be conducive to success. 


team, and the activities of none of 
them could be adequately sup- 
ported. It took the war to bring 
these rivals together. 

It is to be hoped that any busi- 
ness man who finds factions de- 


‘veloping in his city, civic club or 


trade association will sacrifice 
everything, save the principles of 
right and wrong, to promote 
harmony. Better that one side 
go all the way to meet the other, 
giving in, yielding on every point, 
than that the disagreement be al- 
lowed to cause a split that must 
cost each side more than it could 
possibly cost to yield. 

Selfish Interests May Promote 

“Splits” 

If it is true that “When thieves 
fall out, honest men get their just 
deserts,” then it must also be true 
that when honest men fall out, 
thieves profit by the dissension. 
The only ones to profit by such 
feuds will be those who are 
crooked enough to take unfair ad- 
vantage of the situation. This is 
so obvious it would seem that 
shrewd business men, tempted to- 
ward acts that may result in fac- 
tional splits, might suspect that 
there lack not those who have a 
selfish interest in promoting the 
split. It is not a happy thought 





lost in many ways by their inability to agree at that time. 

It is that way when dissension occurs in a business or 
business association. Where men are associated in com- 
mon work there must be differences of opinion. The more 
ideas the men have and the greater their ability. the 
more likelihood that they will not all think alike, but 
the greater the men, the greater the likelihood they will 
compromise their differences and avoid a split. That 
is the important thing; to get together and evolve a 
plan on which all can agree, both sides making conces- 
sions. 

The town of Stamford, N. Y., is divided by a rise of 
ground occupied by hotels. There is a business section 
at each end of the town, and the business houses at the 


that there may be in an organization men who are pro- 
moting discord to the end that they may profit by it when 
it develops, but it is worth while to think of that possi- 
bility when tempted to. weaken in the opposition to steps 
that mean a break in harmony of management. 

The important thing in avoiding factional troubles 
seems to be a willingness to yield something while it 
can be gone gracefully, instead of holding to one’s posi- 
tion until compelled to yield. We think it is the mark of 
a strong man that he adheres firmly to his position. Let 
us not confuse moral courage with mere stubbornness. 
Let us not confuse adherence to a principle with mere 
adherence to an idea. Sometimes, however, we express 

(Continued on Page 88) 
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The PROPER AIR SUPPLY 
in Heat Treating 


Saves 





Tim . . — 














Pressure or Vacuum from the same 
Machine 


The inlet gives the vacuum and the outlet the 
pressure without reversing the rotation. Cen- 
trifugal force holds the wings out against the 
cylinder as they revolve, scooping up the air. 
This centrifugal force is always present and never 
wears out as springs do. 


Few parts, and those large and strong, means long life 
for the machines. If you have had all sorts of trouble 
with other air pumps, you owe it to yourself to try 
Leimans because they are continually displacing other 
makes in the most difficult service. 


These machines are very accurately made, each part 
being furnished and fitted with skill such as to be found 
only with the highest grade products. 


FURNACES 
Se AIR PUMPS 


Also used for Fuel Oil Burning 


Thousands are in daily use feeding paper in print - 
ing presses and other devices, filling bottles and 
tubes with the products of the laboratory and fac- 
tory, heating homes with oil, lifting and blowing 
all manner of stampings, chips, etc., from ma- 
chine tools and for hundreds of other uses. 


Our Complete Illustrated Catalog is Free for the Asking 





Makers of Good Machinery for 40 Years 


23 P Walker Street 
Wh LOS ANGELES—Shaw Palmer Bakewell Co. 
ere to 
ee -Vonnegut Machy. Co. 
PORTLAND, ORE.—Portland Machy. Co. 


LEIMAN BROS. NEW YORK 
CHICAGO—Squire Cogswell Co., 
BALTIMORE—Kemp Machy. Co. 
uy em BOSTON—Hayes Pump & Machy. Co. 
TORONTO—Williams & Wilson 


MONTREAL—Canadian Fairbanks Morse Co. 


Williams & Wilson 
QUEBEC—Williams & Wilson 
DETROIT—Strelinger Co. 


MINNEAPOLIS—Northern Machinery & Sup. Co. 
Satterlee & Co. 
ST. LOUIS—Brown Machinery Co. 

Colcord Wright Machy. & Sup Cao 
ROCHESTER—Homer Strong & Co. 
CINCINNATI—Kinsey Co. 
CLEVELAND—Cleveland Duplex Machy. Co. 

Pattison Supply Co. 
Strong, Carlisle & Hammond Ca. 
SEATTLE—Cox & Co. 

Foreign 
ENGLAND—tThos. Ashton, Ltd., Sheffield 
JAPAN—Fukagawa Shokai, Tokio 


When writing to Advertisers please mention Mitt Supp.ies 
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The Big Cleveland Supply 
House Bearing His Name Was 
the Eventual Result 


This Year the Company 
Observes Its Hundredth 
Anniversary 


By 
GEORGE WORTHINGTON, Jr.* 


In Utica, N. Y., one hundred years ago, there 
was a certain clerk in a small hardware store. 
This young man’s name was George Worthing- 
ton, and he was ambitious. 

The West called, as it did to so many in those 
days, so he set out on horseback to make his for- 
tune. Following the Erie canal he traveled to 
Buffalo, then by boat to Cleveland, at that time 
a straggling little village of 1100 people. The 
town was having a boom, however, because it 
was the Lake Erie terminus of the Ohio and Erie 
canal, which was then under construction. Young 

Worthington noticed the canal workers were 
badly in need of proper tools, and none were to be had 
in Cleveland. Here was a chance for him, so he returned 
to Utica, borrowed $500 from a brother, and with this 
in his pocket set out for New York. Here he purchased 
all the pick axes, shovels and spades his money would 
buy. They were shipped back to Cleveland via the Erie 
canal to Buffalo, thence by schooner to Cleveland, a long, 
slow journey, but the best way then, for in 1829 not a 
railroad was in operation in the entire United States. 

Business Prospered from the Start 

Arrived in Cleveland, the tools were quickly disposed 
of at a profit of $500, so Worthington made another 
trip to New York and bought a second lot of tools with 
his $1000, this time including a small stock of general 
hardware as well. Returning to Cleveland, he opened up 
his first store at what is now the corner of Superior and 
West Tenth streets. The little store prospered from 
the start, because of the well chosen stock and the indus- 
try of the young merchant, who not only “tended store,” 
but rode horseback all over northeastern Ohio, selling his 
wares and collecting accounts. 

Six years later, Worthington bought out his only com- 
petitor and moved into the latter’s store, a block away. 
Hanging on the wall in the general office of the present 
Geo. Worthington Company is a framed advertisement 
from the Cleveland Whig of that day, announcing this 


* Editor’s Note—George Worthington, Jr., the writer of the 


accompanying article, is a grandson of the founder of The Geo. 
Worthington Co., and has been connected with the organiza- 
tion since 1913. At the present time he is in charge of sales 


promotion. 





George Worthington Saw og 


aaa. © 


nae eee: ‘ta 






ee 





: 
— company — 


CLEVELAND, O.U,S.A. 


ae oo 
Pt ‘nas roti 





consolidation. 


In an adjoining column of the same paper 
appears a news item telling of the invention of the tele- 
graph by a man named Morse. 

So Cleveland and Mr. Worthington’s store continued 
to grow up together. At his death in 1871, Mr. Worth- 
ington was succeeded in the presidency of the company 
he had founded by Gen. James Barnett, with whom he 
had long been associated. General Barnett was a veteran 
of the civil war and was later referred to as ‘“‘Cleveland’s 
first citizen.””’ He served the company for seventy years 
and was president until his death, at the age of ninety, in 
1911. His successor was W. D. Taylor, who started at 
the bottom of the ladder sixty-two years ago. It is inter- 
esting to note that in all the one hundred years of its 
existence The Geo. Worthington Company has had only 
three presidents. 

From such a small beginning has grown the present 
Geo. Worthington Company, one of the largest jobbers 
of hardware and distributors of mill supplies in the 
United States. Present warehouse space is more than 
twenty acres, and a selling force of 100 men travel over 
a dozen states in the Middle West, South and East. 

Present officers of the company and their periods of 
service are as follows: W. D. Taylor, president, 62 years; 
A. J. Gaehr, first vice-president and treasurer, 40 years; 
H. E. Hulburd, second vice-president and general sales 
manager, 40 years; J. G. Schullian, secretary and assist- 
ant treasurer, 36 years. 

These men, together with P’ H. Deming, who —_ been 
a director since 1906, who has been chairman of the 
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Here Is the Profitable Kind of Answer to Give to the Buyers 
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WHAT DOES IT MEAN 
When a Buyer Asks for Your Catalogue? 


He is 
saying: 


“We want something for quick reference when your salesman 
isn’t around.” 


“Tl am too busy to wade through scores of manufacturers’ 
catalogues.” 


“You know the sources of supply. Now show me what you 
have selected as the ‘pick of the field’.” 


“Our superintendent and engineer are looking for new ideas to 
increase production.” 


. 


“T am ready to give you consideration. What have you got?” 


WHAT WILL YOU TELL HIM? 


The costliest “No” in your business is the ‘““No” which answers a request for your 
catalogue. And the most profitable “Yes” is the “Yes” that furnishes a buyer with 
the catalogue that he asks for. If you take advantage of the Donnelley compiling 
service you can say “Yes”’ to the buyers by the end of the summer. 


R.R. DONNELLEY & SONS COMPANY - CHICAGO 


When writing to Advertisers 


Builders of Mill Supply catalogues since 1904 
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board since 1911 and is the son of George Deming, 
a former vice-president; C. L. Seith, with 45 years of 
service; C. H. Bleil, 42 years; L. H. Weber, 37 years; H. 
H. Riddle, 36 years, and D. Aitken, 27 years, comprise 
the board of directors. 

Although 1929 is the anniversary year, the Geo. Wor- 
thington Co. officially observed the centennial at a ban- 





Present Directors, Officers and Other Executives of The Geo. Worthington Co. 


quet in the ball room of the Hotel Cleveland December 
28th last. The banquet was attended by all the employes 
of the company, including members of the out-of-town 
sales force, who were then in Cleveland for the annual 
sales convention. In addition, there were present repre- 
sentatives of a large number of manufacturers whose 
products are distributed by the Worthington company. 


Ed 





Seated, Left to Right—Ernest Tite; C. H. Bleil, Director; 


W. D. Taylor, President; L. H. Weber, Director; Charles L. Seith, Director; P. H. Deming, Chairman of the Board; H. H. Riddle, Director; 
H. E. Hulburd, Second Vice-President and Sales Manager; A. J. Gaehr, First Vice-President and Treasurer; J. G. Schullian, Secretary and 


Assistant Treasurer; D. Aitken, Director. Standing, Left to Right 


Glen Moon, A. 


H. Leppert, L. D. Collar, A. Andrews, L. C. Loomis, 


B. Bernheim, T. H. Schuttenberg, E. Theis, J. A. Palm. 





<a> 
a 


Studying Anti-Trust Laws 


Commission on Industrial Inquiry Asks for Views of Leaders 


The commission on industrial inquiry, created by The 
National Civic Federation, has submitted a questionnaire 
to lawyers, economists, industrialists, bankers, manufac- 
turers, and officials of labor and agricultural organiza- 
tions, manufacturers’ and other trade associations, 
through its committee on study of anti-trust legislation, 
asking if, in the opinion of the recipients, the anti-trust 
laws as now interpreted and enforced are satisfactory, 
and, if not, if they believe these laws should be repealed or 
amended, and, if the latter, in what respects, and asking 
for suggestions regarding the trust problem. Wheeler P. 
Bloodgood is chairman of the committee on study of anti- 
trust legislation, while J. Harvey Williams, president of 
J. H. Williams & Co., Buffalo, is a member. 

After discussing briefly the Sherman law and its ef- 
fects, and the enactment since 1914 by congress of sup- 
plementary anti-trust legislation, “in an effort to clarify 
the difficult situation in which business men, workers and 
the courts found themselves,” the statement 
connection with the questionnaire, continues: 

“In the light of this historical record, not merely have 
the uncertainty and vagueness of the law caused wide- 
spread fear, but the intrinsic soundness of the policy 
enunciated by the Sherman Act has become subject to 
renewed challenge. The obvious advantages which have 
accrued to many classes of our people from the existence 
of industrial organizations formed since the world war 
have not only allayed the fears of big business prevalent 
in the last decade of the nineteenth century, but have 
developed an affirmative and entirely new public attitude 
toward such combinations and large-scale productive 
units. In addition, the chronic distress of the coal indus- 
try, the long-continued depression in the textile industry, 


issued in 


the waste of irreplaceable natural resources in the petro- 
leum industry, the disorder among the smaller competing 
units in other industries, and the uncertain status of 
organizations of labor are unmistakable signs of the need 
for a reconsideration of the whole problem of large-scale 
co-operative organization. 

“The National Civic Federation, representing all 
classes in the community, is attempting with your help 
to solve this problem which is vital to the interests of 
American business and American labor, to producer and 
distributor, as well as to consumer. The commission on 
industrial inquiry created by the federation requests 
your co-operation in this undertaking to discover the na- 
ture and form of the proper regulation of industrial or- 
ganization by the government. To that end, the commit- 
tee on study of anti-trust legislation asks you to answer 
the questions set out in the enclosed questionnaire, sup- 
plementing your replies with such further reflections 
upon the problem as may help the commission to reach a 
sound conclusion.” 

ee ee 
Surplus Stock List Issued 

Woodbury & Wheeler Co., Second and Pine streets, 
Portland, Ore., distributor of shop and mill tools and 
supplies, has issued a well-arranged surplus stock list, 
in which have been listed a considerable number of slow 
moving items. According to the company, this. stock car- 
ries the manufacturers’ regular guarantee, and any found 
defective will be replaced. The goods offered in this 
stock list are priced lower than the market in order to 
move them promptly, but prices are subject to with- 
drawal without notice. The Woodbury & Wheeler Co. 
will send copies of this stotk list to those interested. 
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EA Changes in modes of living that affect 
—— the general public are naturally given much pub- aw : 
a licity and are immediately understood and accepted. wt 
But equipment such as Vogt Drop Forged Steel Valves 
and Fittings which have developed steadily in design and nature 


of materials with the increasing pressures and temperatures 
of modern demands is known only to actual users. 


Progress in the manufacture of Vogt Drop Forged Steel Valves 
and Fittings is the underlying cause of many improvements 
and greater possibilities in design of equipment 
on which they are used. 


The Vogt F-6 Catalog depicting a 
most complete line of Vogt Drop 
Forged Steel Valves and Fittings 
LGA — will be sent on request. 
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TEEL VAL 
OQ AND FITTINGS 











4”-1350 Ib. A. E. S.C. HENRY VOGT MACHINE Co. — 

Standard Globe or Gate INCORPORATED aan 

Valve with flanges forged LOUISVILLE, HY. PHILADELPHIA 

integral with body. Manufacturers of: Oil Refinery Equipment, Drop Forged Steel Valves and Fittings, Water CLEVELAND 
Tube and Horizontal Return Tubular Boilers, | ce Making and Refrigerating Machinery . DALLAS 
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Do Salesmen Often Consume Too Much 
Of the Buyer’s Time? 


The Writer of This Article States 36 Buyers Suggested He Ad- 
vise Salesmen of the Tendency so todo _ 


Salesmen many times fail to realize the great amount 
of time they consume in their calls upon industrial buy- 
Nor do they stop to consider how much more they 
would be appreciated if they would endeavor to reduce 


ers. 


their interviewing time to the mini- 
mum. They often unconsciously take 
up time which is valuable to an ex- 
ecutive and force him to do high 
pressure work after they leave, in 
order to accomplish the tasks on his 
schedule for the day. 
Dislike to Reproach Salesmen 

Industrial buyers usually hesitate 
to approach their visitors upon this 
subject, feeling that the latter should 
realize the importance to the buyer 
of time which they unnecessarily 
consume. Thirty-six such buyers 
have suggested to the writer that 
sales representatives should be in- 
formed of this disregard of their 
time. Using the remark of one chain 
manufacturer’s buyer: “Far be it 
from me to reproach a salesman. 
They are good fellows, they are a 
real service to us, yet they often do 
take up far too much time on their 
calls. I should think some writer 
would take this question in tow and 
tell salesmen the truth of the matter. 
It would come back to every execu- 
tive in savings in time.” 

Following that remark, questions 
were added to a questionnaire al- 
ready printed, and information and 
ideas on this subject sought. The 
result was well worth while. The 
comments were helpful in every re- 
spect. 

One buyer for a Cleveland elec- 
trical manufacturer commented: 

“My duties, in addition to purchas- 
ing material for our production and 
office departments, require that I di- 
rect the major production activities 
of the plant. To do this in ship- 
shape requires considerable time. I 
do not believe salesmen who call 
upon me realize the extent of the 
duties imposed upon a combination 


production planner and buyer, or they might aim to use 


up as little time as possible. 


Too Much Argument Sometimes Used? 
“Salesmen in their desire to increase their sales often 
present more argument than is necessary. 
hold it is good sales logic to press the subject, even after 


| all cases. 


| as possible in 


RUSSELL J. WALDO 


article. 


it is all wrong. 





IT’S OFTEN A QUESTION 
OF CONDITIONS 
While it naturally would 
seem that the instances where 
| salesmen take up too much of 
the time of buyers are in the 
minority, Mr. Waldo, the 
writer of the accompanying 
article, believes the subject is 
one well worth consideration, 
and ‘‘Mill Supplies,’’ inter- 
ested as it is in presenting all 
subjects of interest to dis- 
tributors and their salesmen, 
gives him the opportunity to 
present his story. 

Mr. Waldo states that thirty- 
| six buyers suggested to him 
that the salesmen should be 
advised of the tendency of 
| some of their profession to 
| disregard the buyer’s time. 
He therefore conducted an 
investigation. As a result, he 
prepared this article, based on 
his findings. 

It is well to bear in mind the 
fact that conditions govern 
Sometimes it will 
pay the salesman to be very 
careful to take as little time 
interviewing 
buyers, while in others it 
may be necessary for him to 
spend some time at it. The 
salesman must learn to know 


| the buyers on whom he calls 


—their duties and their de- 
sires—as Mr. Waldo points 
out. This knowledge, com- 
bined with judgment of the 
relative importance of the sub- 
ject under discussion, should 
govern the salesman’s actions. 











Some people 
prepared. 


a buyer has expressed his views against buying the 
The buyer, however, feels that this practice 
results in the loss of many a sale, and that the logic of 


“There are salesmen who call upon 
me who advise me ahead of time 
when they will be on hand. That 
gives me ample time to clear my 
desk of other matters and look up 
stocks on hand of items purchased 
from such salesmen’s houses. Per- 
sonally I like this plan, and it seems 
to be coming into vogue generally 
throughout the country. 

“T find many a salesman draws his 
call out to double the time required, 
and long after I have pronounced the 
order complete in my own mind.” 

This came from the buyer for one 
of the leading furniture plants: “The 
stock room informs me at intervals 
as to the supply of stock on hand. 
These figures come in when the stock 
has reached a certain figure. As 
soon as a salesman comes in, I im- 
mediately notify the stock keeper, 
and he knows the line of merchandise 
purchased from the salesman’s house, 
and reports those items which might 
be at the ordering point within a 
few days. Personally, I would much 
rather order by mail from every 
house. The sales _ representatives 
could call upon a good-will mission to 
explain some new line of merchandise 
or the like, leaving the old lines to 
be ordered by mail or telegraph. 

“Often the sales manager of one 
company makes what is more of a 
friendly call than a sales call. I 
really believe this house receives 
more business from me than houses 
employing long-winded salesmen, who 
come in and take up valuable time 
when it is needed for other things.” 
Unique Method of Handling Salesmen 

One electrical manufacturer’s 
buyer presented a unique method of 
handling salesmen. His _ stenog- 


rapher in the waiting room just outside his office takes 
the salesman’s card as soon as he arrives. 
taken to the buyer, and he calls the various department 
heads interested in the salesman’s merchandise. 
then send the need slips to-his office, where the order is 
Oftentimes the stenographer calls the depart- 


The card is 


They 
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Here’s Real Profit for You.... 
sell INDUSTRIAL GLAZING CEMENT 
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OR years PUTTIUM has met the needs of greenhouse 
operators throughout America, where the most exacting 
conditions must be met by a glazing cement, withstanding as 
it must all extremes of temperature both inside and out. So 
thousands of gallons annually have been sold by The McCallum 
Co., who now offer PUTTIUM to industrial users everywhere. 

Mill supply houses are invited to write at once for our interesting 
profit-bringing proposition on this McCallum-guaranteed glazing 
product—now, in time for Spring profits! 


The Only Glazing Cement of International Fame 
Throughout Europe, too, PUTTIUM has created an enviable reputation, being used 
continually in railroad shops, industrial plants and greenhouses. 


PUTTIUM is guaranteed not to chip, crack or break and to expand or contract with ‘““MALCO”’ 


all extremes of temperature. It never becomes brittle, is easy to remove and lasts indef- 














initely. It adheres to metal, glass or wood. Roof Cement 
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wood, concrete or composition oe ‘ 
PUTTIUM comes in 38 or 60 gallon drums with handy PUTTIUM glazing gun free. Orin — _Adheres and lasts ? : 
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ments herself. This impresses the fact on the salesman’s 
mind that the buyer’s time is valuable, and suggests that 
he boil down his interview. One unusually long winded 
salesman is handled in this way very effectively. 

What Two Salesmen Have to Say 

Realizing that the salesman has something to say upon 
this subject I picked out two recommended for such an 
interview by several buyers. The first, a transmission 
equipment salesman, commented by letter: 

“It is the custom of our sales manager to encourage 
us to monopolize as much of the buyer’s time as we need, 
feeling that the longer we remain, the better will be the 
opportunity to convince him of his needs. Personally, | 
never use time of a buyer which I feel he needs for some 
other duty. I always approach a buyer and ask if it 
would be more convenient for me to return later. If a 
stenographer or telephone operator is between me and 
the buyer, I seek such information from her. Several 
buyers appreciate this, and we often agree on a time 
later in the day. I feel that pressing a buyer is one of 
the biggest errors a salesman can make.” 

A salesman for a plumbing supply house passed on 
still another idea: “There are so many stops for me to 
make in every city that I must cut my visits down to 
the minimum time,” he said. “Oftentimes I believe I lose 
sales by not having sufficient time to make the rounds of 
the buyers upon whom I am instructed to call. There 
have been times when I have cut out a visit, to complete 
an interview with a buyer, and have been well paid in 
orders received. Our sales manager believes in keeping 
every minute of our day fully occupied, and my visits are 
often cut short to my disadvantage.” 

The buyer’s time is valuable, and salesmen who respect 
it will greatly increase the sales of their houses. There 
are buyers who can devote more time to a salesman than 
others, yet the salesman should look carefully into the 
buyers’ duties and desires before he uses too much time 

Seen aa 
Triple Convention Plans Are Near Completion 
(Continued from Page 62) 
veloping will be one of the most constructive we have 
ever had, and we therefore look forward to an unusually 
successful meeting,” states Mr. Fernley. 

For the information of those who may not have noted 
the rates which will be in force at the Ambassador hotel, 
convention headquarters, they are again given herewith. 
Single rooms may be secured for $5, $6 and $7 per day; 
double rooms for $8, $9 and $10 per day, and suites for 
$15 and $18 per day. It is announced that the Ambas- 
sador’s policy will be to accept reservations at the rate 
requested, and then if it does not have enough $5 single 
rooms to take care of the demand, more expensive rooms 
will be provided at the $5 rate, and so on; and the hotel 
guarantees to take care of all attending the convention 
at the rates requested. 

All rooms in the Ambassador are outside, have private 
baths and are equipped with twin beds, so they may be 
used as either single or double rooms. 

The Ambassador operates on the European plan. <As 
regards restaurant service, in addition to the a la carte 
service, club meals will be offered at the following rates: 
Breakfast, 75c and $1; luncheon, $1.50; dinner, $2.50. 
At least four choices of entrees will be given on both 
the luncheon and dinner menus. 

Reduced Railroad Fare Likely 

Although no announcement on the subject had been 
received from the associations at this writing, it is con- 
sidered certain that those attending the convention will 
be offered the advantages of the identification certificate 
plan, whereby they may save one-fourth of the cost of 























FACTS 


carry more weight 
than empty claims 


That's the principle on which Atlas Car Movers 
are advertised to thousands of car mover users 
and that’s the principle on which you can make 
your personal presentation when you sell 


Atlas Movers. 


We have dared to put the Atlas into compara- 
tive tests with other movers. We have dared 
to put it through many other individual tests 
to thoroughly prove its power, strength and 
speed. It is on FACTS that Atlas salesmen can 
make their sales. 


If you think this is worth anything to you as 
a distributor or a salesman, you won't wait 
another day before you write us for the details 
that we're prepared to give you. 


APPLETON CAR MOVER CO. 


Appleton, Wisconsin 










The illustration below shows one of the 
to ATLAS have 
been submitted. Simple, but it proved 
that the Atlas will move a 70 ton load 
with 48°; 


tests which movers 


to 70°¢ less power than 3 
other movers used in the same test. 
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“Give usaplace toStandand we 
will move the Earth” 
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OXY-ACETYLENE 
Welding and Cutting 
Equipment 


HERE isa flame in industry that 
is capable of far more “magic” 
than any that ever graced a tale of 
old Bagdad. This is the Welding 
Flame—and the Cutting Flame— of 
Imperial Oxy-Acetylene Welding 
and Cutting Equipment. Under its 
influence broken parts are restored 
to their original usefulness, imper- 
fect castings are made perfect, and 
six inches of solid steel can be cut 
through almost in a twinkling. 
There are hundreds of uses 
for Imperial Welding and Cut- 
ting Equipment in every plant 
where metal or machinery is 
used. Blowholes discovered 
after or during machining can 
be quickly filled. Shafts or rods, 
made too short, may be extend- 
ed. And hundreds of other ac- 
cidents of frequent occurrence 
may be economically corrected 
with Imperial Equipment. 
Imperial Oxy- Acetylene 
Welding is daily finding new 
uses in production operations 
where it increases output and 
cuts costs. Let our engineers 
suggest the correct type of 
Imperial Equipment for you. 


Send for New Complete Catalog 


THE IMPERIAL BRASS MFG, CO. 
511 South Racine Ave., Chicago 





























the round trip railroad ticket. It is probable that the 
associations will soon send out the certificates which 
those going to the convention will be required to present 
in purchasing tickets at the reduced fare. Formerly it 
has been required that the same route must be covered 
in returning from the convention as in going, and one 
certificate has covered the individuals and members of 
their families making the convention trip, and it is ex- 
pected that the same rules will be in force this year. 

Special plans are being formulated for the entertain- 
ment of the ladies who make the trip to Atlantic City. 
More definite announcements will be made later, but 
there will probably be a bridge tea and chair rides each 
day. There will also probably be a swimming exhibition 
in the large salt water pool of the Ambassador, and a 
ball on Wednesday evening. 

Everything points to a most interesting and construc- 
tive convention. Atlantic City is undoubtedly a fine place 
for the gathering, and May a splendid time to be there. 
The Ambassador is providing good accommodations, not 
only in the way of individual rooms, but for the meetings. 
A large attendance is expected, and members of the asso- 
ciations are urged to make their plans now, and send in 
their hotel reservations early. 
+2 

A Victory Is Costly if It Entails the Loss of Harmony 
(Continued from Page 79) 
ourselves in favor of one side of a question when there is 
no right or wrong involved, but only a matter of judg- 
ment. Then, having aligned ourselves on one side, we 
make it a matter of principle to stand by that side 
through thick and thin, and the thickness may be all in 
our heads and the thinness that of the question involved. 

There are men who think so well of their own opinions 
that they cannot imagine any conflicting opinion to be 
right. Sometimes these are men whose opinions have 
been so widely accepted and applauded that they feel 
they are always wise and right. They become confident 
that they are oracles. They take the position that every- 
one else in the organization ought to accept their opinions 
as final. They have become star men in their group, and, 
like many star performers, they expect subservience on 
the part of others. 

Some “Stars” Should Be Farmed Out 

Star players are valuable men on the team only if and 
when their star performances involve one hundred per- 
cent co-operation with the rest of the team. Star players 
have made more trouble on baseball teams and in the- 
atrical casts than all the others put together. When a 
man gets to a point where he is more anxious to be a star 
and to make a brilliant individual record than to see the 
team win, the business grow, or the association prosper, 
he has become an expensive luxury and may well be 
farmed out to the “minors.” 

Kipling says: 

“The game is more than the player of the game 
And the ship is more than the crew.” 

It takes more tact and greater intelligence on the part 
of a star man in an organization to keep away from fac- 
tional troubles than for one of the little fellows to do as 
much. The star man is watched, and not everyone who 
watches is filled with enthusiasm and admiration for his 
performances. There is always jealousy and criticism, 
and often honest opinion at variance with his attitude. 

The most successful business leaders are those men 
who are willing to admit they may be wrong, that the 
opinion of the other side of a mooted question may be 
the better opinion. They lose nothing in admitting this 
much and they do not need to yield until convinced, but 
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he has his chance to prove his case. 

I found in my files recently some little verses from an | 
old paper that are pertinent to the thought that, after all, 
the other fellow may be right: 


they do satisfy the other fellow and make him feel that 


We often think we’re mighty wise | 
And someone else is quite 

A stupid idiot, but sometimes 
The other fellow’s right. 


We jump rough-shod on chaps we meet 
Who seem wrong in our sight, 

When, if we’d pause, we’d often find 
The other fellow’s right. 

Folks going bragging up and down 
The land all full of fight, 

Oft end by going up against 
The other fellow’s “right.” 

It is the willingness to give the other fellow a chance 
to show that he is right that stamps a man as broad- 7 : 
wth ee HIGH PRODUCTION 
minded and fair-minded. 

Should Discuss Differences in a Friendly Way and 

When the two sides of a question in an organization ‘4| LOWER GRINDING COST 
can meet and discuss differences in a friendly way, each & 
with a willingness to accept the facts against him, not 
merely determined to present his own facts, there may 
come a prompt adjustment, reached before the argument 
develops into a feud with men on either side sticking id oo ee 1 L 
their stakes so firmly that they will be unwilling or ; a Cees Wee Sue 
ashamed to move them. fies Abrasive Grinding 

There lack not men who will willingly wreck an or- = Wheels for the job is 
ganization or a business or an institution in order to " meeting this demand 
ae ae pang gered in — with wheels that hold 

a 5 y 2 y “| J . 
of that kind, there will not be a continuing existence their shape, cut faster, 
despite scraps and squabbles, as there is in the case of a 





represent the grinding wheel 
consumer demand. 


community divided against itself. Neither half of Mari- “4 last longer and poseces a 
etta and neither half of Stamford could get away when | ]#B% more even consistency. 
disagreement came to its climax. Both had to remain, | [B& a oe sins 

and that meant that in time the hatchet was buried and aa we oo ee ustom- 
the two parties came together again. In the case of a | [Ba ers can make startling 
quarrel between two factions in a business house or trade | [i reductions in grinding 


organization, however, the result may be a complete a costs thru 
wreck, with nothing left to which either party can cling. i 
It is worth remembering that continuing harmony 
marks the work of a great executive more than mere 
bigness of today’s results or volume of sales or profits ABRASIVE COMPANY 
for any one year. Continuing harmony in a trade asso- ee Sere ee eee eee 
ciation marks bigness among all the members who are TACONY & FRALEY STS, 
sufficiently interested to take active part in its affairs. ore PHILADELPHIA, PA. 
CHICAGO DETROIT 


the use of 


Abrasive Wheels. 





AN OPINION NEVER ALTERED 


Toledo Pipe Threading Machine Co. Prizes Letters 
Written by Jobber Over Long Period 

The Toledo Pipe Threading Machine Co., Toledo, Ohio, 
is exceedingly proud of four letters received over a 
period of nearly a quarter of a century from one officer 
of one of its jobbing accounts, which has now discon- 
tinued the jobbing end of its business. ’Way back on 
October 20th, 1904, Edw. F. Niedecken, vice-president 
of the Hoffmann & Billings Mfg. Co., Milwaukee, jobbers 
and manufacturers of plumbing and heating supplies, 
replying to an inquiry from the Toledo company as to 
the Hoffmann & Billings company’s experience in han- 
dling Toledo pipe threading machines, expressed the com- 
plete satisfaction of his house and its customers. In a 
letter dated February 6th, 1914, Mr. Niedecken stated 
that his company had in no way changed its opinion as 
to the Toledo stocks and dies. In a letter written on 
May 14th, 1926, Mr. Niedecken stated his company still 
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At your command ~ 


the KESTER corps of 
FLUX CORE SOLDERS 


A= you still trying to defend—and advance—your profits 
and reputation with the individually weak and raw re- 
cruits of separate solder and flux? Is there a lack of liaison in 
your defense and attack? Are youtrying to hold—and strength- 
en—your position with cavalry when artillery is needed? 

Now at your command is this great army—sworn foes of 
the high production costs that raid your profits! Defenders of 
your quality and reputation! Modern strategy, recognizing 
the inability of solder and flux as individuals to combat high 
production costs, now offers you an alliance of these two 
units in more efficient form—KESTER CORED SOLDERS now 
waging successful campaigns for many manufacturers. 

At your call for help KESTER shock troops will concentrate 
on your weakest salient. Order your signal corps to establish 
communication with KESTER headquarters, we will immedi- 
ately hold a council of war, make tests, select the troops best 
suited for your campaign and dispatch a small detachment 
for your approval—no obligations to you. 

Manufacturers are invited to submit their soldering prob- 
lems to P. C. Ripley, chief of our engineering staff. We main- 
tain a laboratory to solve just such individual needs. Mail 
coupon for further information and Mr. Ripley’s book, ‘Facts 
on Soldering.” 

. Established 1899 
CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue CHICAGO 


KESTER SOLDER 


Self-Fluxing 


CHICAGO SOLDER CO. 
4215 Wrightwood Ave., Chicago. 


Please mail us further information about KESTER Flux-Core Solders for 
manufacturing uses: also Mr. Ripley's book, “Facts on Soldering.”’ 


Individual ..... 
Firm 
Addre SS 


Products Manufactured 








| held the opinion it had when the 1904 letter was written. 


On December 17th last, more than 24 years after the 
original letter was written, Mr. Niedecken wrote in part 
as follows: “On January ist, 1929, we discontinue the 
jobbing end of our business, having disposed of the same 
to the Crane Co., of Chicago. We have handled your 
product for a quarter of a century, and cannot refrain 
from expressing our high opinion of your product and 
policies.” 





Factory Supply Co. Moving 

The Factory Supply Co., Chicago, has leased the entire 
first floor and basement space at 646 West Lake street, 
for ten years, and is gradually moving its business from 
the old location at 40 East Kinzie street. The new quar- 
ters will be completely occupied by May 1st. W. M. W. 
Mintz, president and manager of the company, states that 
the new location will provide more room than the old, 
better facilities for displaying and stocking lines and 
for serving customers, and will bring the company 
closer to a number of its sources of supply. The Factory 
Supply Co. has been located in the Kinzie street building 
for about eleven years. 


JOHNS-MANVILLE OFFICERS 
W. R. Seigle Elected Chairman of the Board and 
Lewis H. Brown Chosen President 

At a meeting of the board of directors of the Johns- 
Manville Corporation, New York. held March 15th, W. 
R. Seigle was elected chairman of the board to succeed 
H. E. Manville, who resigned to become chairman of the 
executive committee, and Lewis H. Brown was chosen 
president to succeed the late Theodore F. Merseles. S. 
A. Williams was elected vice-president in charge of fac- 
tories and mines, and E. M. Voorhees was chosen secre- 
tary, this in addition to his office as treasurer. 

Mr. Seigle was formerly vice-president in charge of 
mines and factories. He has been in the service of the 
corporation since he left col- 
lege, in 1900, at which time it 
was known as the H. W. Johns 
Manufacturing Company. He 
was born in 1879, in Easton, 
Pa., of Pennsylvania Dutch 
and Quaker parentage. His 
technical training covered the 
fields of mechanical and elec- 
trical engineering, as well as 
electro-chemistry. His re- 
search and development abili- 
ties have been responsible for 
the development of many of 
the insulating, electrical and 
building materials upon which 
the company has based its success. His greatest hobby 
today is a completely equipped home laboratory, in 
which he spends much of his time. 

Under Mr. Seigle’s leadership, the mines and factories 
making up the manufacturing units of Johns-Manville 
Corporation have been greatly enlarged and improved 
through the introduction of labor and time-saving de- 
vices, and many new plants have been built, including the 
important factories in Asbestos, Canada; Waukegan, IIl., 
and Pittsburg, Cal. 

Mr. Seigle maintains a summer home at Oriental Point, 
Mamaroneck, N. Y., and a villa in Italy. He is an en- 
thusiastic yachtsman, and a member of the New York 
Yacht, Union League and many other clubs. He is an 
officer and director in numerous other corporations in 








WILLIAM R. SEIGLE 
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the United States and abroad. In 1916 Mr. Seigle mar- | 
ried Elizabeth Allison Simon. They have five children. 

Mr. Brown, the new president of the Johns-Manville 
Corporation, was formerly assistant to the president and 
—__==ssSssEss—sésecretary of the organization. 


} 


He was born in Creston, Iowa, 


now only thirty-five years of 
age. After attending the pub- 
lic schools in Creston, he en- 
tered the University of Iowa 
and studied liberal arts and 
law. Following graduation, 
he became a salesman and 
then assistant to the sales 
manager of a manufacturing 
company in Indiana. Mr. 
Brown served two years as a 
captain of infantry in the 
84th division, and was also 
attached to A. E. F. headquarters in France as a staff 
officer. Immediately following the war, he joined Mont- 
gomery, Ward & Company, and served in various depart- 
ments of the business, holding such important positions 
as office manager, superintendent of merchandise and as- 
sistant general operating manager of all plants. 

From 1921 to 1927 Mr. Brown was in close personal 
contact with the late Theodore F. Merseles, former presi- 
dent, and George B. Everitt, present president of Mont- 
gomery, Ward & Company, during the years of the reor- 
ganization and revitalization of that company. These 
years were devoted to work in planning and carrying into 
effect the broad, basic principles of merchandising, mar- 
keting and distribution instituted by Mr. Merseles. Rec- 
ognizing that in Mr. Brown he had developed an able ex- 
ecutive, with imagination, character and ability to handle 
difficult personnel problems, Mr. Merseles selected him to 
accompany him as his assistant when he became presi- 
dent of the Johns-Manville Corporation, in August, 1927. 

Mr. Brown is a member of the board of directors of 
the Fibre Conduit Corporation and other companies. He 
is married, is the father of three daughters and lives in 
Pelham, N. Y. He is a member of the Pelham Country 
club, Larchmont Shore club and the Western Universi- 
ties club. ates 





LEWIS H. BROWN 





Hoist Manufacturers Elect 

At the annual meeting of The Electric Hoist Manufac- 
turers’ Association, held in New York, March 14th, H. 
W. Standart, Northern Engineering Works, Detroit, was 
elected chairman of the association, and J. G. Worker, 
The American Engineering Co., Philadelphia, vice-chair- 
man. The next meeting will be held in New York, May 
16th. 





Ross-Willoughby Officers 


At a meeting of the board of directors of The Ross- 
Willoughby Company, Columbus and Springfield, Ohio, 
the following officers were elected for the ensuing year: 
W. C. Hunter, president and general manager; FE. S. 
Bolen, vice-president (in charge of the Springfield 
branch); R. W. Martin, vice-president (in charge of 
sales); J. R. Starr, secretary; J. P. Davis, treasurer. In 
its announcement, the company states: ‘The policies of 
this seventeen-year-old concern will continue along ag- 
gressive and progressive lines in keeping with the spirit 
of the times.” The Ross-Willoughby Company enter- 
tained thirty-five members of its organization at a ban- 
quet in the Deshler-Wallick hotel, Columbus, March 2nd. 
This banquet was the culmination of one of the most 
successful years in the company’s history. 


February 13th, 1904, and is | 
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Sell the Back of This 
Useful Step Ladder 


SAFETY 
Platform Ladder 




















os 
| The''Gold Medal” ‘ 
| Line,—Safety Ex- Another selling point you might overlook 
| tension Trestles, in capitalizing alt latf f 
| «The Under. || incapitalizing on the safety p atform feature. 
| writer” Step Lad- || Remember, this ladder often serves better 
der, sotandard” | than two common stepladders of any type. 
Chicago. Painters | hat pushes over many a profitable sale. 
Step Ladder,Port- |] Some territories are still open for “Gold 
able Telescoping Medal” Distributors. 
Tower and many | 
others. » The Patent Scaffolding Company 
Cuicaco, New York, ATLANTA, San Francisco 
1550 Dayton St., 3821 Sherman St., 44 Haynes St., 270 13th St. 
PHILADELPHIA, L. I. City N. W. PrrrsBuRGH, 
2835 Bridge St. Boston, Sr. Louts, 518 Foreland St., 
49 Ellery St. 6168 BartmerAve. N.8. 


The Safety Line 
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A CHANGE IN OWNERSHIP 


| Controlling Interest in E. S. Stacy Supply Co. and 
Brierly-Lombard Co. Changes Hands 
At the annual meeting of the E. S. Stacy Supply Co., 
Springfield, Mass., and the Brierly-Lombard Co., Worces- 
ter, Mass., held recently, it was announced that a com- 
plete severance had been made from the parent company, 
the Standard Supply & Equipment Co. of Delaware. The 
OW controlling 
stock interest 
which the 
Standard Sup- 
ply & Equip- 
ment Co. had 
owned in the 
E. S. Stacy 
Supply Co. and 
Brierly-Lom- 
bard Co. has 
been taken 
over by Guy 
W. Donahue 
and Gol. 
Charles H. 
Tenney of 
Springfield, 
Mass. 
Colonel Ten- 
ney is chair- 


Bristos 
man of the 
used by GUY W. DONAHUE ad of te 


Charles H. Tenney Co., which operates numerous public 
e utility companies throughout New England and New 
W estern Electric York state. Guy W. Donahue is well-known to mill sup- 


ply distributors and manufacturers. He was formerly 





— ; . ) associated with the Victor Saw Works, Inc., at Spring- 
In the friction roll drives, for instance; in ene . 

the interrupters; and in other important field, Mass. Since leaving that company, Mr. Donahue, 
locations, Bristo hollow safety set screws, who was a stockholder and director of the Standard Sup- 
through their great holding power, contrib- ply & Equipment Co., has been engaged in the mill sup- 
ute to the reliable operation of Western ply business as * 
Electric machine switching telephone : 


equipment. vice-president 


; and general 
rhe unique dovetailed flutes in wrench and manager of the 
socket interlock, enabling Bristos to be set E. Ss. St 

up solid with little effort. They remain i ae ee acy 
tight, even under the most incessant vibra- Supply Co. and 
— ag = — — without | Brierly-Lom- 

ama 0 soc o ads. 
damage to socket or threads bend Co. Mack 


Because of the ease and certainty with of the success 
which Bristos can be handled, they save of these com- 
time. | They are especially valuable in loca- panies can be 
tions inaccessible to ordinary screw drivers. 





And they are the only set screws made in attributed to 
extra-small sizes (7 less than !4-inch | his efforts. Mr. 
diameter). 


Donahue heads 
If yours is a product in which reliable per- the onal organ 
formance is of paramount importance, ization as pres- 
remember, that only in Bristos can you ident and 
enjoy the positive advantages of the dove- 





i P : reasurer. 
tailed flute socket design. Send for samples u 7 ms Ww 
and ask for Bulletin 819-H. The Bristol Walter W. 
Company, Waterbury, Conn. Peacock, who 





for years has f 
been manager ss : 
of the E. S. WALTER W. PEACOCK 
Stacy Supply Co., is the new vice-president of that com- 
pany. He is well known to the manufacturers selling the 
mill supply trade and is one of the most popular men 
in the field. 


~— “ 
BRI STO Safetx SET SCREWS The board of directors of the two companies consists 


————=— of Col. C. H. Tenney, chairman, Charles H. Tenney Co., 
Zs" | Boston; Charles M. Tenney, manager, Meekins, Packard 


| 
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& Wheat, Springfield, Mass.; Valentine Ewig, treasurer, 
Springfield Gas Light Co., Springfield, Mass.; Alfred H. 
Chapin, president, Moore Drop Forging Co., Springfield, 
Mass.; Charles H. Barton, vice-president, and Warren 
H. Shepard, vice-president, Worcester Bank & Trust Co., 
Worcester, Mass., and Guy W. Donahue. 





Occupies Larger Quarters 
The Burdick-Pensinger Company, Kansas City, Mo., 
has moved into larger and better quarters at 1336 Oak 
street. It was formerly located at 3409 East Eighteenth 
street. This company, which was established in 1925, 
is a distributor of power plant specialties and supplies. 


Now Whitman & Barnes, Inc. 

Effective March Ist, the name of the Whitman Barnes- 
Detroit Corporation was changed to Whitman & Barnes, 
Inc. In his announcement, W. H. Eager, president of 
the company, stated it had been felt for some time that 
the former name (chosen at the time of the merger of 
The Whitman & Barnes Mfg. Co. and the Detroit Twist 
Drill Co., in 1926, for the purpose of carrying on the 
names of the two merging companies) was too cumber- 
some, and that a shorter name would be preferable, hence 
the change to Whitman & Barnes, Inc. 

Se ae 
Changes in Sales Staff 

teed & Duecker, Memphis, distributors of machinery 
and mill supplies, announce several changes in their sales 
force. R. B. Tate has been added to the force, and 
covers part of the city territory, specializing on contrac- 
tors’ equipment. J. R. Crossley has succeeded F. W. 
Hale as the company’s representative in southern Mis- 
sissippi. W. R. Moorfield has also been added to the 
force and is covering central and southern Arkansas ter- 
ritory. B. F. Murray, who was added to the company’s 
sales force a few years ago, is now covering the north- 
eastern Mississippi and Alabama territory. C. M. Mor- 
riss, former manager of the Southern Supply Co., at 
Jackson, Tenn., now represents Reed & Duecker in west- 
ern Tennessee, with headquarters in Jackson. Reed & 
Duecker have recently added a contractors’ equipment 
department, and are carrying a complete line. 


MANY MILES OF WIRE ROPE 
The “R. 100,” Big Airship, Has 22 Miles of It in Its 
Hull, Together with 9,000 Fittings 

The “R. 100,” England’s latest contribution to lighter- 
than-air navigation, which is expected to fly to the United 
States in April or May, has more than 22 miles of “Tru- 
Lay” wire rope and more than 9,000 “Tru-Loc’’ fittings 
in its hull, according to Brunton’s of Scotland (licensees 
of the American Cable Company, New York), which sup- 
plied the equipment. The enormous body is braced by 
means of wire rope of varying sizes and lengths, stretched 
from point to point within the hull and held by means 
of the fittings. 

Although the “Graf Zeppelin,” the German craft which 
crossed the Atlantic last year, is 776 feet in length, while 
the “R. 100” is only 709 feet long, the latter’s gas capac- 
ity is 5,000,000 cubic feet, compared with the “Graf Zep- 
pelin’s” 3,750,000 cubic feet. This increase in gas ¢ca- 
pacity results from a difference in the diameter, the 
“Graf Zeppelin” being only 100 feet in diameter, against 
the “R. 100’s” 133 feet. Because of its larger gas capac- 
ity, the “R. 100” is capable of carrying a crew of 40, and 
100 passengers, and still has space for 10 tons of freight 
or mail. The “Graf Zeppelin” can carry a crew of 30, 


























Sizes: 6-in. and 8-in. diam. 
Face: 2'4 in. and 31% in. 
Arbor sizes: !4 in. to 2 in. 
Speeds: 3450 to 5000 RPM 
Abrasive Strips: 24 to 320 











aac remarkable system fills a long felt need 
by manufacturers for increased economy, safety 
and speed in buffing operations. It has already 
been adopted by hundreds of factories for elim- 
inating the inefficiency and many other dis- 
advantages of rag-buffs. The wheels are per- 
fectly balanced, do not chatter and enable the 
complete buffing surface to be brought into action. 
They are tested at 8000 RPM and thoroughly 
guaranteed. 


Cuts Buffing Costs 50% 


A special feature is our patented metal clip 
which holds the ends of abrasive strips together 
permitting their removal and attachment in 30 
seconds time. Quick-As-Wink Wheels make any 
buffing operation smooth and continuous. No 
lost time, no waste motion. They speed output, 
do better work and cut costs in half. 

Attach to any stationary or portable spindle 
simply by tightening a nut. Strongly built so that 
no degree of speed or heat can cause any of the 
parts to loosen or break. 


Write for Complete Details 


Jobbers should immediately write for complete 
details. Here is a product with large sales possi- 
bilities that will show a nice increase on each 
month's profits. Inquiries direct from manu- 
facturers should, if possible, be accompanied with 
samples of finished and unfinished work. 


C.B.HUNT&SON 


640 McKinley Ave. Salem, Ohio 


























“s ULL, QUPPLIES nike il 
Cs L 22 
i ( Lar No. 22 ] les 
y f ten “ arti 1 O bd 
; Tha il 
ada | ASR BA k 











You'll have satisfied 
customers when you sell 
them CLAYTON & LAMBERTS 


The world’s largest selling fire-pots must be good or they wouldn’t 
have reached the top rank. Clayton & Lamberts are the largest 
selling line and you'll never hear a kick from a Clayton & Lambert 
customer. Instead he’s willing to give you a boost because you've 
sold him satisfaction. And he’s always ready to come again and 
give vou more of his business. Clayton and Lambert customers 
get that way because they obtain so much better fire-pot perform- 
ance—the result of the patented Clayton & Lambert improve- 
ments. Things which you cannot sell unless you carry the Clayton 
& Lambert line. 


One improvement in No. 70 fire-pot is the exclusive gas orifice 
which can’t be enlarged. It prevents a man from ruining the 
fre-pot by carelessly closing the shut-off valve. The method of 
mixing air and gas vapor is another exclusive feature. ‘That 
together with the C & L baffling-cup gives a working-hot flame in 
ninety seconds. And high winds, strong draughts or cold weather 
won't affect that rapid-fre time. All popping and back-firing 
are eliminated by exclusive Clayton & Lambert devices. 


Another important rehnement is the “spider” welded to the 
tank. It keeps the top-structure properly aligned. And so firmly 
braces the working parts that they’re practically solid and fixed. 
Their solidity is reinforced by the drop-forged uprights. A time- 
saving improvement has been made on frre-pot No. 22, a powerful 
blast coil type. When the coils are carbonized you just loosen one 
nut and withdraw the coil through a door in the side of the cup 
That saves dismantling the tool to replace coils. 

You can see how these improvements make satished customers. 
\ satisfaction which brings them back to your store time after 
time, and recommends you to their friends. Write for our catalog 
describing the Clayton & Lambert line of fire-pots and blow- 
torches. 


CLAYTON & LAMBERT 


MANUFACTURING CO., Detroit, Mich. 
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It costs no 
more to sell 
a fine belt 


T costs no more to sella 
really fine belt. Duxbak 
Belting stays sold. There are 
no comebacks, no worries. It 
is a fine belt, honestly made, 
honestly sold, and fairly 
priced. 


We will be glad to tell you 
of an attractive plan to assist 
you in the sale of Duxbak 
Belting. No obligation is in- 


curred. 





Tanners 
Belt Manufacturers 


Main Office and Factory 
42 FERRY STREET NEW YORK 


DUXBAK 


WATERPROOF 
LEATHER BELTING 
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and 20 passengers. Within the hull of the “R. 100” are 
dining and smoking rooms, lounges, cabins and a prom- 
enade deck. The “R. 100,” which cost $2,500,000, is pow- 
ered by six Rolls-Royce Condor 700 h.p. motors, has a 
cruising radius of between 4,000 and 5,000 miles and a 
speed of 80 miles per hour. After completing its demon- 
stration flight across the Atlantic, the big ship will be 
put into regular service between London, Egypt and 
India. 





See oon 
Crane Buys Keiser Company 

Crane Co., Chicago, has purchased the business of Geo. 
Keiser & Co., Muncie, Ind., distributor of plumbing, heat- 
ing, mill and electrical supplies. It is reported Crane 
Co. will continue the plumbing, heating and mill supply 
business, and dispose of the electrical supply business. 
F. L. Stauf, who had been associated with Geo. Keiser & 
Co., has been retained as manager of this new branch of 


Crane Co. 
——<t-#-»— 


Company Has Best Year 

The business of the Westinghouse Electric & Mfg. Co. 
during the year 1928 was the best for any. twelve months 
in its history, according to the company’s annual report. 
Sales billed for the year totaled $189,050,302, and net 
income was $20,814,940, which figures exceed previous 
records by $3,500,000 and $2,700,000 respectively. The 
net income per share of stock (preferred and common) 
was $8.78, or 17.5 percent on the par value, which com- 
pares with $6.59, or 13.2 percent, for the period covered 
by the last previous annual report. 

tO 
Buys Furniture Division 

The Berger Mfg. Co., Canton, Ohio, manufacturer of 
metal furniture, a subsidiary of the Central Alloy Steel 
Corp., has acquired the metal furniture division of the 
Van Dorn Iron Works Co., Cleveland. For the present, 
the manufacturing and sales of the Van Dorn lines will 
be continued at Cleveland, according to S. S. French, pres- 
ident of the Berger company. The purchase includes all 
of the Van Dorn metal furniture machinery, tools, and 
inventory in process. In addition, the Berger company 
has assumed all Van Dorn agency contracts. Of these 
there are 75 exclusive agents and 250 dealers. The Van 
Dorn Iron Works Co. manufactures a complete line of 
metal furniture. Sales of the Berger Mfg. Co. amounted 
to more than $12,000,000 in 1928. 
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Water System Shipments 

Shipments of domestic pumps and water systems dur- 
ing 1928, based on figures received by the department of 
commerce, Washington, from a large number of manu- 
facturers, totaled 117,736 water systems, 576,366 pumps 
and 197,672 cylinders shipped separately. The number 
of deep well water systems three horsepower and smaller 
shipped during 1928 totaled 15,075 units, compared with 
13,974 in 1927 and 12,990 in 1926. In the shallow well 
classification, systems with capacities of less than 250 
gallons per hour totaled 71,238 in 1928, compared with 
66,713 in 1927 and 66,383 in 1926, while those with ca- 
pacities of from 250 to 499 gallons per hour totaled 
27,475 in 1928, compared with 17,134 in 1927, and those 
with capacities of 500 gallons per hour and over totaled 
3,948 in 1928, compared with 3,022 in 1927 and 6,998 in 
1926. In 1926 figures on the shipments of systems with 
capacities of from 250 to 499 gallons per hour were com- 
bined with those under 250 gallons per hour. Of the 
pumps shipped during 1928, 25,980 were power pumps. 
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Power Hack Saw 
Blades with a 
High Speed Steel 
Cutting Edge 
that are 
Guaranteed 
Unbreakable 


even in cdse 
of accident 


MARVEL 


High---Speed---Edge 
Hack Saw Blades 


Here is a blade that you can 
safely recommend to all users of 
power hack saws—a blade that 
will do all classes of work and 
will eliminate all kicks and 
comebacks. 


ped 


Marvel Blades are easy to sell for 
their advantages are grasped in- 
stantly. With a cutting edge of 
genuine 18°, tungsten high 
speed steel, integrally welded to 
a tough unbreakable back— 
Marvel Blades combine all of the 
advantages, without the disad- 
vantages, of all other types 
of blades. 





Write today for catalog. 


Dae 
Loy 
usa 


one 
MEG.COCRE 


VEL 
PAT SAN. & APRI925. 





Armstrong-Blum Mfg. Co. 
“The Hack Saw People” 
353 N. Francisco Ave., Chicago, U.S.A. 
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Standard -in. and 4&-in. Heavy Duty Made in 3 and 5 3-5-744-10 anu 15 
Drills. Drills made in various sizes up to ZF. G2. 3. ae H. P. G. E. 40° 
1\4-in. capacity. General Electric Motor. S. K. F. Motors. S. K. F 
Universal Motors used. Ball Bearings. Ball Bearings. 
Establishea THE STANDARD ELECTRICAL TOOL CO., write tor 
2 . . . : Late Catal HEAVY DUTY GRINDERS 
_ Cincinnati, Ohio on eee 5—7}4—10 H. P. 
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(Note the Brass Ring) 


Made of refined malleable iron with brass seat inserted 


in place by powerful pressure so that it cannot become 
detached. 


Approved by Underwriters Laboratories 


ILLINOIS MALLEABLE IRON CO. 


CHICAGO, ILL. 


Manufacturers Full Line Iron Pipe Fittings 
—, [oA 
SuHur-Grip SC 


SOLDER IRON HANDLE / R =v. oy) 
Industries Bu y, The Valve with the Reversible Disc & Seat 


Seat and disc of Nicu- 
this Handle 


lanium—a hard, tough, close- 
(because) 


grained nickel alloy—resists 
effectively the cutting, wear- 
It Saves Time 
and Labor 


ing action of high tempera- 
tures and pressures, that is 
one factor in the economy of 
Reverso Valves. 

A trial of the SHUR-GRIP Solder Iron Handle 

usually leads to its adoption as standard equip- 
ment, and profitable sales for the dealer. That’s 
the secret of making this specialty pay good 


To this is added the re- 
versible feature. When one 
side wears both disc and seat 
profits. A simple demonstration is all that is 
necessary. It screws on—is rigid--and stays on until unscrewed. Order 
a small stock for trial purposes. 
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reverse and you have the life 
of another valve with no 
extra expense. 


Patented 

A pr.24,1923 
No. 1,453,082 But this is not all of Reverso’s 
vitality as disc and seat are easily 
regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and . ask for new bulletin 

o. 17. 


Study This 


Picture 





200 lbs. pressure. Total tempera- 
ture 550 deg. F 


IROVERSO:—Iron body for 


150 Ibs. pressure. Total tempera- 
WRITE FOR OUR JOBBER’S PROPOSITION No. 780 ture 450 deg. F. 


: THE D. T. WILLIAMS VALVE CO. 
Hiyro Mfg.Co, Inc, 205 VarickSt, New York A gpl 


‘tity ; ttt REVERSO:—Bronze body for 
HALEY af 


The hardened steel die cuts a thread on stem of solder iron. Nothing but 
unscrewing can loosen it. Arrows indicate opening through which heat 
escapes. Made in three sizes for 1% to 12-lb. irons. 
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The Drug Store Joke 
Customer: “I want to buy a plow.” 
Clerk: “I’m sorry, sir, but we don’t 
carry plows.” 

Customer: “This is a h—Il of a drug 
store!” 

A Good Reason 

He: “Do you believe that kissing is 
unhealthy?” 

She: “I couldn’t say—I never—” 

He: “Never been kissed?” 

She: “I’ve never been sick.” 

* * * 
Honorable Wounds 
Barber: “Haven’t I shaved you be- 


fore, sir?” 
Customer: “No—I got those scars in 


France.” 
A Case of Wanderlust 

Warden: “It is our custom to let a 
prisoner work at the same trade in here 
as he did outside. Now, what is your 

trade—shoemaker, blacksmith, or—” 
Prisoner: ‘Please, sir, I was a trav- 
eling salesman.” 
oe 





* * 


Just What She Wanted 

Austin Strong was discussing with 
a lady the difficulty of filling one par- 
ticular part. 

“T want,” he said, “a young man who 
looks like Lindbergh, who is tall, blue- 
eyed, who has sex appeal, a sense of 
humor, and an air of distinction.” 





“So do I,” sighed the lady.—New 
Yorker. 
Pure Imagination 
First Wife: “How long had you 


known your husband before you were 
married?” 
Second Ditto: “I didn’t know him at 
all. I only thought I did.” 
* *% * 


Those Funny Anzacks 

A guide showing an old lady over the 
zoo took her to a cage occupied by a 
kangaroo. 

“Here, madam,” he said, “we have a 
native of Australia.” 

The visitor stared at it in horror. 

“Good gracious,” she said, ‘‘an’ to 
think my sister married one o’ them.” 

ok * 


A Fair Request 
“Well, of all the nerve,” she said, as 
she slapped his face. “Don’t ever try 
to kiss me again.” 
“All right,” he replied meekly, “if 
that’s the way you feel about it, get 
off my lap.” 
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Dusting Off the Old Ones 
A Scotchman surprised the bunch at 


dinner by asking for the check. The 
next day’s headline ran: “Scotchman 
Kills Ventriloquist.” 
* ok ok 
Damaged Sufficiently 

A Would-Be Lawyer (as he noticed 
a negro woman struck by a street car) : 
“Come with me; you can get damages 
for this.” 

Negro Lady (limping away from 
scene of accident): “Good Lawd, man! 
Ah don’t need no mo’ damages; what 
Ah need is repairs.” 

* ok * 
Sandy’s Short Story 

“There are four requisites to a good 
short story,” explained the English 
teacher to the class. “Brevity, a ref- 
erence to religion, some association 
with the royalty and an illustration of 
modesty. Now, with these four things 
in mind, I will give you thirty minutes 
to write a story.” 

Ten minutes later the hand of Sandy 
went up. 

“That is fine, Sandy,” she compli- 
mented, “and now read your story to 
the class.” 

Sandy read: “My Gawd, said the 
countess, take your hand off my knee.” 
—Kreolite News. 





Too Much Education 
St. Peter: “Who’s there?” 
Voice Without: “It is I.” 

Peter (peeved): “Get outa here; we 
don’t want any more school teachers.” 
When Wifie’s Away 

Junkman—“Any rags, paper, old 
iron?” 
Man of the house (angrily) 
wife’s away.” 
Junkman—“Any bottles?” 
bo Bo * 





“No, my 


Not a Chance 

The following conversation took place 
between a cop and a gentleman after 
an auto wreck: 

Gentleman: “I clearly had the right 
of way when this man ran into me 
and yet you say I was to blame.” 

Cop: “You certainly were.” 

Gentleman: “How is that?” 

Cop: “Because his father is mayor, 
his brother chief of police, and I go 
with his sister.” 

A Real Sharpshooter 

Captain (to gunner): “See that man 
on the bridge five miles away?” 

Gunner: “Ay, ay, sir.” 

Captain: “Let him have a twelve inch 
in the eye.” 

Gunner: “Which eye, sir?” 
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New Contractor’s Wheelbarrow 

The Fairbanks Company, 393-399 La- 
fayette street, New York, has brought 
yut a new contractor’s wheelbarrow, 
No. A645C, a feature of which is the 
newly designed Fairbanks combined 
wheel guard and axle box. The tray is 
pressed from high carbon sheet steel, 
edve wire bound. Handles are of hard- 


wood, finished on all sides, and painted 
yellow. The front tray braces are made 
of heavy pressed steel. The barrow 
has a combination angle iron nose and 
axle box; the wheel has a steel rim, 
oval spokes and pressed steel hub; legs 
are of heavy channel steel, securely 
bolted together, and shoes are of extra 
heavy steel, riveted on. The length 
overall is 59 inches; width overall, 2612 
inches, and height overall, 2514 inches. 
Tray dimensions are as follows: At top, 
37 by 2642 inches; depth at wheel end, 
10% inches, and depth at handle end, 
6% inches. The tray is No. 15 gauge; 
wheel, 151% by 1% inches; weight, 70 
pounds. 

Foam Type Extinguisher 

Geo. W. Diener Mfg. Co., 

North Monticello avenue, 
brought out a foam 
type fire extinguish- 
er, which resembles 
the Diener automa- 
tic soda and acid 
extinguisher in out- 
ward appearance, 
but which, instead 
of ejecting 2% gal- 
lons of water, ejects 
20 gallons of thick, 
durable foam, which 
has a blanketing ef- 
fect on burning liq- 
uids. It is particu- 
larly adapted to 
use wherever gaso- 
line, naphtha, oil, 
enamel, grease or 
lacquer is used or 
stored. The foam 
has a smothering effect on the fire, lay- 
ing an air-tight blanket of thick foam 
over it, completely cutting off the sup- 
ply of oxygen necessary to sustain com- 
bustion. The blanket is applied to the 
burning surface by directing the stream 
created under self-generated pressure, 
and in volume represents an expansion 
of almost eight times its liquid contents. 


400-420 
Chicago, has 








The blanket of thick foam also remains 
intact so that the fire, once out, cannot 
reignite. This extinguisher is built of 
heavy, cold-rolled copper, heavily lead 
coated inside and highly polished and 
lacquered outside. The inner chamber 
is of copper, heavily lead coated on all 
surfaces. Actual capacity (size of 
tank) is 3 gallons; rated capacity (vol- 
ume of liquid), 2% gallons; weight 
empty, 19 pounds; weight filled, 42 
pounds: shipping weight, 26 pounds; 
amount of foam produced, 20 gallons; 
length of stream, 25 to 35 feet. 
Utility Paint Spray Outfit 

Kellogg Manufacturing Co., 97 Hum- 
boldt street, Rochester, N. Y., has 
brought out a utility spray painting 
equipment, which consists of an air 
compressor and all the necessary fit- 
tings—a Kellogg suction fed spray 
gun, 15 feet of hose and 10 feet of 


electric extension cord. The compressor 
unit, which is mounted on casters, is 
compact and weighs but 46 pounds. De- 
signed to be run from a lamp socket, it 
is driven through a belt by a \% h,p. 
motor of standard make, and the com- 
pressor speed and spray gun design are 
so balanced that the proper painting 
pressure is maintained without effort 
on the part of the operator. 
A New Wrench Set 

Bonney Forge & Tool Works, Meadow 
and Tilghman streets, Allentown, Pa., 
recently announced its No. 33 set of 
double-end box wrenches, consisting of 
nine wrenches, with openings from 7/16 
to 15/16 of an inch, put up in an attrac- 
tive metal carrying case. These 


wrenches are designed with a double 
hexagon opening, allowing gripping of 
nuts with little handle movement. It 
takes but a twelfth turn of the handle 


to remove a nut. While the wrenches 
are thin and light in weight, they are 
strong, and particularly adapted for 
close corner work, according to the 
company. They can be supplied indi- 
vidually if desired. 
New Buffing Wheel 

C. B. Hunt & Son, 640 McKinley ave- 
nue, Salem, Ohio, are manufacturing a 
new high-speed buffing wheel known as 


SY 

<y 

“Quick-as-Wink” buffing wheel, a 
special feature of which is the com- 
pany’s patented metal clip, which holds 
the ends of abrasive strips together, 
permitting their quick removal or at- 
tachment. The wheels are so con- 
structed as to bring the entire buffing 
surface into action. The ‘“Quick-as- 
Wink” buffing wheel may be attached 
to any stationary or portable spindle 
simply by tightening a nut. This new 
product is made in 6 and 8-inch diame- 
ter sizes, with faces of 2% and 3% 
inches. Arbor sizes are %-inch to 2 
inches; speeds, 3450 to 5000 r.p.m., and 
abrasive strips, 24 to 320 grain. 

Variable Speed Transmission 

Stephens-Adamson Mfg. Co., Aurora, 

Ill., has added a new size to its JFS 
variable speed transmissions, recently 
put on the market. This machine is a 
totally enclosed mechanism, which com- 
bines the functions of a speed reducer 
and speed changer. It is about the 








same size as an electric motor of the 
same rating, and, according to the com- 
pany, power tests have shown it is 
more than 95 percent efficient when 
operated under full load. The high 
speed shaft is direct connected to an 
electric motor, while the slow or vari- 
able speed shaft transmits the power 
at reduced speed to stokers, machine 
tools, conveyors, or any machine where 
it is desired to regulate the operating 
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A BETTER PULLEY 
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ry ALL “AMERICANS” 


F you would drive right—you must first 

buy right. Select the power transmission 
equipment that is regarded as the standard 
of quality the world over. 


‘‘American’”’ Pulleys are pressed fromSTEEL. 
Engineered by Engineers for Engineers 7 7 7 
Light, strong, true, practically indestructible 

over seven million ‘‘Americans”’ have been 
put to work by the modern pace-setters of 
industry, because they save power and pro- 
mote greater operating efficiency. 


How ‘‘American”’ Pulleys and Hangers will 
ey By Seats help you to drive right, is explained in a 
PANTS | | booklet which will be sent on request. 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Ave. Philadelphia 
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speed. By turning the hand wheel, the 
operating speed is increased or de- 
creased to any speed within the rated 
range. There is no vibration or inter- 
ruption of power while changing speed, 
according to the company. The ma- 
chine is gearless, and parts operate in 
oil and are protected from dust, dirt 
and injury. Standard machines are 
made in sizes to transmit % to 18 h.p. 
at the maximum reduction, and provide 
an average range of speed variation of 
5 to 1. 
New Cellar Drainer 

Goulds Pumps, Inc., Seneca Falls, 
N. Y., has recently placed on the market 
its new “Minute Man” cellar drainer. 
The outfit will handle 25 gallons per 
minute against 15 feet head with the 
1,750 r.p.m. motor which is regularly 
furnished for 60-cycle current. The 
pump, however, will operate against 
heads up to 23 feet. The maximum 
capacity for 25-cycle current outfits is 
20 gallons per minute against 10 feet 


t 
| 





head, while the maximum head for 
these outfits is 15 feet. As a precaution 
against foreign matter entering the 
pump, every outfit is supplied with a 
galvanized foot valve and strainer. The 
motors used in the “Minute Man” cellar 
drainer are all of standard make, and 
a Westinghouse’ sentinel breaker 
mounted on the pump serves as a pro- 
tection against damage resulting from 
low voltage and overload. The drainer 
is finished in bronze and black and 
can be used for pits from 1% to 5 feet 
deep. The pump is self-priming centrif- 
ugal, with bronze impeller and stain- 
less steel shaft. The shaft is fully 
enclosed and packed in grease. The 
complete outfit includes a 4-h.p. motor, 
8-foot lamp cord with plug, sentinel 
breaker, foot valve, 3-foot suction pipe 
and float switch. 
Small Spray Painting Outfit 

The DeVilbiss Company, Toledo, 
Ohio, has just brought out a new small, 
complete spray-painting outfit, known 
as the Devilbiss Spray Painting and 
Finishing Outfit, Type NC-601. This 
cutfit is complete with air compressor. 
It may be carried from place to place, 
as it weighs only 47% pounds. The 
operator puts the material into the 
paint container, plugs the electrical 
connection into a light socket, and is 
then ready to go to work. The outfit 
delivers a finely atomized spray, ad- 








justable from a round spray to a fan 
spray 315 inches in width. According 
to the company, the air supply is ample, 
and the pressure constant. This outfit 
can be used in many places, such as 
factories, shops, garages, stores, homes, 
hospitals, theaters, churches, etc. 


Drill Press Vise 

The Automotive Maintenance Ma- 
chinery Company, 816 West Washing- 
ton boulevard, Chicago, is manufactur- 
ing a new drill press vise, known as 
the Ammco drill press vise, for use in 
setting up all kinds of drilling jobs. 
The company states the jaws of this 





new vise are machined, and provide a 
positive grip on the work. A V-shaped 
slot in the movable jaw affords positive 
clamping of vertical work. The swivel 
handle facilitates use of the vise in 
cramped positions, and can be swung 
outward or back out of the way when 
necessary. Jaws are 3% inches wide 
and 1% inches deep and open 4% 
inches. This new product is particu- 
larly adapted to use in garages, serv- 
ice stations and machine shops. 
Flexible Shaft Grinders 

The Peerless Electric Company, War- 
ren, Ohio, is manufacturing a new line 
of flexible shaft grinders. The portable 
type, designed for general all-around 
work, is equipped with a convenient 
handle, and can be used on bench, floor 
or in any desired position. The long 
flexible shaft provides for convenience 
in handling, no matter at what angle 
the work is performed. This machine, 
designed to stand long and continuous 
operation, is especially adapted to use 
in tire repair shops, enameling plants 
and in auto finishing. The _ trolley 
mounting type is for use where it is de- 





sired to repeatedly cover large areas of 
working space. The motor swings free 
on its mounting. By means of the 
trolleys, the device can be transferred 
from one end of the shop to the other. 
It can also be mounted in a stationary 
position to ceiling or I-beam. The 
pedestal mounting type for the shop, 
illustrated herewith, is made with a 
heavy cast iron base. Although port- 





able, this type is best suited for a sta- 
tionary position where the work passes 
the grinder. The motor is mounted on 
a swivel that turns to any horizontal 
position, thus relieving the shaft of un- 
usual strain. It can be handled by one 
man and rolled from place to place. The 
shipping weight of the portable and 
trolley mounting types is 75 pounds, 
while that of the pedestal mounting 
type is 200. Peerless grinder motors 
are totally enclosed as a_ protection 
against dust and dirt. Ball bearings 
are packed in grease. All of the com- 
pany’s flexible shaft grinders are 
shipped complete with snap switch and 
20 feet of rubber cable with plug. 
Polishing and Buffing Lathe 
Hill-Curtis Co., Kalamazoo, Mich., 
has brought out the “Rite Speed” elec- 
tric polishing and buffing lathe, which 
is designed primarily for buffing au- 
tomobile fenders, but is suitable for a 
wide range of work requiring maxi- 
mum working room for two operators. 
It has a spindle 80 inches over all. De- 
signed with a Multi-V Texrope drive, 





any desired spindle speed can be ob- 
tained. Motor is designed to withstand 
momentary overloads of 100 percent, 
rated capacity, and is equipped with 
the Hill-Curtis air cleaner, which fil- 
ters all air reaching the motor. The 
motor is mounted on the back of the 
pedestal. Push button remote control, 
automatic motor starter, thermal over- 
load protection and spindle lock are 
standard equipment. It may be had 
with Timken tapered roller bearings or 
Fafnir ball bearings. The machine can 
be furnished with 3, 5, 74%, 10 and 15 
h.p. motors, for either alternating or 
direct current. 
Portable Electric Saw 

The Porter-Cable Machine Co., North 

Salina and Exchange streets, Syracuse, 





N. Y., has just brought out a new 
model portable electric saw, the out- 
standing characteristic of which is 
that it is mounted direct on a special 
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The Protective Tariff 


principle of protection can well be applied to 
the mill supply business. It is the manu- 
facturer’s duty to protect his Distributors, and 
not compete with them. 


This principle has been our policy for thirty-four 
years--100°% protection for our Distributors. 


Write us if you want to increase your 
metal sales 


MONARCH METAL COMPANY 


Established 1895 
119 South Lincoln Street Chicago 


Manufacturers of MONARCH BALL, the ‘Steel Process Babbitt,” 
and QUAKER METAL, the “Ladle Bronze.” 
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Some Day 


one of your good 
customers will ask 
foran ALTA Electric 
Handsaw, Mortiser 
or Plane. Do you 
have these labor sav- 
ing tools to show? If 
not, use this coupon 
for full details. 


7524 Meade Street 
WAPPAT 


WORKS». Pittsburgh, Pa. 


Name . = 


Address 


City 


SKINNER 


DUAL ACTION 
Milling Machine Vise 


Vise 
with 


<u> Swivel 
Has a Grip of 
korty to One 
— 3 Sizes — 


THE SKINNER CHUCK COMPANY 


NEW BRITAIN.CONN USA. 
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<HERD D> 


ESTABLISHED 1874 CLEVELAND, OHIO 





Specialists for more than fifty years in the 
manufacture of all kinds of brushes for the 


industrial trade. 
E-wW 


WIRE 
BUFFING BRUSHES 


This is one of our lines 
of Wire Wheel Brushes. 
This type is made from 
4 to 8inch in diameter 
and for economical and 
efficient service is with- 
out equal for use on 
flexible shaft and port- 
able buffingequipment. 
Perfect satisfaction is 
guaranteed. 


We invite your inquiries and are eager to demonstrate just what 
HEROLD SERVICE means in satisfying your requirements for 
brushes of all kinds. 


THE HEROLD BROTHERS CO. 


ESTABLISHED 1874 


1104 West 9t* St. 














Cleveland, O. 
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motor armature, which runs on two 
precision ball bearings packed in 
grease, allowing full power of the 
motor to be applied direct to the saw 
blades. The new saw weighs only 10% 
pounds and can be operated with one 
hand, as the weight is well centered. 
This saw has a 6-inch blade, and will 
cut up to 1% inches. There is a depth 
adjustment for cutting out flooring, 
dados, slots, etc. This saw is designed 
for removing projecting ends of siding, 
roofing and flooring; for use in shin- 
ping rooms, carpenter and _ pattern 
shops and for maintenance work in in- 
dustrial plants. 





[Trade Literature 

















Samuel C. Rogers & Company, 191- 
205 Dutton avenue, Buffalo, recently is- 
sued a new 16-page illustrated 1929 
price list, which describes the new Rog- 
ers knife grinder and the new segmen- 
tal wheel chuck manufactured by the 
company. 


Whitman & Barnes, Inc., 2108 West 
Fort street, Detroit, has recently issued 
a new catalogue, No. 93, which il- 
lustrates the company’s complete line 
of twist drills, reamers, milling cutters 
and other miscellaneous small tools. 
This is a handsome booklet of 192 pages 
and cover, fitted with handy thumb in- 
dices to the various sections. It con- 
tains price and specification tables and 
other information of value to users of 
tools of the type manufactured by the 
company, and has 16 pages at the rear 
left vacant for the insertion of memo- 
randa. 


Geo. D. Roper Corporation, 707 South 
Main street, Rockford, has issued a new 
catalogue, No. 54. It illustrates and 
describes Trahern rotary pumps for 
coolant, lubricating and various other 
purposes in factories and machine 
shops. The catalogue is plentifuly illus-- 
trated with scenes of typical installa- 
tions which show the wide field of ro- 
tary pump usage. Capacity and horse 
power performance curves for every 
type of Trahern rotary pump are in- 
cluded in the information presented. 
The catalogue is of the loose leaf type. 
It consists of 80 pages and cover. 


The Timken Roller Bearing Co., Can- 
ton, Ohio, has issued an attractive illus- 
trated booklet, under the title, ‘“‘Wher- 
ever Wheels and Shafts Turn.” This 
publication consists of 152 pages and 
a handsome cover. It is arranged in 
eight sections, under the following 
headings: “The Advantages of Timken 
Bearings,” “Timken Steel,” “Timken 
Bearings in Automotive Equipment,” 
“Timken Bearings in Railway Equip- 
ment,” “Timken Bearings in Industrial 
Machinery,” “Timken Bearings in 
Household Appliances,” “Timken Bear- 
ings in Farm Machinery,” and “Tech- 
nical Information.” It has handy data 
and price tables, 
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Edward Lupton 


Edward Lupton, president, David 
Lupton’s Sons Co., Philadelphia, died 
in his home in Jenkintown, Pa., Febru- 
ary 21st, following an illness of nearly 
a year, at the age of sixty-three years. 

LS a Sr ee es 
ton was 
born in 
England, 
but came to 
America 
when four 
years old, 
and at an 
early age 
started to 
learn the 
details of 
the business 
of which he 
later be- 
came presi- 
dent. He 
served as an apprentice, and as a me- 
chanic at the bench. He also studied 
architectural drafting and was an ex- 
pert stone engraver, specializing in 
maps. In 1892 he became a partner in 
David Lupton’s Sons Co., and in 1902 
was elected president. 

Deceased was a life president of the 
National Association of Ornamental 
Iron and Bronze Manufacturers, was 
actively engaged in the building indus- 
try, and served as president of the 
Builders’ Exchange of Philadelphia. 
Many clubs and fraternal organizations 
numbered him among their members, 
some of which are as follows: Union 
League, Manufacturers’ club, Phila- 
delphia Yacht club, the Masonic order, 
Mary Commandery, Knights Templar; 
Lulu Temple Shrine, and the B. P. O. E. 





EDWARD LUPTON 


Amos Kissel Raub 
Amos Kissel Raub, president of the 
Raub Supply Co., Lancaster, Pa., died 
Tuesday, March 5th, from acute dila- 
tion of the heart, superinduced by an 
attack of acute indigestion. He was 67 


rete years of 





age. 

Mr. Raub 
was born in 
Lancaster, 
August 
20th, 1862, 
and educat- 
ed in the 
publie 
schools. 
After com- 
pleting his 
education, 
he learned 
the tin- 
smith’s 
trade. He 
was employed in the sheet metal de- 
partment of Harlin & Hollingsworth, 
ship builders, in Wilmington, Del., and 
some years later served as superintend- 
ent of the plant of White Brothers, 
Washington, D. C., sheet metal con- 





AMOS K. RAUB 


tractors, and was in charge of all the 
sheet metal work at the Congressional 
library. 

Mr. Raub returned to Lancaster in 
1895, and, with his younger brother, 
Harry Lyman Raub, established a sheet 
metal working plant. The business was 
operated as a partnership until 1898, 
when Richard M. Reilly was admitted 
and the firm name changed to the 
Lancaster Sheet Metal Co., the com- 
pany doing a general sheet metal busi- 
ness, representing manufacturers of a 
variety of special goods in that line. 

The name of the company was 
changed to the Sheet Metal & Supply 
Co. in 1908, the firm then becoming job- 
bers of plumbing, steamfitters’ and tin- 
ners’ supplies. In 1921 the sheet metal 
department was discontinued. The busi- 
ness was incorporated in 1919 as the 
Raub Supply Co., with Mr. Raub as 
president and general manager. It has 
branches in Harrisburg, Pa., Philadel- 
phia and Wilkes-Barre, Pa., and han- 
dles plumbers’ and tinners’ supplies, 
boilers and radiators, iron pipe and fit- 
tings, machinery and mill supplies. 

Mr. Raub was a former president of 
the Lancaster Chamber of Commerce. 


. He was also a member of many clubs, 


fraternal organizations and _associa- 
tions, and initiated a number of suc- 
cessful civic movements. He is survived 
by a son, Stuart H. Raub, who is asso- 
ciated with the Raub Supply Co.; a 
daughter, Ethel G. Raub, and _ five 
grandchildren. 


Theodore F. Merseles 

Theodore Frelinghuysen Merseles, 
president of the Johns-Manville Corpo- 
ration, New York, died from a sudden 
heart attack at 10 o’clock Wednesday 
evening, March 6th, in the Del Monte 
hotel, Del Monte, California, following 
an illness of only a few days. He was 
65 years of age when he died. 

Mr. Mer- — a 
seles,known ° 
as one of 
the coun- 
try’s most 
successful 
business 
leaders, was 
particular- 
ly known 
for his out- 
standing 
accomplish- 
ments in re- 
organiza- 
tion, mer- 
chandising 
and sales 
leadership in connection with his serv- 
ice as vice-president and general man- 
ager of the National Cloak and Suit 
Company, president of Montgomery 
Ward & Company, and president of 
Johns-Manville Corporation. 

Born August 17th, 1863, in Jersey 
City, a descendant of early Dutch set- 
tlers, Mr. Merseles finished school at 
eighteen and began his long career of 
business achievements with the Penn- 
sylvania Railroad and Trunk Line As- 
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The 
“VERITAS’ 
WHEEL 
DRESSER 








SAFE 
SIMPLE 
EFFECTIVE 
EASILY 
RENEWABLE 
MOST ECONOMICAL 


Made in 
Sweden 


“VERITAS” 
The — Grinding Wheel Dresser meets all the 


requirements of a tool for the general dressing and truing 
up of emery, carborundum and other grinding wheels. 
The rol Iconsists of hardened steel plates with ‘*U” shaped 
teeth which keep their sharpness until they are completely 
worn out. The spindle is provided with a lubricating 
cap. 


We carry a full line of circular files and torches 


Write for catalogue 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn. Seattle, Wash. Montreal, Can. 











WOOD WORKING 
MACHINES 


Customers are not so much 
interested in low priced 
wood working machinery as 
in lower production costs. 
That is where Crescent 
Wood Working Machines 
show up to great advantage, 
and they are not high priced 
either. 
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The CRESCENT MACHINE Co. 
96 COLUMBIA ST. LEETONIA, OHIO 




























We have acomplete stock 
of helps to promote sales 
for Crescent dealers. 














To Dealers in Mill, Mine and 
Factory Supplies 


There is a lot of advertising being used on: 
Mechanical VS Electrical Motor Drives 
— VS Individual Drives 
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T he Besed & W hite Co., pioneers in the Friction Clutch 
Industry, build a comple te line of Friction Clutches best 
suited for every J powe r applic ation in use today. 


The standard “M&W” Friction Clutch, with its long- 
familiar and much-copied design, is still in demand for 
moderate speeds and ordinary working conditions . . 
but for high speed installations, Mechanical or Electrical 
Drives, a different type of “M&W” Friction Clutch is 
recommended. 

When it is desired to make an installation requiring 
lubrication only once or twice a year, one point adjustment, 
a De Luxe type of “M&W” Friction Clutch is recommended. 

All types of “M&W” Friction Clutches are guaranteed 
to be trouble-free, and are sold on a user-be-satisfied basis. 

You know the conditions in your territory ... talk up 
Moore & White Friction Clutches . . . we'll back you to 
the limit, and get in line for your share of the profits that 
can be had by selling the “M&W” Friction Clutches .. . 
the fastest selling and most dependable Friction Clutches 
sold today. 


CATALOGS “C” UPON REQUEST 
THE MOORE & WHITE CO. 


2711 to 41 No. 15th. St., 33 Philadelphia, Pa. 
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CHASE 


Factory and Warehouse 


acne 








Write for Catalog No. 300 
THE CHASE FOUNDRY & MFG. CO. 


COLUMBUS, OHIO 


Manufacturers of Roller Bearing Trucks and Industrial 
Cars of All Kinds for All Purposes 
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View 
Style BB 50 
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sociation as clerk and _ stenographer. 
One of his fellow clerks, W. W. Atter- 
bury, later became president of the 
Pennsylvania system. On October 24th, 
1888, Mr. Merseles married Miss Eliza- 
beth Rich of Jersey City. 

When the World’s Fair opened in 
Chicago in 1893 young Merseles trav- 
eled west in search of opportunity. In- 
spired by the great bicycle fad of the 
middle nineties, he found an outlet for 
his instinctive merchandising genius 
with a small concern, the Western 
Wheel Works, becoming its vice-presi- 
dent and general manager. Mr. Mer- 
seles, before he left the company, built 
it into one of the country’s leading bi- 
cycle manufacturers. Competition in 
the field becoming intense, Mr. Mer- 
seles negotiated a combination with 
Col. A. A. Pope of Hartford and A. G. 
Spalding of Chicago, resulting in the 
American Bicycle Company, known as 
“the bicycle trust,” with Mr. Merseles 
as vice-president. 

At the age of forty, Mr. Merseles de- 
cided to seek other fields of endeavor, 
and, seeing opportunity in the mail or- 
der business, in 1903 he joined the Na- 
tional Cloak and Suit Company, which 
was then doing an annual business of 
about one million dollars. He stayed 
with this company for eighteen years, 


becoming vice-president and general 
manager. When he resigned in 1920, 


to become president of Montgomery 
Ward & Company, the business of the 
National Cloak & Suit Company to- 
taled fifty million a year. 

Selected by J. P. Morgan and Com- 
pany to guide Montgomery Ward & 
Company out of its post-war $9,000,- 
000 deficit of 1920, Mr. Merseles with 
his new policies, new merchandising 
plans and able leadership, brought this 
pioneer mail order house back to an en- 
viable position. Then again, in 1927, 
J. P. Morgan & Company needed his 
assistance, and he resigned from Mont- 
gomery Ward to become president of 
the Johns-Manville Corporation, as- 
suming that position in August, 1927. 
Without previous experience in the as- 
bestos business, but by application of 
his exceptional organizing and mer- 
chandising ability, he brought about 
successful results in sales and profits. 

Mr. Merseles, in addition to serving 
as president of Johns-Manville Corpo- 
ration, was president of the Canadian 
Realty Corporation, director and chair- 
man of the executive committee of 
Montgomery Ward & Company, and a 
director of J. I. Case Threshing Ma- 
chine Company, Continental & Commer- 
cial National Bank, Chicago; Northern 
Pacific Railway Company, Seaboard 
National Bank of New York, Celanese 
Corporation of America, and a trustee 
of the Mutual Life Insurance Company. 
He was a member of the following 
clubs: Union League, Chicago; Union 
League, New York; India House and 
Bankers club. His home was in Bronx- 
ville, N. Y. He is survived by his 
widow, Mrs. Elizabeth Rich Merseles, 
and two sons, Herbert E. and Theodore 
I. Merseles. 





Reuben H. Donnelley 

Reuben H. Donnelley, vice president, 
R. R. Donnelley & Sons Company, Chi- 
cago, and president of the Reuben H. 
Donnelley Corporation, also of Chicago, 
died February 25th at the Blackstone 
hotel, Chicago, from a heart attack, 
following a protracted illness. He was 
born in Brantford, Ontario, on August 
20th, 1864, but spent practically his en- 
tire life in Chicago. After leaving the 
old University of Chicago, he entered 
the employ of the Chicago Directory 
Company, of which he later became 
president, and which eventually became 
the Reuben H. Donnelley Corporation, 
which handles classified telephone di- 
rectories and conducts a large direct 
mail advertising service, with offices in 
Chicago, New York, Los Angeles, etc. 
Mr. Donnelley was a past president of 
the Association of Directory Publish- 
ers. 

While still a young man Mr. Donnel- 
ley also entered the stock brokerage 
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REUBEN H. DONNELLEY 


business as a partner of Knight, Don- 
nelley & Company. He was president 
of the Chicago Stock Exchange in 1901- 
1903. In 1905, however, Knight, Don- 
nelley & Company failed, and Reuben 
H. Donnelley became sales manager of 
R. R. Donnelley & Sons Company, 
which had been founded by his father 
many years before. In 1919 he was 
elected president of the Associated Ad- 
vertising Clubs of the World. 

When prosperity came to Mr. Don- 
nelley, he determined to _ personally 
make good all of the losses that had 
been incurred through the bankruptcy 


of Knight, Donnelley & Company, since - 


he recognized no distinction between a 
moral and a legal obligation. He set 
about to locate all of the former cred- 
itors or their heirs, and in 1927 had lo- 
cated the last of them. He repaid them 
all in full, including 22 years’ interest. 
These payments amounted to approxi- 
mately $700,000, but Mr. Donnelley had 
handled the matter so quietly that not 
even his associates in his companies 
knew anything of his action until some 
of the people who received the checks 


gave the facts to the newspapers. 

Mr. Donnelley’s interests were wide, 
and everyone who knew him was his 
friend. To an unusual degree his open- 
hearted friendliness inspired friendship 
on the part of all with whom he came 
in contact. His many quiet charities 
were an expression of his kindliness. 

His funeral was held on February 
28th from his late residence at Lake 
Forest, Illinois, the officiating clergy- 
men being Reverend J. K. McClure, Dr. 
John Timothy Stone of the Fourth 
Presbyterian Church of Chicago, and 
Reverend Dr. Erdman of Princeton. 

Mr. Donnelley was a member of the 
Chicago and Union League clubs, and 
of the South Shore, Onwentsia, Shore 
Acres and Old Elm Country clubs, and 
other organizations. His wife, Laura 
Thorne Donnelley, died in 1919, but he 
is survived by his mother, Mrs. R. R. 
Donnelley; his sister, Miss Naomi Don- 
nelley; his son, Thorne Donnelley; his 
daughter, Mrs. Eleanor Donnelley Erd- 
man, and his brother, Thomas E. Don- 
nelley, president of R. R. Donnelley & 
Sons Company. 


W. Marshall Turner 

W. Marshall Turner, president of the 
Turner Supply Co., Mobile, Ala., died 
in Mobile Saturday, March 16th. Mr. 
Turner was president of the Southern 
Supply and Machinery Dealers’ Asso- 
ciation in 1920-1921, and chairman of 
the association’s executive committee in 
1921-1922, and was for many years a 
leader in the mill supply business in 
Mobile. He took an active interest in 
the affairs of the Southern Association 
and the industry as a whole, and was 
well known in the field. 





Eugene J. McCarthy 

Eugene J. McCarthy, president of 
Beals, McCarthy & Rogers, Inc., Buffalo, 
well known distributors, died March 
7th. He was 61 years of age. Follow- 
ing his affiliation with a hardware com- 
pany in Auburn, N. Y., Mr. McCarthy 
located in Buffalo, in 1888, and attained 
success as a salesman for Beals & 
Brown. His advancement was steady. 
In 1917 the company name was changed 
to Beals, McCarthy & Rogers, and Mr. 
McCarthy was elected president. Mr. 
McCarthy was formerly president of 
the American Steel and Heavy Hard- 
ware Association, and was a leader in 
trade, civic and club activities. He was 
a director of the Manufacturers’ & 
Traders-Peoples’ Trust Co., and the 
Irish-American Savings & Loan Asso- 
ciation, as well as vice-president of Mc- 
Carthy Bros. & Ford, an electrical sup- 
ply wholesale house. 


Charles W. Bingham 

Charles W. Bingham, former presi- 
dent and son of the founder of The W. 
Bingham Co., Cleveland, distributor of 
factory, mine and railroad supplies and 
hardware, died in Cleveland, March Ist. 
Mr. Bingham retired from active busi- 
ness a number of years ago, although 
retaining directorships in various com- 
panies. He was also formerly president 
of The. Standard Tool Co., Cleveland. 
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Helping dealers~/rom coast to coast 


Jenkins publication advertising 
reaches valve buyers from the 
Atlantic to the Pacific, from the 
Great Lakes to the Gulf. Valve 
buyers to the number of over 


of valve stamina—and more. It 
is a message which urges the buyer 
to purchase through his own local 
mill supply house. 


820,000 . including architects, 
engineers, plumbers, heating con- 
tractors, factory superintendents, 


building owners in every section of 


Thousands know Jenkins through 
a 65-year reputation as well as 
through the advertising. Identify 
your sales efforts with Jenkins 


the country. Valves, and you are meeting 
your customers on a familiar 


footing. 


JENKINS BROS. 


80 White Street, New York, N.Y. 


The Jenkins message is the story 


133 No. Seventh Street, Philadelphia. Pa. 
§24 Atlantic Avenue, Boston, Mass. 646 Washington Boulevard, Chicago. Ii! 
JENKINS BROS., Limited, Montreal, Canada; London, England 
Factories: Bridgeport, Conn.; Elizabeth, N.J.; Montreal, Canada 
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Tue Mitt Suprpty SatesmMAN Was Founded by Ernest H. Smith in 1922, and Dedicated to the Practical Application of Correct Sales Principles in the 


Distribution of Mill Supplies. 








Pigs Is Pigs and Orders Are Orders 


It Is Up to the Salesman Who Would Succeed to Accept Instructions 
Gracefully and Obey Them Intelligently 


“Mr. Johnson, bring me the sex- 
tant,” said the captain to the second 
mate. 

“Yes sir. Where is the sextant, 
sir?” queried the mate. 

“T said, Mr. Johnson, bring me the 
sextant,” reiterated the captain, and 


the mate disappeared down the 
hatchway. 
Thus a novelist indicated what 


the captain of a ship expected when 
he issued an order. It was the 
business of the mate to know how to 
carry out the orders issued to him. 
The position of the captain was, “I 
can issue the orders, but it is not 
my business to furnish the brains 
to carry them out.” However, the 
sales manager who attempted to 
carry out the practice of a sea cap- 
tain or an army captain in issuing 
orders to his men would no doubt 
soon find himself in trouble. 

It is said that Lick, the man who 
built the great observatory that 
bears his name, had a method of 
his own for testing out the young 
men who applied to him for work. 
He would order the applicant to go 
out into the woods and dig up a 
small tree, bring it in and plant it 
upside down in the yard, putting the 
branches underground and leaving 
the roots sticking up in the air. If 
the applicant carried out the intruc- 
tions in direct, unquestioning man- 
ner, he got the job. He showed that, 
no matter what else he knew or 
did not know, he had learned to obey 
orders. If he stopped to ask ques- 
tions or to comment upon the ap- 
parent folly of the act, he was in- 
formed that his services would not 
be required. 

We may have our opinions as to 
the wisdom or folly of such a method 


FRANK FARRINGTON 


of procedure, and the Lick test might 
not be successfully adapted to the 
hiring of salesman, but it must be 
admitted that there is an advantage 
in finding out, in hiring salesmen, 
whether they are men who know how 
to obey orders. Personally, I think 
I would hire the man who was clever 








FRANK FARRINGTON 


enough to find a way to get before 
me his idea of the foolishness of 
planting trees bottom side up, while 
at the same time seeming to carry 
out my orders without objection. 
Proof that he could do that would 
be better evidence of ability than 
blind obedience to absurd orders. 
Orders might be used to test intelli- 
gence as well as to test obedience. 

One reason why some salesmen 
fail is that they cannot take orders 
and go ahead and carry them out 
unless they are accompanied by full 


details on how to execute them. 
Salesmen of that type cannot dig up 
their own details or supply the omit- 


‘ted specifications. 


The private soldier is not usually 
expected to supply initiative. He 
is expected to do just what he is 
told. If he goes beyond the objec- 
tive given him, he may exhibit great 
bravery, but may make trouble for 
himself and for others by so doing. 
He often does not know the reasons 
behind the orders given him. 

It is different in salesmanship, 
and yet good judgment is necessary 
if the man is to go beyond orders 
and avoid mistakes and failures. The 
salesman is supposed to understand 
something of the reasons for the 
orders given him. He is supposed 
to know how to carry them out. He 
often is expected to have enough 
ability to make it possible for him 
to exceed his actual instructions in 
certain instances. Sales managers 
like to be able to give a man orders 
as the order was given to Rowan to 
carry the message to Garcia, know- 
ing that they will be carried out with 
an intelligence that will meet emer- 
gencies successfully, without its be- 
ing necessary for the salesman to 
call up the house at the least unusual 
situation to ask what to do. 

When the elder Bennett wanted a 
man to go into Africa and find David 
Livingstone, he sent for Henry M. 
Stanley and told him he wanted him 
to go and find Livingstone. This 
was practically all the instruction 
given: “Go and find Livingstone. 
Here is the money.” The rest was 
up to Stanley. If Stanley did not 
know what to do, it was his business 
to find out. If he could not find out, 
he could not go, or going, he would 
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make a failure of the expedition. 
The sales manager wants to feel 
about the salesman as Bennett felt 
about Stanley, that he has the right 
man for the job, the man who can 
put it across because he knows how 
without having to ask a thousand 
questions. 
No Standardization in Selling 

A soldier is not given an order to 
attack until he has been taught how 
to attack. He is told to do some- 
thing he is known to understand. 
In the case of the soldier little is 
taken for granted. He must be 
taught in the army in a standardized 
way. When one top sergeant takes 
over a squad of trained soldiers, he 
knows they have been trained, no 
matter by whom, to do their work 
just as he would train them to do it. 

In a selling force it is not that 
way. The sales manager takes over 
a salesman who has had experience 
and training, and hopes the man will 
be able to do the work the way he 
wants it done, but he cannot depend 
upon the salesman to act in a stand- 
ard manner under given conditions. 
Every salesman is an_ individual 
proposition and his success is prob- 
ably based upon his individual 
methods. The sales manager issuing 
orders to a new man has to take 
something for granted. The sales- 
man ought to know what is expected 
of him and how far to go when left 
to his own initiative. 

Men who are carrying out orders 
frequently cannot understand the 
reasons for the orders, and do not 
always realize that they do not neces- 
sarily need to understand them. All 
they need to do is to accept the 
orders and adjust themselves to the 
situation. If a salesman cannot 
adjust himself to his orders, he is 
probably a misfit. 

The Calumet Baking Powder Co. 
once issued a little sales manual in 
which was the following statement: 
“Thousands of tons of energy are 
wasted every year in business insti- 
tutions by young men who cannot 
adjust themselves to their superiors. 
I do not mean to say that when an 
employe fails to adjust himself to 
his employer that the employe is 
wrong in the point for which he 
fights. He may have a plan that is 
far superior to that of his employer. 
* * * But the young man must try 
to remember that he is the one who 
must do most of the adjusting.” 

In other words, the company and 
the sales manager are established 
facts, relatively permanent. Sales- 
men come and go. If one or the other 
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is to be changed to bring about 
agreement and coordination, the 
salesman is the one. He can make 
the adjustment or he can go. The 
organization continues just the same. 

Some salesmen are always want- 
ing the sales manager or the com- 
pany to be different in some way. 
They stick to their own ideas and 
hope that the day will come when 
the boss will decide he has been 
wrong all the time and change his 
methods to suit them. They wait 
and hope for a change on the part 
of the company instead of making 
the necessary change on their own 
part. They take chances of being 
discharged for failure to adjust 
themselves, when adjustment would 
make it easier for them to accept 
orders and carry them out. 

Some Men Resent Authority 

There is latent in some men a 
feeling of resentment toward the 
principle that certain others have 
the right to order them to do this 
or that. They object to authority 
on general principles. These fellows 
wear a chip on the shoulder. They 
do what they are told merely because 
they have to have the money. If 
they dared take the chance of losing 
their jobs, they would tell the sales 
manager where he gets off whenever 
he issues an order. 

When a salesman is unfortunate 
enough to have that mental attitude, 
he holds himself back. He is tak- 
ing the position that he knows more 
about running the business than the 
men at its head. The fact that he 
keeps still about the way he feels 
saves him some trouble, but he is 
handicapped by his attitude. 

Cheerful acceptance of and dili- 
gent obedience to orders eliminate 
much friction. They raise the sales- 
man in the estimation of the sales 
manager. There must be men to 
give orders. There must be orders. 
There must be men to obey orders. 
Resentment toward the system, ob- 
jection to orders, criticism of those 
who the orders, can mean 
nothing but dissatisfaction and 
discharge. 


issue 


‘“‘What Do You Need Today?” 
The Salesman Won’t Get Far if He 
Rests His Case on That 

There was an amusing story told a 
few years ago concerning a salesman 
of advertising space in business 
magazines, which bears repeating. 
This man had a little business of his 
own. He represented four publica- 
tions in a certain territory and was 


paid entirely on a commission basis. 
It was said of him that he would 
walk into the office of a prospective 
buyer of space, lay the four maga- 
zines open on the table and ask the 
prospect if he would buy space in 
any of them. 

While the story is probably exag- 
gerated, it gives rise to a thought on 
the selling of mill supplies. The 
salesman for a mill supply house who 
would enter the office of a prospect 
or customer and ask him, “What do 
you need today?” may not be quite 
as out of line as the subject of the 
story, but, in most cases, he probably 
isn’t showing the right kind of sales- 
manship, unless he is simply using 
the question as an opener. 

Many salesmen try to stress the 
sale of certain items on every call, 
the items selected being chosen be- 
cause the salesman not only knows 
the customer can use them but be- 
cause they are items carrying a good 
profit. Whether it is advisable to 
open the sales conversation with a 
talk on a “leader’’ chosen for the 
occasion, and to end it with a query 
as to other items needed, making a 
number of suggestions; or whether 
it is best to make the general query 
first, receive orders the buyer is all 
ready to give, and finish up with a 
talk on certain items, depends en- 
tirely on conditions. One plan might 
be best in approaching one buyer, 
while the other would be preferable 
in dealing with another. 


Little Things That Help 
As a means of saving time and 
effort and making a favorable im- 
pression on customers, the salesman 
should have his portfolio handily ar- 
ranged. He should be able to reach 
into it and extract the form, piece of 
literature or whatever else he wants, 
almost as dexterously as the typist 

finds the keys of her typewriter. 


Merely a Diet Note 

Do you ever have a heavy feeling 
after luncheon, a desire to sit down 
and snooze rather than get out and 
hustle for business? If so, consider 
your diet. Are you in the habit of 
indulging in a big steak with all the 
trimmings, or a heavy plate dinner 
at noon? That being the case, try 
a change for a few days. A light, 
substantial luncheon may carry you 
through the afternoon hours with 
just as much enthusiasm and energy 
as you have early in the morning. 
They say most all of us eat too 
much, 
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John Says You Can’t Get Away With It 


Wherein the Eminent Sales Supervisor of Milner Supply Gives 
His Opinion of Unnaturalness in Approach 


“Well, boys, let’s go,” said old 
John Rosey, as he hurried into the 
conference room of the Milner Sup- 
ply Co. And thus informally the 
weekly meeting of the sales force 
was called to order. 

“Anybody got anything on his 
chest?” the sales supervisor contin- 
ued as he busied himself at filling 
the old familiar briar. “I haven’t 
anything particular to bring up, as 
things seem to be going along rather 
smoothly right now, but I never saw 
the time when we didn’t have plenty 
to talk about, and I have seldom 
heard a discussion here that didn’t 
react to the benefit of the company 
and salesmen. So again I say, ‘Let’s 
go.” Everyone is at liberty to speak 
his piece.” 

“Well, John, I have had some- 
thing on my mind for several weeks, 
although it isn’t anything that ap- 
plies particularly to the business of 
the Milner Supply Co.,” said one of 
the salesmen. 

“Doesn’t make a bit of difference,” 
said old John. “Chances are it’s 
worth discussing. Let’s hear it.” 

He Makes a Tornado Blush 

“Tn calling on my customers I have 
frequently met a salesman in an- 
other line whose manner has caused 
me to do considerable thinking about 
the best way of approaching cus- 
tomers,” the salesman continued. 
“This fellow is a big, blustery chap, 
who literally ‘blows’ into an office 
with such force that it seems as if 
he pulls a draught of air through the 
door after him. 

“At times I have been waiting out- 
side the buyer’s office when he has 
been inside, and he talks so loudly 
that everyone in the anteroom can 
hear everything he says. He seems 
cocksure of himself, and absolutely 
certain he can sell his line to whom- 
ever he approaches. How successful 
he is, it is hard to say, for the 
buyers in all cases have talked much 
lower than he, so low, in fact, that 
you couldn’t distinguish what they 
were saying. His appearance when 
he leaves a buyer’s office always 
indicates success, however, for he 
breezes out just as noisily and cock- 
surely as he enters. Of course, that 
may be all part of his game. 

“Now I am hardly a timid sort, 
but I don’t display much in the way 


of bluster. In the presence of some 
hard buyers I am sometimes tempted 
to get rather ‘rough,’ but I never 
do. But this man’s attitude causes 
me to wonder if a little more ‘noise’ 
and ‘bluff’ in some cases would help. 
You’ve been in the selling game for 
a good many years, you have come 
in contact with all kinds of buyers, 
and have had plenty of chance to 
observe various types of salesmen, 
so I would appreciate it if you would 
give me your thoughts on this ques- 
tion.” 

John puffed thoughtfully at his 
pipe for a few minutes. Finally, he 
started speaking slowly, weighing 
his words carefully. 

“In the first place, Bill, if it isn’t 
natural for you to be ‘noisy’ and 





Mere Noise Won’t Do 


to bluff, don’t try to adopt that man- 
ner,” he said. “You just simply 
can’t get away with it. You may 
prime yourself for a ‘big show,’ but 
if the buyer comes back at you just 
as strong as ever, the chances are a 
hundred to one you will wilt, and 
eventually slink out of the office like 
a beaten dog. 

“T know the type of salesman of 
whom you speak. He is a fellow who 
has always been known for his 
‘nerve.’ Probably as a boy he bluffed 
out nine of ten boys who crossed 
him. Some of these gruff, noisy 
fellows are excellent salesmen. A 
lot of them are the best fellows in 
the world. Their manner is often 
an outer cheap metal crust conceal- 
ing a heart of gold. 

“Very often, too, these fellows are 
gruff and noisy only in certain in- 
stances. In approaching some buy- 
ers, they may be as meek and gentle 
as alamb. In other cases, they may 


have exactly your manner of ap- 
proach until they get to know the 
buyer well, and the buyer, under- 


standing them well, often gets a 
‘kick’ out of their noisiness. 
“However, as a general rule, I 


don’t believe that type of salesman 
gets very far these days, especially 
where the men buying his line are 
skilled in their work. What the mod- 
ern, efficient buyer wants to meet 
is a salesman who can present his 
case clearly and logically, and answer 
any questions the buyer may ask. 
As we have said time after time in 
these meetings, the prime requisite 
for successful salesmanship is knowl- 
edge. 

“T would say that the most im- 


_ portant requisite for approach today 


is naturalness. That doesn’t mean 
that a salesman must not constantly 
study his methods, and alter them 
where necessary to suit all or specific 
cases. He can still do that and be 
natural, just as a golf player can 
improve his swing and still be nat- 
ural. In fact, either the salesman 
or the golfer, after mastering an 
improved method, may find it is 
really more natural than the one 
he originally used. Very often, too, 
the salesman finds he must use dif- 
ferent methods in approaching dif- 
ferent buyers. This he can also do, 
and still be within the sphere of 
naturalness. But a man should rarely 
attempt to do anything for which 
he is not fitted, and that is just what 
a man does when he tries bluffing 
and bluster when it is directly op- 
posed to his nature. 

Approach Must Often Be Altered 

“TI do not believe it is out of place 
here to emphasize the necessity for 
altering the approach to suit indi- 
vidual cases. Unless a salesman has 
that faculty, in most cases he had 
better seek another game. As long 
as people have individual character- 
istics, we will find different types of 
buyers. One buyer may like to talk 
a bit about his business or his hobby, 
and the salesman must be a cheerful 
and attentive listener, up to a cer- 


tain point. Another may require 
the salesman to go into long ex- 
planations. Another may want the 


salesman to get down to brass tacks 
immediately and state his case as 
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briefly as possible. And so on down 
the line. Just as an army leader 
must consider the position of the 
enemy, the terrain, or the enemy’s 
tactics, in planning his attack, so 
must the salesman consider all fac- 
tors before determining upon his 
approach to a buyer. Very often, 
too, he may have to alter his method 
after an interview is under way. 
“But, to get back to naturalness, 
just to prove to you it goes a long 
way in successful selling, I will cite 
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one instance. I have a friend who is 
now sales manager for a big man- 
ufacturing organization. That chap 
when selling was apparently one of 
the meekest of men. He was as 
deferential to the information girl 
in a customer’s office as one of us 
would be to the president of the 
United States. When he entered the 
buyer’s office, he invariably hesitated 
as though bashful, and he never 
raised his voice beyond a certain 
pitch, no matter what the occasion. 





Ideas in 


Salesmanship 


Originality May Be Applied Successfully in That 
Field Just as Well asin Any Other 


Every once in a while one hears 
the statement, ‘Well, he had an idea, 
and followed it through, and that’s 
why he has been a success.” 

Such a statement usually refers to 
some man who has built a business 
idea into a thriving business. Though 
the highways and by-ways are now 
literally crowded with barbecue 
stands, a few years back someone had 
the original idea of establishing such 
a stand, and carried it through, and 
others followed suit. A few years 
ago the sandwich shop, as such, was 
unknown. Today every large city has 
many of them, and some are operated 
under the chain plan. But someone 
had an idea to establish the original 
sandwich shop or a chain of such 
shops, and he put that idea into ef- 
fect. There are hundreds of other 
instances of ideas that developed into 
profitable businesses, not only for 
the originators of the ideas, but for 
others who followed their lead. 

The average mill supply salesman 
will probably be a mill supply sales- 
man or an executive of a mill supply 
house all of his working life. Selling 
mill supplies is his adopted profes- 
sion, either through choice or acci- 
dent. He likes the business. He 
wants to succeed in it. Some of the 
most successful mill supply salesmen 
move up. But even those who do not 
go up (so far as advancing to an ex- 
ecutive position is concerned) have 
the opportunity to make a thorough 
success of salesmanship—and they 
will do so if they are hard workers, 
and are on the lookout for ideas that 
will help them to build their sales. 

Given a market which is _ not 
strictly a seller’s market (where any 
man with a pad and pencil can secure 
all the orders he can handle), an in- 


vestigation of methods of notably 
successful salesmen will undoubtedly 
reveal the fact that they are men of 
ideas who have put their ideas into 
practice. They may not have origin- 
ated plans that have induced them to 
desert the selling game to estab- 
lish businesses of their own, and 
they may not have caused the world 
to marvel at the mind that could 
conceive, and the courage that could 
put into effect a great money making 


PLAN YOUR WORK 
THEN WORK YOUR 





idea, but they have made a great suc- 
cess of their own work. 
Much Room for Individuality 
The salesman for a mill supply 
house is given a definite territory to 
cover. He is supposed to comb that 
territory as thoroughly as possible, 
securing for his house every possible 
bit of business. 
establish certain general rules and 
certain policies to which he must ad- 
here, but, generally speaking, he is 
left to his own resources, and is 
judged almost’ entirely by the 
amount of business he obtains. 
Therefore, the salesman can con- 
sider his operations in his territory 
almost as a little business of his own, 
to be worked in the most efficient way 


His company may — 


Yet he was an A No. 1 salesman—a 
high pressure man, in truth. He es- 
tablished more good distributor con- 
nections for his company than any 
man they ever had, and he inspired 
the distributors in his territory to 
loyalty and big sales. He was per- 
fectly natural, but he was a sales- 
man, and I never heard of his being 
bluffed out by a hard-boiled buyer. 

“No, fellows, don’t be unnatural; 
you can’t get away with it. Be your- 
self always.” 


possible. He can study and work 
that territory much as the chief ex- 
ecutive of a business would plan and 
operate the business as a whole. His 
successful ideas may be in the way 
of a systematic covering of his terri- 
tory, in an effective “follow-up” plan, 
in keeping in close touch with the 
building and improvement activities 
of plants, in establishing resultful 
relations with buyers, and in many 
other directions. It is up to the in- 
dividual salesman to originate his 
own ideas and put them into effect, 
or to apply ideas he knows have been 
worked successfully by salesmen in 
his own or other fields. Truly, sales- 
manship, mill supply salesmanship, 
has opportunity for the man with 
ideas, just as well as any other busi- 
ness or profession. When the sales- 
man’s work becomes routine or mat- 


ter-of-fact, he had better begin 
checking up and trying to inject 
some new ideas into it. 

While the wide-awake salesman 


will undoubtedly develop ideas which 
come to him as a result of his own 
experience in selling, and through 
personal contact with others in the 
selling game, he is neglecting one of 
the finest sources of ideas if he fails 
to do worth while reading, particu- 
larly in that publication which deals 
most intimately with his own field. 
Through study of the reading matter 
pages, which tell of the activities of 
the field and successful methods em- 
ployed, and the advertising pages, 
which carry much information of 
value, the salesman will gain many 
ideas which he can successfully apply. 


Sales Contest Winners 

Ed Logan, of the Charles Bond 
Company, Philadelphia, was the 
winner of a sales contest recently 
conducted by The Dayton Safety 
Ladder Co., Cincinnati. Second place 
went to L. M. Leavick, C. D. Bullard 
Co., San Francisco, and third to W. 
D. Key, The Boyer-Campbell Co., De- 
troit, 
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The Murderer is Caught 


You Had Forgotten All About the Crime, but the 
Police Had Been Following-Up Constantly 


A murder occurs. For days the 
newspapers carry long, illustrated 
accounts of what happened, what the 
police are doing in an effort to arrest 
the guilty party. Then, very often, 
the excitement dies down. For weeks, 
even months, practically nothing ap- 
pears in the papers about the affair. 
Suddenly a “streamer” across the 
front page of the favorite morning 
sheet announces that the murderer 
has been caught. You had almost for- 
gotten the murder, but the police had 
not. 

Something else comes up, not in 
police jurisdiction. The papers give 
it plenty of publicity for a time, and 
then interest in it apparently dies 
down. The incident or the proposi- 
tion may have been put away in your 
warehouse of forgotten things. Then 
some bright morning it flares up 
again in the press. The newspaper 
and the reporter assigned to the 
story had not forgotten the matter. 


The reporter had undoubtedly been 
in constant contact with the individ- 
uals who could keep him in touch 
with new developments. 

The salesman of mill supplies can 
well take notice of the effective fol- 





Keep Constantly After ’Em 


low-up methods of the police and 
newspapers. Supposing he notes that 
a new factory is to be built in his 
territory. If he is a live wire, he 
will immediately get in contact with 
the builders to do preliminary work 


in an effort to secure for his house 
the order for the new equipment that 
will be installed. The owner may ad- 
vise him it will be six months before 
any new equipment is. ordered. 
Should he then retire from the scene 
until six months have expired? If 
he doesn’t return for six months, he 
may find the order ‘had been given 
two months earlier. Naturally, he 
shouldn’t pester the builder to death 
by calling on him every week, but 
he should call again long be- 
fore the six months are up, perhaps 
several times. 

But the necessity of good follow- 
up work is not confined to cases 
where it is known that a plant is in 
the market for new equipment. It 
is necessary in the case of every 
customer, no matter how good or 
long standing a customer he may be. 
If a salesman sells a customer cer- 
tain items, he should determine upon 
a date when there will be need for 
more of those items, make a note of 
it and check up on the matter at the 
proper time. When there is a pros- 
pective customer in his territory 
whom the salesman has not been 
able to line up, he should keep in con- 
stant touch with him. 
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A STRIKING IMPROVEMENT IN ONE OF THE OLDEST TOOLS ~ 


WE WILL REPLACE FREE OF CHARGE EVERY TRIPLE-IFE BLADE 
THAT BREAKS IN USE:—and there are no strings to that offer. 


A Hack Saw Blade that will not break or strip:—that’s a ten word message 
of good news that will be eagerly gobbled up by alert men who tire of seeing 
more than 50% of the Hack Saw Blades they purchase break before they 





TRIPLE-IFE HACK SAW BLADES are made from a special tough alloy 
steel, uniformly heat-treated. They will outwear and outlast by far all 
ordinary Hack Saw Blades and at very little additional cost. 


Dealers:—TRIPLE-IFE Blades merit your interest. Continued repeat orders, 
REAL PROFITS and sales co-operation are a few of their many advantages. 
Your territory may still be open. Write us for details. 


The Arion Steel Company 
Boston, Mass., U.S. A. 


deliver a fraction of 
the service they should 
give. 

We not only assure 
you that they will not 


TRIPLE-IFE — "2 — 

it by the broadest 
HACK SAW WE eens oe ps 
Blade. 


BLADES 
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Regardless of how soon a 
caster wheel becomes 
chipped, it must be re- 
placed or costly damage 
to the floor results. 





Bolts, Nuts and Washers manufactured 
from Brass and Bronze may cost slightly Ea 
more than iron and steel products but stopped by equipping the 
the permanent service and protection trucks with Saginaw 
you secure against rust and corrosion Casters. — Wheels 
more than justifies the higher initial can not break and their 


rounded edges always pro- 
expense. tect the floors. 





Write for details on com- 


The H. M. Harper Company paw tee. 
2622 Fletcher Street 
Chicago, Illinois SAG I N AW 

New York St. Louis Los Angeles STAM Pp H N G & TOOL CO. 


Saginaw Mich. 
Representatives in all Principal Cities 
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Flat Top Truck 
Made of Steel 


Have Innumerable Uses 


In the Field You Serve 


We couldn’t tell you all the uses for Trahern 
Pumps. Each day brings us requests for pumps 
for duties which are new to us. This broad field 
for sales coupled with the long life, high effi- 
ciency and low price of Trahern Pumps makes it 
a profitable line for you to handle. The line is 
simplified so that a few models will serve prac- 
tically every pumping need. 
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Answers all requirements for 
heavy duty trucking inside the 
shop or assembly room. Roller 
bearing casters make it ideal for 
inter-department use. Arc-welded 

unusually strong construction. 
Write for full information and 
illustrations of other sizes and 
models. Also illustrating our line 
of bench legs, stools, bar stock 
racks, trucks, stands and other 
steel factory furniture. 





Below is a Trahern pumping gasoline into cleaning machines 
at dry cleaning establishment. 


WRITE FOR NEW CATALOG 


GEO. D. ROPER CORP. ROCKFORD, ILL. 
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POLLAR 


POLLARD BROS. MFG. CO. 


4037 N. Tripp Ave., Chicago, Ill. 























When writing to Advertisers please mention Mitt Supriies 
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James S. Watson has been elected 
vice president of the Link-Belt Com- 
pany, Chicago, and will have head- 
quarters at the company’s Dodge 
Works in Indianapolis, Ind. Mr. Wat- 





JAMES S. 


WATSON 


son was born in Philadelphia and has 
been with the company continuously 
for thirty-four years. In January 
1903, after eight years’ experience in 
various departments, the manage- 
ment selected him to take charge of 
the exploitation of Link-Belt silent 
chain as a power transmitting me- 
dium. For the past nine years Mr. 
Watson has been located at the com- 
pany’s Dodge Works in Indianapolis, 
of which he is general manager in 
full charge of the production of Link- 
Belt silent and roller chain drives. 


E. A. Clapp, former secretary and 
treasurer of the Pyrene Manufactur- 
ing Co., Newark, N. J., has been 
elected president of this company, 
succeeding the late Walter Bauer. 
Mr. Clapp after graduating from 
Williams College in 1906 spent two 
years in Washington and British Co- 
lumbia with the engineering depart- 
ment of the Great Northern Rail- 
way. He then spent some time in 
the sales department of the Lehigh 
Coal Company, and later came to 
New York City where in 1911 he 
joined the Pyrene Manufacturing 


Company in the capacity of advertis- 
ing manager and later became secre- 
tary and treasurer of the company. 
Mr. Clapp will continue the duties of 
treasurer along with those of his new 
office as president. 

W. M. Patterson, previously first 
vice president and secretary of the 
Frick-Reid Supply Corp., Pittsburgh, 
distributor of oil well supplies, has 
been elected president to succeed the 
late W. E. Frick. Richard T. Frick, 
formerly treasurer, has been made 
first vice president, and in addition 
will hold the office of secretary- 
treasurer. 

Frederick S. Blackall, Jr., was re- 
cently elected vice president and gen- 
eral manager of The Taft-Peirce 
Mfg. Company, Woonsocket, R. I. He 
is the son of the late Frederick S. 
Blackall, who for many years, until 
his recent death, was vice president 
and general manager of the com- 
pany. Upon his death in October, 
1928, his son succeeded him as gen- 

ral manager of the company, by ap- 
pointment of the board. The Taft- 
Peirce Mfg. Company is engaged in 
the manufacture of special ma- 
chinery, as well as a standardized 
line of small tools and machinery. 

William E. Cross, 
director cf sales of the Victor Saw 
Works, Inc., Middletown, N. Y., and 
president of the Hack Saw Associa- 
tion of America, Inc., will leave 
shortly for a tour of various sections 
of Europe, terminating with the end 
of June. Mr. Cross will study the 
economic and business conditions ex- 
isting in the industrial centers of 
Europe, with the intention of adapt- 
ing the results of the work to the 
development of hack saw exporting 
in America. On this tour he plans 
to travel through Italy, Switzerland, 
Britain. Mr. Cross presents the fol- 
lowing statement: “The hack saw in- 
dustry is enjoying normal business 
and prospects of the continuance of 
the present state of business are ex- 
ceedingly good. The plants are not 
all working to capacity, but the gen- 
eral situation throughout the indus- 
try is satisfactory. The trend of 


treasurer and 





business is unquestionably leading 
us to a position where an increased 
volume of business is to be enjoyed. 
Under the able leadership of Mr. 
Hoover, with his intimate knowledge 
and his keen interest in the business 
welfare of our country, we are bound 
to enjoy an appreciable enhancement 
of our present national prosperity.” 

S. S. French, president of the 
Berger Mfg. Co., Canton, Ohio, has 
announced the appointment of J. S. 
Sprott as general manager of sales. 
Mr. Sprott was educated as a civil 


SPROTT 


engineer at the Purdue University 
and entered sales work in 1913. Dur- 
ing the past eight years he was vice 
president in charge of sales of the 
General Fireproofing Company, 
Youngstown. 

H. G. Alexander, formerly treas- 
urer of The National Screw & Mfg. 
Co., Cleveland, succeeds his father, 
the late William David Brown Alex- 
ander, as president of this company. 
Other changes in the personnel of 
the National company are as follows: 
D. C. Griese, formerly vice president, 
is now chairman of the board; C. H. 
Palmer has been elected first vice 
president and continues the duties 
also of general sales manager; C. R. 
Elliott has been elected second vice 
president; E. E. Griese, has been 
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Men who know good 
tools choose Lenox 


They know that Lenox Screw Drivers are per- 
fectly hardened to withstand wrench or strain 
without chipping or bending—that Lenox 
handles fit the grip and are guaranteed against 
splitting or loosening. 

Here’s a line of superior quality—attractively 
packaged—well advertised—priced for generous 
dealer profits. 

Get prices and discounts to-day. 


“The Toots in the Pui Bor” 
AMERICAN SAW & MFG. COMPANY 


Springfield, Mass. 
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SELF- 


MYERS oitine 


Power Pumps 


Dependable, low cost power water 
facilities for mill, mine or factory, or 
any other purpose—have them with 
Myers Self-Oiling Power Pumps and 
Water Systems—The complete line 
for every need up to ten thousand gal- 
lons per hour. 
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| DEEP WELL a 
| POWER HEAD 
| PATENTED 
| \ 
AIR | 
VALVE j 0) 
Positive lubrication housed 4 | 
working parts improved 7] 
method of power application, a \ Y 
extra large valves, unre- sce, NEFEMYERS aero Co, 


stricted waterways, these and i 
other equally important feat- Hi 

ures reduce operation costs to “ Bei 
the minimum and increase = 
efficiency to the maximum 

Ask for catalog and informa- 

tion. 


THE F. E. MYERS & BRO. CO. Ashland, Ohio 
PUMPS—WATER SYSTEMS—HAY TOOLS—DOOR HANGERS 


ASKLAND ohio, 
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elected treasurer; F. J. Starek has 
been made assistant secretary and 
treasurer; H. T. Beidler continues as 
secretary, and W. B. Alexander as 
general superintendent. 

George H. Boucher was _ recently 
appointed advertising and sales pro- 
motion manager of the Pyrene Man- 

















GEORGE H. BOUCHER 


ufacturing Company, Newark, N. J., 
to succeed J. P. Smith, who has 
joined the organization of the Detex 
Watchman’s Clock Corporation, New 
York City. Mr. Boucher was for 
ten years associated with the Amer- 
ican Eveready Works and the Na- 
tional Carbon Company in sales ex- 
ecutive work at several of their 
branches, and for the past five years 
has been sales and advertising man- 
ager of the Toilet Ware Division of 
the Fiberloid Corporation, Indian 
Orchard, Mass. 

Fred Baker has become associated 
with Charles H. Besly & Co., Chi- 
cago, as sales engineer, and will 
represent this company in Buffalo, 
Erie, Pa., and Cleveland. Mr. Baker 
was formerly with the Strong, 
Carlisle & Hammond Co., Cleveland. 

Maxwell A. Coe, recently super- 
intendent of the Stanley Rule & Level 
Co., a subsidary -of the Stanley 
Works, New Britain, Conn., has been 
made manager. Philip B. Stanley re- 
signed a short time ago as vice-presi- 
dent of the subsidiary, and Mr. Coe 
will take over part of his work. 

Mr. and Mrs. S. A. Ellicson and 
family have just returned from an 
enjoyable vacation at Melbourne 
Beach, Fla. Mr. Ellicson is president 
of the Chicago Pulley & Shafting 
Co., Chicago. 

K. G. Baker has 
the Cincinnati 


been added to 
sales force of the 
Wagner Electric Corporation, St. 
Louis. He is a graduate of Purdue 
University, and has previously been 





connected with the Century Electric 
Co. and Fulton Iron Works, both of 
St. Louis. 


Nels Rudeen has joined the sales 
force of the R. C. Duncan Co., Min- 
neapolis. He was formerly employed 
by the Northern Machinery Com- 
pany of Minneapolis. 

W. W. Gurr is now serving as east- 
ern representative of R. R. Donnelley 
& Sons Co., Chicago, catalogue pub- 
lisher, with headquarters at the com- 
pany’s New York office. Mr. Gurr 
has been with the Donnelley company 
for a number of years. 


W. Maxwell Arnold has established 
the Alloy Products, Inc., to serve as 
agent in the Chicago district for the 
Williams Alloy Products Co., Elyria, 
Ohio, manufacturer of bearing metal 
and metal packing. Mr. Arnold was 
formerly with John Gill & Sons, 
Cleveland, general contractors. He 
will open offices in Chicago within 
a short time. 

Frank D. Taylor, Jr., secretary and 
sales director of the Peck, Stow & 
Wilcox Co., Southington, Conn., has 
resigned. Mr. Taylor has been in 
the employ of this company for about 
twenty years, serving first in the 
shops and later on the sales staff. 

Ludwell H. Gilmer, founder and 
chairman of the Board of the L. H. 
Gilmer Co., Tacony, Philadelphia, 
has severed his connection with that 
company, except as a director, to 
head a new corporation for the 
manufacture of endless belts. The 
new company will be known as The 
Gilmer Corporation. It will have 
headquarters in Detroit, with fac- 
tory at Auburn, Ind., where it is 
planned to start production on April 
15th. 


Thomas H. Winston, 14 Guaranty 
Industrial building, 2401 Chestnut 
street, Philadelphia, has been ap- 
pointed representative of The Skin- 
ner Chuck Company, New Britain, 
Conn., in the Philadelphia territory. 

B. W. Dimend, who for the past 
several years has been in charge of 
the machine tool department of the 
Smith-Booth-Usher Co., Los Angeles, 
has severed his connection with that 
company and has left for Honolulu 
on a short vacation. 

P. S. Jones, formerly manager of 
the Pittsburgh office of Cutler-Ham- 
mer Inc., Milwaukee, manufacturer 
of electric motor control and allied 
apparatus, has become manager of 
the New York district office of this 
company. He succeeds C. W. Yerger 
who resigned to accept a position 


with the Hanson-Van Winkle-Mun- 
ning Co., Matawan, N. J. T. S. 
Towle, formerly a sales engineer of 
the Pittsburgh office of Cutler-Ham- 
mer has been made manager at 
Pittsburgh. G. E. Hunt who for the 
past ten years was located at the 
Philadelphia office has been placed 
in charge of distributors’ sales. 
Henry W. Armstrong was elected 
treasurer of the Joseph Dixon Cruci- 
ble Co., Jersey City, at the meeting 
of the board of directors held March 
18th, to succeed the late William 
Koester. Mr. Armstrong, a native 
of Jersey City, entered the employ 














HENRY W. ARMSTRONG 


of the Dixon company in 1903 as of- 
fice boy and later became a stenog- 
rapher in the export department, and 
then was transferred to the Crucible 
sales department. In 1917, he was 
practically the first man: drafted in 
the State of New Jersey, his draft 
number being the second drawn. He 
was assigned to the 312th Infantry 
of the 78th Division, where his abil- 
ity was soon recognized and he was 
made regimental sergeant major. 
He served with this organization 
through its entire activity. Upon be- 
ing mustered out of service, he re- 
sumed his old position with the 
Dixon company which he held until 
July, 1920, when he was appointed to 
the position of credit manager. In 
1926 he was elected assistant treas- 
urer of the company. Mr. Armstrong 
for many years has been a member 
of the Northern New Jersey Credit 
Men’s Association, and has also 
served as their vice-president. He 
is a member of the New York Asso- 
ciation of Credit Men, and a regular 
attendant of the conventions of the 
National Association of Credit Men. 
He has served on many important na- 
tional committees, including a spe- 
cial committee on the revision of the 
Credit Men’s Association diary and 
manual of commercial laws. He is 
also a member of a number of fra- 
ternal organizations. 


Joseph Fitzsimmons, former West- 
chester and New Jersey representa- 
tive of the Kennedy Valve Mfg. Co., 
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COPPER 


LOATS—Every Distributor can sell 

Copper Ball Floats by drawing upon } 
our large stock. Diameters from 4-in. | 
to 12-in., for open tank and pressures of 
25, 50, 100 and 150 lbs. Always specify 
pressure to secure prompt shipment. 








VERY Mill Supply Salesman has found 

that in some instances a general service 
babbitt will not meet a customer’s requirements. 
For extremely high speeds and for heavy, crush- 
ing strains, a metal with greater resistance is 
required. 
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Our Distributors meet this need easily with 

OILS — Another item Distributors our “Nickel Genuine”’ Metal. It contains no 

can sell without the necessity of lead, but is amalgamated with nickel, which 
; , gives bearings a polished finish that lessens 

stocking. Made in all metals but steel, friction and reduces wear. 

in all shapes and for all uses. Send 


sketch or blueprint for quotation. Nickel Genuine”’ has a high melting point, 


tensile strength of 13,500 pounds per square 
inch, and a crushing strength of more than 


XPANSION JOINTS —In constant 96,000 qereniie yar wine tench. 


demand for low pressure and vac- 
uum lines. Made in convex and con- } : 
idl thls silk cians cis ten ite dle metal, and “‘Nickel Genuine’’ are a 
re ore i P ‘ winning combination for Distri- 
eter. Ask for quotation. butors. Ask for prices. 


‘‘Frictionless,’’ our general service 





ARTHUR HARRIS & CO. Krictionless Metal Company 


Coppersmiths since 1884 1458-60 Collins Street 
210-218 North Curtis St., Chicago, IIl. SAINT LOUIS, MO. 














There is Profit Swartwout 


for Distributors in seenn Pyeiieate 


GUARANTEED 


A plastic material for re- If a purchaser of any 
taining molten babbitt. 


Our Sales Plan 


We distribute through Supply 
Houses. A prospect is first 
given a generous sample—a 





Swartwout Steam Product 
is not entirely satisfied, 
he may return the equip- \ 
ment and will be refund- 
one-pound package — enough ed the total purchase 
for a bearing job. Sales usually 


price, plus all transporta- 
follow. Ask for sample and 


sen . A MATERIAL 
distributors discount. FOR RETAINING 


MOLTEN BABBITT 


tion charges both ways. 


Ask for catalogue. 


PRODUCTS MFG. CO. | 


Milwaukee Tn yp 


Wis. Sample Package 


THE SWARTWOUT CO. 


18511 Euclid Avenue, 
Cleveland, Ohio 
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Elmira, N. Y., is now covering the 
New England territory for that com- 
pany. Jack Forsythe is covering the 
territory previously handled by Mr. 
Fitzsimmons. 





Field Notes 





The Wood Shovel & Tool Co., 
Piqua, Ohio, maker of the “Moly” 
shovel line, has introduced a new 
line of shovels, spades and scoops, 
which will be called Wood’s “Big 
Fist” brand, and the blade of 
every shovel will be brightly 
stamped with the name “Big 
Fist.” Wilson Wood, president, 
states: “After three years of ex- 
perimenting—preceded by ten years 
of tests on the ‘Moly’ shovel — we 
have developed a new and unusual 
heat-treating process. This special 
process has enabled us to make ‘Big 
Fist’ shovel steel, the hardest and 
toughest on the market, excepting 
only ‘Moly’ itself.” C. L. Butts, sales 
manager, reports that the “Big Fist” 
line will be backed by the most ag- 
gressive merchandising campaign 
ever given to a shovel. Business 
magazines, national publications, and 
mailing pieces will be used. 

The Geo. D. Roper Corp., Rock- 
ford, Ill., announces the appointment 
of Lewis and Company, Philadelphia, 
as its representative in the territory 
comprising the entire states of Dela- 
ware, Maryland, New Jersey, Vir- 
ginia, the District of Columbia and 
the eastern section of Pennsylvania 
as far west as Altoona. 

The name of the Donovan Packing 
& Rubber Co., Philadelphia, has been 
changed to the J. S. Latta Packing 
& Rubber Co., and due to a great ex- 
pansion programme, it was _ neces- 
sary to move to larger quarters at 
3246 Ludlow street. The plant was 
formerly located at 211-217 Bain- 
bridge street. John S. Latta was ap- 
pointed president of the new corpora- 
tion, and Thomas Brennan was made 
secretary and treasurer. Consider- 
able new equipment has been in- 
stalled. 


The Stuebing-Cowan Company, 
Inc., builder of lift and industrial 
trucks and skids, has recently en- 
larged its Holyoke plant, and has 
added considerable new equipment. 


Aeroil Burner Co., Inc., West New 
York, N. J., manufacturer of indus- 
trial oil burning equipment, has re- 
cently opened an office and ware- 
house at 176 North Wacker drive, 
Chicago. A fairly large stock of 
equipment and parts will be carried 





on hand, ready to give service to cus- 
tomers in this section. 


Wagner Electric Corporation, St. 
Louis, announces the addition of K. 
G. Baker to its Cincinnati sales 
force. Mr. Baker is a graduate of 
Purdue University, and has previ- 
ously been connected with Century 
Electric Co. and Fulton Iron Works, 
both of St. Louis. 


Federal-Mogul Corporation, De- 
troit, is erecting an addition cover- 
ing 25,000 square feet at its plant 
No. 1 in Detroit, to house a die cast- 
ing division. D. W. Roger is direc- 
tor of sales. 

Niles Tool Works, Hamilton, Ohio, 
has re-elected the following officers: 
President, J. K. Cullen; vice presi- 
dents, Col. E. A. Deeds and G. A. 
Rentschler; treasurer, John Black. 
Oliver Ackley was elected secretary, 
succeeding E. H. Pierce, resigned. 

National Tube Co., Pittsburgh, re- 
cently opened a district sales and en- 
gineering office at 716 Exchange Na- 
tional Bank building, Tulsa, Okla., 
in charge of W. J. McKee, formerly 
of the operating department at Pitts- 
burgh. Frank R. Braman will as- 
sist Mr. McKee. 

Gears & Forgings, Inc., Cleveland, 
has recently established a Milwaukee 
office at 419 Commerce building, and 
has appointed Robert K. Plummer as 
district sales representative in 
charge of it. Mr. Plummer has been 
with this organization for a number 
of years. 

The Reading Iron Co., Reading, 
Pa., manufacturer of wrought iron 
pipe, has opened a new branch of- 
fice at 1216 Hibernia Bank building, 
New Orleans, La. George E. Tyson 
has been appointed manager of this 
new branch. 


The George H. Tay Company, and 
Holbrook, Merrill & Stetson, both of 
San Francisco, jobbers of plumbing 
and heating supplies, have merged 
under the name of Tay-Holbrook, 
Inc. Headquarters will be main- 
tained at the executive offices of the 
former Tay company, 165 Eighth 
street. 

Blue Devil Fire Extinguisher Co., 
469 Broad street, Newark, N. J., was 
recently organized to manufacture 
fire extinguishers for use on auto- 
mobiles and motor boats. Company 
has factory on East Tenth street, 
New York, which is in operation. 

S. K. F. Industries, Inc., 40 East 
34th street, New York, announces 


that the Buffalo, Detroit and San 
Francisco district offices of the com- 


=7v 


pany are now located in new head: 
quarters. The Buffalo office has 
moved from 517 Manufacturers and 
Traders building to Main and Gene- 
see streets; the Detroit office, from 
6520 Cass avenue to 2820 East Grand 
boulevard; the San Francisco office, 
from 115 New Montgomery street to 
221 Eleventh street. 





New Factories and Additions 





Blanchard Machine Co., State 
street, Cambridge, Mass., manufac- 
turer of grinding machines and 
parts, has awarded contract to Aber- 
thaw Co., Boston, for an addition 
which will cost about $75,000. 

John A. Roebling’s Sons Co., Tren- 
ton, N. J., manufacturer of wire 
rope, cables, etc., will build an addi-. 
tion to be used primarily for storage 
and distribution, which will cost 
about $125,000 with equipment. 

Hopewell Sheet Metal Works, Inc., 
‘Hopewell, Va., has awarded general 
contract for a one-story plant, to 
cost about $25,000 with equipment. 

Thompson Products Co., 2196 
Clarkwood road, Cleveland, manufac- 
turer of bolts, valves and other auto- 
motive equipment, plans to build a 
four-story addition, to ‘cost about 
$160,000 with machinery. 

Sundstrand Machine & Tool Co., 
2531 Eleventh street, Rockford, IIl., 
has awarded contract for one-story 
addition, to cost more than $35,000 
with equipment. 


Robinson Gear & Machine Works, 
2917 First avenue, South, Seattle, 
Wash., has awarded contract for a 
two-story machine shop, 60x85 feet, 
to cost about $25,000 with ma- 
chinery. 

Southwest Welding & Machine 
Co., 625 North Main street, Los 
Angeles, will build a one-story plant, 
100x160 feet, at Alhambra, to cost 
about $35,000 with equipment. 


Norvell-Wilder Hardware  Co., 
1302 Vance street, Houston, Tex., is 
building a one-story storage and dis- 
tributing plant, 150x200 feet, to cost 
about $65.00 with mechanical han- 
dling equipment. 


Eagle-Picher Lead Co., Joplin, 
Mo., is reported planning an addition 
to smelting plant at Ontario, Okla., 
to cost about $100,000 with equip- 
ment. 


Samson Tire & Rubber Co., 733 
East Eighth street, Los Angeles, has 
awarded contract for a one-story 
plant, 265x1,350 feet, with machine 
shop, boiler house and other struc- 
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READY TO SHIP 


The Ohio Valley Pulley Works, Inc. 
DIVISION GENERAL FIBRE PRODUCTS, Inc. 
Maysville, Ky. 











Men Use It 
—because they like it 


MEN like the quick, easy application 
with a hammer as the only tool. 
They like the smoothness of this—the strongest flex- 
ible joint on earth. They like its ready adaptability 
to any type of service. The cost is trifling compared 
SS to the extra protection it gives the belt ends. ‘“‘Never 
. }. _ lets go.” Common sense tells them that the sec- 
+ tional steel rocker hinge pin will outlast any 
: sees larger 


other type of pin. Year after ye 
quantities of all eleven sizes in use. 
Orders for Alligato r Steel Belt Lacing are 
orders of profit for the jobber 


FLEXIBLE STEEL LACING CO. 


4633 Lexington Street Chicago, U.S.A. 


dn England at 135 Finsbury Pavement, London, £. 


Look for this famous Registered 
Trade Mark, now stamped on gen- 
uine Alligator Steel Belt Lacing. 











Bales of excelsior can be kept perfectly safe from fire in a 


“PERFECTION” 
EXCELSIOR CAN 





These cans are also used for storing hay, straw, clean waste, clean 
rags and paper used for packing material and other inflammable 
materials. 

The construction is of heavy galvanized steel, reinforced with 
angle iron. The hinged cover is also reinforced and fit snugly. 
Made in one, two and four-bale sizes. 


Like all Diener products, these cans are good sellers. 
Send for catalogue and distributors’ prices. 


GEO. W. DIENER MFG. CO. 
400-420 N. Monticello Ave., CHICAGO, ILL., U.S. A. 

















THE COLUMBUS 





“Arm & Hammer” 


Genuine Forged Anvil 


Crucible Steel Face 


Prompt Shipments Made From Stock 


Main Office and Plant, 115-129 Frankfort Street 
Columbus, Ohio, U. S. A. 


General Forgings of Wrought Iron and Steel 





ANVIL & FORGING CO. 
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tures, to cost with 


equipment. 


United States Electrical Mfg. Co., 
200 East Slauson avenue, Los Ange- 
les, has plans for a one-story addi- 
tion, 30x220 feet, to cost about $40,- 
000 with equipment. 

Wheatley Brothers Brass & Ma- 
chine Works, 24 North Owasso 
street, Tulsa, Okla., is considering 
building a one-story machine shop, 
to cost about $30,000 with equip- 
ment. 


East St. Louis Casting Co., Six- 
teenth and Kansas streets, East St. 
Louis, Ill., will build a new one-story 
foundry, 110x240 feet, which will 
triple present capacity. Building and 
equipment will cost about $200,000. 

Marine Wire Co., Barclay and 
Western streets, Muskegon, Mich., 
has awarded contract to Strom Con- 
struction Co., 148 Ottawa _ street, 
Grand Rapids, Mich., for a two-story 
addition to cost about $40,000 with 
equipment. 


over $500,000 


Progress Machine Co., Philadel- 
phia, has awarded contract for a one- 
story machine shop. 

Rundle Mfg. Co., Cleveland ave- 
nue, Milwaukee, manufacturer of 
plumbing equipment and supplies, is 
planning to build a branch plant at 
Camden, N. J., to cost about $1,000,- 
000 with equipment. 


Superior Welding Co., 423 Green 
Ridge street, Scranton, Pa., is plan- 
ning to build a one-story addition, to 
cost about $25,000. 


Alexson Machine Co., 6160 South 
Boyle avenue, Los Angeles, has 
awarded contract for a one-story ad- 
dition to machine shop, 60x200 feet, 
to cost about $35,000 with equip- 
ment. 


Geometric Stamping Co., Cleve- 
land, has placed contract with Aus- 
tin Co., for a new plant at St. Clair 
avenue and Fast 200th street, which 
will cost about $500,000. It will in- 
clude a one-story building, 250x400 
feet, with monitor roof, and another 
structure, 60x130 feet, for plating 
and annealing department. 

Cleveland Worm & Gear Co., 3249- 
99 East Eightieth street, Cleveland, 
will build a one-story addition, 35x 
100 feet, to cost about $50,000 with 
equipment. 

Detroit Lead Pipe Works, Inc., 
600 West Larned street, Detroit, 
plans to build a one-story addition 
for pipe manufacture, to cost about 
$70,000 with equipment. 


John Deere Plow Co., 1325 Third 
avenue, Moline, Ill., is building a 





four-story addition, 100x100 feet, to 
branch plant at Fort Wayne, Ind., 
portion of structure to be used for 


storage and distribution, to cost 
about $150,000 with equipment. 
Spartan Saw Works, Inc., Fish 


avenue, Springfield, Mass., will build 
a one-story unit to cost about $35,- 
000 with equipment. 

J. C. Barrett Co., 516 Asylum 
street, Hartford, Conn., manufac- 
turer of metal patterns, etc., has ac- 
quired two acre tract at Elmwood, 
and plans to build a two-story plant, 
40x100 feet, for production of alumi- 
num plate products, to cost about 
$40,000 with equipment. 

Triner Scale & Mfg. Co., Twenty- 
first street and Fairfield avenue, Chi- 
cago, is building a four-story addi- 


tion, 125x145 feet, to cost about 
$250,000. 
Chambersburg Engineering Co., 


Chambersburg, Pa., manufacturer of 
hydraulic machinery, metal-working 
equipment, etc., will build a one- 
story machine shop to cost about 
$130,000 with equipment. 


Aluminum Co. of America, Inc., 
Oliver building, Pittsburgh, plans to 
build a new mill at Alcoa, Tenn., for 
production of bronze powders and 
kindred products, to cost more than 
$700,000 with machinery. 

Bridgeport Brass Co., Bridgeport, 
Conn., will build a one-story addition, 
75x200 feet, to cost approximately 
$65,000 with equipment. 


Ceco Mfg. Co., Providence, R. I., 
manufacturer of radio tubes and 
equipment, has awarded contract for 
a one-story addition, 40x56 feet, 
which will cost about $35,000 with 
equipment. 

B. F. Goodrich Rubber Co., Akron, 
Ohio, plans to erect a one and one- 
half-story factory branch and dis- 
tributing plant, 105x105 feet, at 
Jacksonville, Fla., to cost over $100,- 
000 with equipment. 

Southern Cement Co., American 
Traders’ Building, Birmingham, has 
awarded contract to the Burrell En- 
gineering & Construction Co., 513 
West Jackson boulevard, Chicago, 
for an addition to its mill, 50x100 
feet, to cost over $90,000. 

Electric Sprayit Co., Stephenson 
building, South Bend, Ind., manu- 
facturer of spraying equipment, will 
build a one-story addition, which will 
cost about $45,000. 


Eagle Machine Co., 24 Noble 
street, Indianapolis, has awarded 


contract to William E. Van Landing- 
ham, Lemcke building, for a one- 


story machine shop addition, 40x60 


feet, to cost about $20,000 with 
equipment. 

Boiler, Tank & Pipe Co., 4061 
Piedmont street, East Oakland, 


Calif., will build a new plant on three 
acre tract, to cost approximately 
$45,000 with equipment. 


Pacific Coast Forge Co., 3800 
Aloha street, Seattle, Wash., will 
erect a one-story addition, 50x60 


feet, to cost $18,000. 

United States Electrical Mfg. Co., 
200 East Slauson avenue, Los Ange- 
les, Calif., has awarded contract for 
a one-story addition, 30x220 feet, 
which will cost about $40,000 with 
equipment. 

Bullard Co., Bridgeport, Conn., 
will build a one-story addition at 
Fairfield, 50x75 feet. 

Spicer Mfg. Corporation, Toledo, 
Ohio, manufacturer of universal 
joints, axles and other automotive 
equipment, has awarded contract for 


. an addition to its Pottstown plant, 


which will cost approximately $300,- 
000 with equipment. 

W. L. Brubaker & Brothers Co., 
Millersburg, Pa., is erecting a one- 
story addition, 65x100 feet. 

Consolidated Mfg. Co., North 
Canal street, Dayton, Ohio, manu- 
facturer of metal stampings, alumi- 
num cooking utensils, etc., is plan- 
ning to erect a one-story addition, 
100x300 feet, which will cost ap- 
proximately $85,000 with equipment. 

Franklin Kent Corporation, 68 
Franklin avenue, Brooklyn, is plan- 
ning to build a two-story machine 


shop, to cost about $45,000 with 
equipment. 
Eagle Bronze Works, Ince., 10 


North Bleecker street, Mount Ver- 
non, N. Y., is planning to build an 
addition to cost $45,000, including 
improvements in present plant. 

Metal Hose & Tubing Co., 252 Til- 
lary street, Brooklyn, will build a 
one-story addition to factory, to cost 
$65,000, including improvements to 
present plant. 

Northern Mfg. Co., 371 Ogden 
street, Newark, N. J., manufacturer 
of radio equipment, tubes, etc., has 
purchased adjoining property, and 
is reported planning to erect an ad- 
dition, to cost more than $40,000 
with equipment. 

Dudlo Mfg. Co., Wall street, Fort 
Wayne, Ind., manufacturer of wire 
and cables, a division of General 
Cable Co., New York, will build a 
new four-story addition for storage 
and distribution purposes, to cost 
about $170,000 with equipment. 
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Without Doubt 
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boile ‘Oy are some firms remembered 


mean 





the on orders, and others forgotten? 
last When selecting firms to which orders 
_ go, buyers are identical. 
word In They — the ones which have 
. impressed them—and forget the ones 
design. which haven’t. 7 
It’s surprising to note how big a 
Renewable . si . point a er card is when it comes 
e e ou Wi earn an to remembDering. 
Regrinding —- =, peg fas For the salesman’s cards that the 
Revolving ness cards preserve buyers save must preach the gospel of 
prestige. A request quality, prestige, and fitness long after 
from — the salesman has departed. Doing this, 
WV 7, U they point to the firms most entitled to 
rile § confidence and orders. 





Such is the reward of prestige! 
The John B. Wiggins Company 


Nason Manufacturing Co. 1143 Fallerton Ave., Chicago 


Steam Specialty Specialists Since 1841 WIGGINS 
71 Fulton Street New York 


Peerless Book orm 
CARDS 











EBONITE—For every kind of pipe line service 


Ebonite Sheet Packing has such a wide field of usefulness in the industrial field that it is 
known everywhere as the engineer’s standby. 






It gives equally good service on lines carrying steam under high pressures and temperatures, 
hot water, oil, chemicals and air. 


Ebonite is extremely durable and will not harden, crumble or blow out under hardest 
use. It is a packing in steady demand in mill and power plant. 


Prompt deliveries to all points. 


QUAKER CITY RUBBER COMPANY 


Manufacturers of Mechanical Rubber Goods 
MAIN OFFICES AND FACTORIES: WISSINOMING, PHILADELPHIA 
BRANCHES: NEW YORK, CHICAGO, PITTSBURGH, SAN FRANCISCO 











Workace Radial Saw SELLERS’ GUIDE 


A new directly connected t s 

oe Pcs: aoe ‘7. . Cuts "any to upply Houses 
angle, cros cuts; ips. ados, ° 

tenons, conte, heven, ae. authian. 1929 Edition 


The aomggaen gs yet devised ve the 
carpenter, mill, maintenance ¢ t- : i 
on, lumber yard, chingies pone A guide to the supply houses of the United States 
etc. and Canada, for sales managers and salesmen. 
FASTEST SELLING WOODWORK- ° 
ING MACHINE TODAY— Price Three Dollars 
ATTRACTIVE DEALER 
» » .7T y . . 
$140 aunties The Crawford Publishing Co. 
j ° Made and Guaranteed by 537 South Dearborn St. 
J. D. WALLACE & CO. Chicago 
2801 Wilcox Si. Chicago, Ill. 


fim (Stand $25) 
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Wanted additional good line to sell Salesmen calling on Supply houses to 
CLASSIFIED to mill, oil and plumbing supply houses, _ sell high grade cored and solid bronze 
ADVERTISEMENTS also hardware jobbers in Texas, Okla- bars as a side line. Address No. 946, 


Classified Line Advertisements under homa, Louisiana and Arkansas, by a care MILL SUPPLIES, 537 South Dear- 


heads of Wanted, For Sale, etc., will be well acquainted, aggressive salesman born St., Chicago. 
published in this Department at a rate of 











20 cents a line, each insertion. Count six who has been traveling territory men- 
words to a line. tioned for the past fifteen years. Ad- 
- dress No. 979, care MILL SUPPLIES, 537 FOR SALE 
SITUATIONS WANTED South Dearborn street, Chicago. We have on hand a quantity of 
Ki ea Ta os round, flat and fillister head ir - 
Have you proper representation in Industrious and thoroughly or chine screws which oo Perensgtoege Deane 
Chicago and environs? Have been with enced — in mill, factory, mine, plumb- of, and will offer them at a discount of 
my present employer four years, sell- ing and heating supplies, wants = 33 1/3 percent on the present mar- 
ing the factory or industrial trade. py Meteey Secon inet gpd Rr pone ket price. Columbus Belting & Supply 
Well acquainted, aggressive and reli- pala se Aaa — oan ~ te “ va Co., 197 East Long street, Columbus, 
able. Age 42 years. Have a car. Ad- erritory. Address No. 980, care MILL Ohio. 


SUPPLIES. 527 ae ee save 
dress No. 974, care MILL SUPPLIES, 587 SUPPLIES, 537 South Dearborn street, 











x : C Chica 0. —_— SS ee ee 
South Dearborn street, Chicago. g a === 
Man with thirty years mill supply Mill Supply Man, with 2 25 years! ex- én D L E - Ss 
yerienc S S % 
pric : ik z sires “ ass CLANCY “SURE GRIP” Steel Hose Clamps— 
years manager of mill supply houses, with manufacturer selling his product Complete line, 94 slees, for garden, hydnant and 
wants position as manager or buyer, or through Mill Supply Houses. Address steam hose. Send for list of sizes, prices, and 
a traveling position with manufac- No. 977, care of MILL SUPPLIES, 537 preening oo R. CLANCY, INC., 
turers making mill supply lines. Pref- So. Dearborn St., Chicago, Illinois. 
. MARTIN LE VIS 

erably Southern territory. Best refer- 2 — oe : —— a ae > 
ences gladly furnished. Address No. ales Manager with 20 years’ ex- threading and bending 


South perience handling sales, purchasing and 
ou store management, desires to make a 
change. If you need a live, honest 
and experienced man with these quali- 
fications address No. 978, care of 


pipe. Portable, with 
no bolts, screws or 
braces to remove, and 
needs no attachment to 
floor, walls or ceiling. 
Will not tilt, upset or 


973, care MILL SUPPLIES, 537 
Deavhera street, Chicago. 


St. Louis representative, " successful 

















record, technical education and expe- MILL Supplies, 537 S. Dearborn St., pe a ane oe 
rience and long established, wishes ex- Chicago, Ill. to 414” pipe. : © 
elusive representation of major adver- S aie y aa ak a MARTIN & SONS, 625 B. 
tised quality product on commission _ Sales Manager, American, speaks ong st., Owensboro, Ky. 
hotles in ke ded hd BO Spanish and Portuguese, with twelve 
B 1491, St. Louis. 2 : oar years’ experience in domestic and for- “SMOKELESS” ASPHALT HEATERS, Lead Melt 
ox oui 2] . . , 7 ing Furnaces, Portable Oil Burners, Paving Too 
tila — big oy markets. Thorough knowledge of Ileaters, Asphalt Spray Outfits, Weed Burners and 
Wall iadesuad wil, factees tak ore hardware, mill supply, automotive and Large Kerosene Torches. Over 10,000 Aeroil Heat- 
Vell inforn y industrial field. Prefers connection with rs in use. | Send for Bulletin to UNDE 
rae 7 e . . rices ¢ ( x i . ABN 4 VN 
tractors’ supply executive with broad manufacturer. Opportunity as im- COMPANY, Inc., Chicago, Ill, and West New 
knowledge of the business and familiar portant as salary. Address No. 963, York, N. J. 
with all working details, particularly care MILL SUPPLIES, 537 South Dear- PORTABLE WHITNEY LEVER METAL 
experienced in buying and sales man- _ born street, Chicago. ‘ PUNCHES — Widest 
x 2 sie known. Most universally 
agement, wishes to — ee a at ok aa, Geass 
y 3 is servic ; Pa and types. Over 
where his services can be used to best SALESMEN WANTED sizes and typ 





‘ 40,000 in use. Write for 
circulars and jobbing quotations. W. A. WHIT- 
NEY MFG. CO., 636 Race St., Rockford, Il. 


advantage. Address No. 970, care 
MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 





Wanted—Salesmen to sell brushes to 

industrial plants, jobbers, dealers, ete. 

eee ks a7 er Exclusive or as side line. Good propo- 
Mill Supply Executive, with experi- aie : na 

ence in management, sales, purchasing sition. The Toledo Brush Co., Toledo, 


and advertising, would like to become Ohio. 
associated with a mill supply house 5 





“AIR SPRING’ COMPRESSED 
AIR GREASE CUPS—Automatically 
maintain film of grease on _ bear- 
ings with greatest efficiency and 
utmost economy. Four sizes, plain 
and polished steel. We also make 
the ‘‘Shurflo’’ wick feed oil cup. 








where part of his salary could be taken Suleman for omits line of ball Folder on request. HUNTER 
out in payment for stock or an interest bearings—radial, thrust and transmis- PRESSED STEEL CO., Lansdale, Pa. 
in the business. If you can use a live, sion. Also line of roller bearings. Sell 

energetic, trustworthy and experienced to bearing users in every industry. Re- JOSLIN STEEL STAMPS AND DIES—Any de- 
man, communicate with No. 976, care plies confidential. Fisher Bearing Cor- sign = type of cuasactene accurately carried 
of MILL SuppLies, 537 South Dear- poration of America, 1901 Avenue F.  foaay for catalog and distributors’ prices. A. D. 


born Street, Chicago, Illinois. Birmingham, Ala. IOSLIN MFG. Co., 123 Arthur St., Manistee, Mich. 


COCHECO 
LEATHER BELTING HW 


Always the first choice of en- 


gineers who know that it pays s 
to buy the best in belting— CHUCKS 
and that is Cocheco. 


I. B. Williams & Sons 


Dover, N. H. 











-~ 2 Jaw Lathe Chucks\—= 
Face Plate Jaws =» 





CHICAGO DETROIT GREENVILLE C h Ch F C “The Hartford” Drill Chue 
NEW YORK DAYTON BOSTON usnman uc i gL Pry 
PHILADELPHIA 


HARTFORD, CONN. Self-Centering. Independent, Eccentric 
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LIBBEY 


High Pressure Gauge Glass 
High Pressure Red Line Gauge Glass 
Standard Pressure Gauge Glass 
Lubricator Glasses 
Oil Cup Glasses 


AMERICA’S STANDARD 
and 
Made in U. S. A. 


Write for booklet 


The Libbey Glass Mfg. Co. 


Mfrs. of Railroad and Industrial Glassware 
Toledo, Ohio 
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Tanners of 


Mechanical Leathers 








“SELECTED” Cu 


—— 


GENUINE 





Lace Leather Sides and Cut Lacing 


in 
Mechanical Rawhide, Indian Tan 
and Krome (Chrome tanned) 


Krome Belt Leather 
in Butt Bends, Centers and Sides 


Chrome Hydraulic Leather 
in Butts and Sides 


Krome-Retan Hydraulic Butts 





THE CHICAGO RAWHIDE MFG. CO. 
1285 Elston Avenue, CHICAGO 


109 Bread St., New York 209 Broad St., Boston 
66 N. 4th St., Philadelphia 530 W. Congress St., Detroit 
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sere ht $s 


DON’T WAIT | 
for the 

SWITCH ENGINE 

Use a 


WELLER CAR PULLER 


SIZES TO MOVE FROM 1 TO 30 CARS 
Send for Circular No. 1028 


WE ALSO MAKE | 


MALLEABLE CHAIN 
STEE!I. CHAIN 


BELT CONVEYORS 
CHAIN CONVEYORS 


SPIRAL CONVEYORS SPROCKETS 
BUCKET ELEVATORS GEARS 
ELEVATOR BUCKETS SKIP HOISTS 


POWER TRANSMITTING MACHINERY | 


WELLER MFG. CO. 
1820 N. Kostner Ave. 
CHICAGO, ILL. | 


ail 





Luther Tool Grinders 





A Size for Every Need! 


A good tool grinder is needed every day wherever edge tools 


are used. Sell them to Carpenters, Plumbers, Pattern- 
makers, Mechanics, in shops and garages, and for home use. 


The oldest and largest makers of tool grinders offer you a 
complete line to choose from. Fully guaranteed, attractively 
finished, carefully packed. Write for catalog and prices on 
the grinders that will increase your sales and profits. 


LUTHER GRINDER MFG. COMPANY 
283 South Water Street, Milwaukee, Wisconsin 
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ABRASIVES 
Abrasive Company 
VILS 


AN 
Columbus Anvil & Forging Co. 
Yost Mfg. Co, 
APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 
ARBORS 
Morse I'wist Drill & Machine Co. 
The Skinner Chuck Co. 
BABBITT METALS 
Dodge Manufacturing Corp. 
Friction|«ss Metal Company 
The Meart Company 
Monarcl: Metal Co. 
BABBIT RETAINER 
Products Mfg. Co. 
BARRELS, TUMBLING 
Royersford Foundry & Machine Co. 
BARROWS 
The Fairbanks Company 
BEARINGS, BALL. AND ROLL«aR 
SKF Industries, Incorporated. 
EARINGS, BRONZE 
American Non-Gran Bronze Corp. 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood's Sons Co. 
BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
S K F Industries, Incorporated 
T. B. Wood's Sons Co. 
BEARINGS, SHAFT, OIL FILM 
Hill-Clutch Machine & Foundry Co. 
EARINGS, SHAFT, OILLESS 
Arguto Oilless Bearing Co. 
BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machinery Co. 
Dodge Manufacturing Corporation 
The Medart Company 
“The Reeves’’—Reeves Pulley Co. 
Royersford Foundry & Machine Co. 
S K F Industries, Incorporated. 
BELT DRESSING 
E. C. Atkins & Co. 
Atlantic Manufacturing Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon Crucible Co. 
The Mechanical Rubber Co. 
Geo. Rahmann & Co. 
Richmond Belt Dressing Mfg. Co., Inc. 
Chas. A. Schieren Co. 
Victor Balata & Textile Belting Co. 
BELT FASTENERS 
The Bristol Company 
Clipper Belt Lacer eeaee 
Flexible Steel Lacing 
BELT LACINGS. LEATHER 
Chicago Rawhide Mfg. Co 
“‘Cocheco’’—I. B. Williams & Sons 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
BELT LACINGS, METALLIC 
Clipper Belt Lacer Company 
Flexible Steel Lacing Co. 
The Bristol Company 
BELT SHIFTERS 
T. B. Wood’s Sons Co. 
BELT TIGHTENERS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood’s Sons Co. 


BELTING, BALATA 

Victor Balata & Textile Belting Co. 
ELTING, CANVAS STITCHED 

The Mechanical Rubber le 
Victor Balata & Textile Belting Co. 

BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Mechanical Rubber Co. 
The Republic Rubber Co. 
Victor Balata & Textile Belting Co. 
Whitehead Bros. Rubber Co. 

BELTING, COTTON, SOLID WOVEN 

Victor Balata & Textile Belting Co. 

BELTING, LEATHER 
Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
“Sterling’’—Chas. Bond & Co., Philadelphia 
I. B. Williams & Sons 

BELTING, LINK 

Chas, A, Schieren Ce, 


BUY ADVERTISED PRODUCTS 


A Classified Index to the Products of Advertisers in This Issue 


—— 


trax tex! 


TaN aX 





BELTING, ROUND 
Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
l. B. Williams & Sons 
BELTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
BELTING, THRESHER 
Boston Woven Hose & Rubber Co. 
The Mechanical Rubber Co. 
Geo. Rahmann Co. 
The Republic Rubber Co. 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co. 
BELTING, TRACTOR 
Victor Balata & Textile Belting Co 
BELTING, TWISTED 
Victor Balata & eee Belting Co. 
TING, oy 
L. H. Gilmer omen any 
BELTING, "WATERPROOF 
Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co. 
BELTS, WELL DRILLING 
Victor Balata & Textile Belting Co. 
BENCHES (WORK), JEWELERS’ 
Leiman Bros. 
BENCHES, STEEL 
Pollard Bros. Mfg. Co., Inc. 
Standard Pressed Steel Co. 
BENCH LEGS 
The Hill Clutch Machine & Foundry Co. 
Pollard Bros. Mfg. Co. 
ENDERS, TUBE 
The Parker Appliance Co. 
BITS, TOOL HOLDER 
Simonds Saw & Steel Co. 
The Vincent Steel Process Co. 
J. H. Williams & Co. 
BLOCKS, CHAIN 
Chisholm-Moore Hoist Corp. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Skayef Ball Bearing Co. 
T. B. Wood's Sons Co. 
BLOCKS, TACKLE 
Williamsport Wire Rope Co. 
BLOWERS. FORGE 
Champion Blower & Forge Co. 
Electric Blower Company 
Lovejoy Tool Works 
BLOWERS, GAS AND OIL COMBUSTION 
Electric Blower Company 
Garden City Fan Co. 
Leiman Bros. 
BLOWERS, | ene ELECTRIC 
Clements Mfg. Co. 
Electric Blower Company 
BLOWERS, “POSITIV E PRESSURE 
Garden City Fa 
BLOWERS, SANDBLAST 
Leiman Bros. 
BOILER TUBES 
National Tube Company. 
BOILERS, TUBULAR AND WATER TUBE 
Henry Vogt Machine Co. 
BOLT ENDS 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, CARRIAGE 
Clark Bros. Bolt Co. 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
Russell, Burdsall & Ward Bolt & _ Co. 
The Superior Screw & Bolt Mfg 
BOLTS, EYE, HOOK, RING. ‘AND LAG 
Clark Bros. Bolt Co. 
H. M. Harper Co. 
The Superior Screw & Bolt Mfg. Co. 
J. H. Williams & Co. 
BOLTS, GALVANIZED AND MONEL 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, MACHINE 
Clark Bros. Bolt Co. 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co, 


BOLTS, SINK, STOVE AND PLOW 
Clark Bros. Bolt Co. 
Foster Bolt & Nut Mfg. Co. 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, STUD 
The Superior Screw & Bolt — Co. 
The Cleveland Cap Screw 
RACKETS, SCAFFOLD 
Patent Scaffolding Co. 
RACKETS, WALL 
Bond Foundry & Machine Co. 
Dodge Mfg. Corp. 
The Hill Clutch Machine & Foundry Co. 
The Medart yung & 
2. B bane Sons 
RASS GooDSs, PLUMBING 
Grabler Ate ‘0. 
BRASS GOODS, STEAM 
American Injector Co. 
Detroit Lubricator Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
The D. T. Williams Valve 
BRONZE BARS, CORED “AND SOLID 
American Non-Gran Bronze Corp. 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
BROOMS, > wate — SE 
AND 
The Herold Bros. ~ 
Indianapolis Brush & ee T eaiad Co 
The ——— Manufacturing C 
BRUSHES, BENCH FLOOR, ETC, 
The Herold Bros. Co. 
Indianapolis Brush & ron Lae Co. 
The Cae | Manufacturing C 
BRUSHES, PAINT AND. ‘VARNISH 
The Sern Mfg. = 
The Herold Bros. Co. 
BRUSHES, WIRE, FLUE, ETC. 
The Herold hg aa 
The Osborn Mfg. 
BRUSHES, °- WIRE WHEEL 
The Herold Bros. Co. 
The Osborn Mfg. Co. 
BUCKETS, ELEVATOR 
Illinois Malleable Iron Co. 
Weller Mfg. Co. 
BUFFERS, ELECTRIC 
Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
Marathon Electric Mfg. Co. 
Stow Mfg. Co., Inc. 
N. A. Strand & Co. 
BURNERS, GASOLINE AND KEROSENE 
Aeroil Burner Co., Inc. (kerosene) 
Clayton & Lambert Mfg. Co. 
BUSHINGS, BRONZE 
American Non-Gran Bronze Corp. 
Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
BUSHINGS, PNEUMATIC HAMMER 
The Cleveland Wrought Products Co. 
CANS, OILY WASTE 
Geo. W. Diener Mfg. Co. 
CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co. 
CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 
Weller Mfg. Co. 
CARTS 


The Fairbanks Company 
ASING, WELL 

National Tube Co. 

CASTERS, TRUCK 
The Bassick Company 
Bond Foundry & Machine Co. 
Saginaw Stamping & Tool Co. 

CASTINGS, BRONZE 
Arthur Harris & Co. 

CASTINGS, GRAY AND MALLEABLE 
The Hill Clutch Machine & Foundry Co. 
Illinois Malleable Iron Co. 

CASTINGS, SEMI-STEEL 
Bond Foundry & Machine Co. 
Hill Clutch Machine & Foundry Co. 
CATALOGS, SUPPLY HOUSE 
R. R. Donnelley & Sons Co. 

CEMENT, GLAZING AND ROOFING 
The McCallum Co. 

CEMENT, LEATHER BELT 
Chicago Rawhide Mfg. Co 
Cocheco—I. B. Williams & Sons 
Chas. A. Schieren Co. 

CEMENT, PIPE JOINT 
Joseph Dixon Crucible Co. 
CHAIN 


The Columbus McKinnon Chain Co 

Ss. G. Taylor Chain Company. 
CHARGING SETS, BATTERY 

Marathon Electric Mfg. Co, 
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CHISEL BLANKS 
The Cleveland Wrought Products Co 


CHISELS, CHIPPING, PNEUMATIC 
HAMM 


The Cleveland Wrought Products Co 
CHISELS, COLD 
Stanley Rule & Level Plant 
CHUCKS, DRILL AND TAP 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
Skinner Chuck Company 
Union Manufacturing Co. 
CHUCKS, LATHE 
Cushman Chuck Co. 
Skinner Chuck Company 
Union Manufacturing Co. 
CHUCKS, NIPPLE 
Paul W. Koch & Co 
CHUCKS, PLANER 
Skinner Chuck Company 
Union Manufacturing Co. 
CLAMPS, BAR 
Adjustable Clamp Co. 
CLAMPS, BELT 
T. B. Wood's Sons Co. 
CLAMPS, “C” 
Adjustable Clamp Co. 
Armstrong Bros. Tool Co. 
Brownie Mfg. Co. 
J. H. Williams & Co 
Cc LAMPS, LOOM 
Paul W. Koch & Co. 
CLAMPS, PIPE REPAIR 
M. B. Skinner Co. 
CLIPPERS, BOLT 
H. kK. Porter, Ine. 
CLUTCHES, FRICTION 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., The 


The Hill Clutch Machine & Foundry Co. 


Kinney Mfg. Co. 
The Medart Company 
The Moore & White Co. 
“The Reeves’’—Reeves Pulley Co. 
A. L. Schultz & Son 
T. B. Wood’s Sons Co. 
COCKS, AIR AND DRAIN 
American Injector C:. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
COCKS, BALL 
Detroit Lubricator Co. 
Kieley & Mueller, Inc. 
COCKS, CORPORATION 
Grabler Mfg. Co. 
The Wm. Powell Co. 
COCKS, GAGE 
American Injector Co. 
Jenkins Bros. 
The Wm. Powell Co. 
The D. T. Williams Valve Co 
COCKS, RUBBER PACKED 
Arthur Harris & Co 
COCKS, STEAM AND SERVICE 
The Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve Co. 
co , STOP 
Grabler Mfg. Co. 


COILS AND BENDS, COPPER AND BRASS 


Arthur Harris & Co. 

COLLARS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 


The Hill Clutch Machine & Foundry Co. 


The Medart Company 
Pyott Foundry Co. 
Royersford Foundry & Machine Co. 
Standard Pressed Steel 
T. B. Wood's Sons Co 
OLLECTORS, DUST 
Garden City Fan Co. 
COLUMNS, WATER 
Nason Manufacturing Co. 
COMPOUND, PIPE JOINT 
Joseph Dixon Crucible Co. 
COMPRESSORS, AIR 
Curtis Pneumatic Machinery Co. 
Kellogg Mfg. Co. 
Worthington Pump & Machinery Corp. 
CONTACTORS, BELT 
T. B. Wood's Sons Co 


CONTROLLERS, BOILER PRESSURE 


Mason Regulator Co 
COPPERSMITHS 
Arthur Harris & Co. 
UNTERBORES 
The Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing ay 
Edgemont Machine Co., Th 
The Hill Clutch Machine & "Poentry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood's Sons Co. 
COUNTERSHAFTS, SMALL 
Birkle Machine Works 
N. A. Strand & Co. 
COUPLINGS, SHAFT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 


The Hill C'utch Machine & Foundry Co. 


The Medart Company 

Pyott Foundry Co. 

Royersfor¢ Foundry & Machine Co. 
Spiro—Bend Foundry & Machine Co. 
T. B. Wood's Sons Co, 
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UP Pl UES 

COUPLIN s 
Birkle Machine Works 
Bond Foundry & Machine Co. 
Frederick Iron & Steel Co. 
The Hill Clutch Machine & Foundry Co. 
Lovejoy Tool Works 
The Medart by ng A 
T. B. Wood's Sons 
COUPLINGS, SHAFT, FRICTION CUT-OFF 
Dodge Mfg. Corp. 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co. 
Kinney Mfg. Co. 
The Moore & White Co. 
The Medart Company 
A. L. Schultz & Son 
T. B. Wood's Sons Co. 

COUPLINGS, SHAFT, MARINE 
Bond Foundry & Machine Co. 
COVERING, PULLEY 
Chicago Pulley & Shafting Co. 
CRANES, arg de POWER 
Chisholm-Moore Hoist Cor 
CRANES, OVERHEAD. * TRAVELING 
AND JIB 


Chisholm-Moore Hoist Corp. 
Curtis Pneumatic Machinery Co. 
The Yale & Towne Mfg. Co. 
CRAYONS, ‘LUMBER 
Joseph Dixon Crucible Co. 
CUPS, LEATHER 
Chicago Rawhide Mfg. Co. 
CUPS, OIL AND GREASE 
American Injector Co. 
Detroit Lubricator Co. 
Hunter Pressed Steel Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
D. T. Williams Valve Co. 
CUTTERS, BOLT, WIRE, ETC. 
H. K. Porter, Inc. 
CUTTERS, BELT 
Clipper Belt Lacer Company 
CUTTERS, EMERY WHEEL DRESSER 
The Vincent Steel Process Co. 
CUTTERS, — 
American Saw & Mfg. Co. 
CUTTERS, HOLE, ADJUSTABLE 
o- metal) 
Paul W. Koch & C 
Cl “ETERS, cane 
Cleveland Twist Drill 
Morse Twist Drill & i Co. 
The Standard Tool Co. 
PIPE 
Armstrong Bros. Tool C 
Armstrong Mfg. Co. 
Toledo Pipe Threading Machine Co. 
DIAPHRAGMS 
Whitehead Bros. Rubber Co. 
DIES, THREADING 
Armstrong Bros. Tool Co. 
Armstrong Mfg. Co. 
Morse Twist Drill & Machine Co. 
Toledo Pipe Threading Machine Co. 
DIPPERS, COPPER 
Arthur Harris & Co. 
DISCS, VALVE 


DuusS, ae 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
DRESSERS, GRINDING WHEEL 
Lovejoy Tool Works 
Scandinavian Western Importing Co., Ltd. 
The Standard Tool Co. 
The Vincent Steel Process Co. 
DRILLING POSTS 
Armstrong Bros. Tool Co 
Lovejoy Tool Works 
DRILLS, ELECTRIC 
The Black & Decker Mfg. Co. 
The Hisey-Wolf Machine Co. 
Stow Manufacturing Co., Inc. 
Standard Electric Tool Co. 
N. A. Strand & Co. 
Stanley Rule & Level Plant 
DRILLS, POST 
Champion Blewer & Forge Co. 
The Crescent Machine Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
DRILLS, TWIST 
Cleveland Twist Drill Co. 
Morse Twist Dril) & Machine Co. 
The Standard Tool Co. 
Whitman Barnes-Detroit Corp. 
Whitman & Barnes, Inc. 
DRIVES, POWER 
The Toledo Pipe Threading Machine Co. 
DRUMS, CAST IRON 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
T. B. Wood's Sons Co. 
EJECTORS 
American Injector Co. 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co. 
ELIMINATORS, OIL 
Vhe D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 
American Injector Co. 
The Wm. Powell Co. 
D. T. Williams: Valve Co. 
ENGINES, GAS AND OIL 
Worthington Pump & Machinery Corp. 
EXHAUSTERS, CYCLOIDAL 
Garden City Fan Co. 
EXPANDERS, BOILER TUBE 
Lovejoy Tool Works 
EXPELLERS, OIL AND MOISTURE 
The WV. D. Anderson Co. 


Jenkins Bros. 





Geo. W. Diener Mfg. 

F A VENTILATING, ELECTRIC 
Electric Blower Company 
Garden City Fan Co. 

Marathon Electric Mfg. 
VASTENERS, “BELT 
The Bristol Company 
Clipper Belt Lacer Company 
Flexible Steel Lacing Co. 
FAUCETS, BRASS 
Grabler Mfg. Co. 


FEED WATER SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 
The Swartwout Company 


FEEDER valve, 5 es HEATING 
Nason Manufacturing Co. 


American Swiss File & Tool Co. 

Delta File Works 

Grobet File Corporation of America 
Scandinavian Western Importing Co., Ltd. 
Simonds Saw & Steel Co. 

FIRE EXTINGUISHERS 

Geo. W. Diener Mfg. Co. 
Pyrene Mfg. Co. 
FIRE apa 5 aye EQUIPMENT 
Geo. W. Diener Mfg. 
SITTINGS, " CHAIN 
S. G. Taylor Chain Company. 

FITTINGS, DRAINAGE 
Grabler Mfg. Co. 

Illinois Malleable Iron Co. 
Stockham Pipe & Fittings Co. 

FITTINGS, HOSE, BRASS 
Boston Woven Hose & Rubber Co. 
Illinois Malleable Iron Co. 

FITTINGS, HYDRAULIC 
Stockham Pipe & Fittings Co. 
Henry Vogt Machine Co. 

Walworth Co. 
FITTINGS, PIPE, BRASS 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
FITTINGS, PIPE, CAST IRON 
Grabler Mfg. Co. 
Stockham Pipe & Fittings Co. 
FITTIN =. PIPE, MALLEABLE 
Grabler Mfg. Co 


Illinois Malleable Iron Co. 
Stockham Pipe & Fittings Co. 
Walworth Company 
FITTINGS, PIPE, STEEL 

Bonney Forge & Tool Works 
Stockham Pipe & Fittings Co. 
Henry Vogt Machine Co. 

FITTINGS, TUBING 
The Parker Appliance Co. 

FLEXIBLE SHAFT EQUIPMENT 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co. 
FLOATS, ALUMINUM, LEAD COATED 
AND STEEL 


Arthur Harris & Co. 
FLOATS, COPPER 
The V. D. Anderson Co. 
Arthur Harris & Co. 
FLOOR STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Foundry & Mazhine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood's Sons Co. 
FLY WHEELS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co. 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 
FORGES, BLACKSMITH AND RIVET 
Champion Blower & Forge Co. 
FRAMES, HACK SAW 
Ek. C. Atkins & Co. 
Simonds Saw & Steel Co. 
The Henry G. Thompson & Son Co. 
FRAMES, WALL 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood’s Sons Co. 
FURNACES, INDUSTRIAL 
The Strong, Carlisle & Hammond Co. 
FURNACES, LEAD MELTING 
Aeroil Burner Co., Inc. 
FURNACES, ~?. ~ [armen 
Clayton & Lambert —" 
Geo. W. Diener Mfg. Co. 
Scandinavian Western Importing Co. 
P. Wall Mfg. Supply Co. 
Yost Manufacturing Co. 
GAGES, IRON, AMMONIA AND CHEMICAL 
Nason Manufacturing Co. 
GAGES, MACHINISTS’ 
Brown & Sharpe Mfg. Co. 
GAGES, WATER 
American Injector Co. 
Detroit Lubricator Co. 
Nason Manufacturing Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
GASKETS 
The Cincinnati Rubber Mfg. Co. 
Jenkins Bros, 
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BARNES Rep Arrow “V-B” 


Victor Balata 
HIGH SPEED STEEL HACK SAW BLADES 


Belt 
ewes 2 


Ampere 
MANUFACTURED BY 











CANVAS STITCHED 
BELTING 

Sold Extensively by 

Mill Supply Houses 





Ask for Prices 











W. 0. BARNES CO., INC. Victor Balata & Textile Belting Co. 
1297 Terminal Ave. DETROIT, MICH. Main Sales Office, 38 Murray St., New York 
| Chicago Warehouse: 345 W. Austin Ave. Factories: Easton, Pa. 














Simplex 
Screw Jacks 


Sell on Sight! 


Their Visible Screw, Stability, 
Workmanship & Duco Coloring 


Create Sales Appeal Sim plex Lever Jacks, 


Pipe Pushers 
Templeton, Kenly & Co. and Trench Braces 
EST.1899 have been famous 


Chicago, Ill.,U.S.A. for Years 


ATLANTIC Bar Belt Dressing 


20 Years on the market without a Complaint 














A high grade lubricant and preserver. It will put a surface on 
your belts and make them carry the load. Does not make 
belts soft and spongy. Made in three grades, for leather, 
rubber and canvas belts. Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 








dgemont 


Friction Clutches 


dE Edgemont Type “B’”’ Clutch has won an enviable position 
in light and medium counter-shaft and line-shaft service. This 
shows a fertile field for jobbers, everywhere, that can be worked 
with good profit. Our catalog ““H”’ has all the data necessary to 
order the right clutch. It’s easy to order from it. Sent on request. 


THE EDGEMONT MACHINE CO. °2s* 











When writing to Advertisers please mention Mitr Supprres 
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MULL QUPPLUES 
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GEARS 
Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 
Chicago Rawhide Mfg. Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co. 
GENERATORS, . en 
The Imperial Brass Mfg. 
GLASSES, GAGE 
Jenkins Bros., ‘‘Moncrieft’’ 
The Libbey Glass Mfg. Co. 
GLAZING CEMENT AND GUNS 
The McCallum Co. 
GOVERNORS, PUMP SPEED 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
The en (Carlisle & Hammond Co. 
“Stron 
GR: APHITE FOR ALL PURPOSES 
Joseph Dixon Crucible Co. 
GREASE, LUBRICATING 
Bond Foundry & Machine Co., 
Joseph Dixon Crucible Co. 
Royersford Foundry & Machine Co. 
GRINDERS, BELT, ROPE AND MOTOR 
DR og 
Stow Manufacturing Co 
GRINDERS, BENCH AND FLOOR 
Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 
Chicago Pulley & Shafting Co. 
Hisey-Wolf Machine Co. 
Luther Grinder Mfg. Co. 
Marathon Electric Mfg. Co. 
Royersford Foundry & Machine Co. 
Standard Electrical Tool Co. 
Stanley Rule & Level Plant 
GRINDERS, DISC 
The Crescent Machine Co. 
Luther Grinder Mfg. Co. 
GRINDERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
Luther Grinder Mfg. Co. 
Marathon Electric Mfg. Co. 
Standard Electrical Tool Co. 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co. 
GRINDERS, RAILROAD 
Luther Grinder Mfg. Co. 
GRINDERS, TOOL, HAND 
Luther Grinder Mfg. Co 
GRINDERS, “VALVE 
The Black & Decker Co. 
GUARDS, ELECTRIC LAMP 
Flexible Steel Lacing Co 
GUARDS, CABL E, HIGHWAY 
Williamsport Wire Rope Co. 
GUNS, GLAZING CEMENT 
The McCallum Co. 
GUNS, OIL AND GREASE 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
HAMMERS 
Stanley Rule & Level Plant 
HANDLES, FILE AND SOLDER IRON 
Hyro Mfg. Co., Inc. 
HAND SCREWS 
Adjune Clamp Co. 
NGERS, BALL 7 "nee 
ee... Paes & Shafting Co. 
S K F Industries, a teaaatanae 
T. B. Wood's Sons Co. 
H See. DOOR 
F. E. Myers A Bro 
ANGERS, PIPE 
Grabler Mfg. te 
Illinois Malleable Tron Co. 
Walworth Company 
HANGERS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
S K F Industries, Incorporated 
Standard Pressed Steel Co. 
T. B. Wood's Sons Co. 
HEADS, EXHAUST 
The Swartwout Company 
HEATERS, ———— AND ASPHALT 
Aeroil Burner Co., In 
HEATERS, C ONDU CTION, ELECTRIC 
Russell Electric Co. 
HEATERS, FEED WATER 
Arthur Harris & Co. 
The Swartwout Company 
Worthington Pump & Machinery Corp. 
HEATERS, GLUE, ELECTRIC 
Black & Decker Mfg. Co. 
Russell Electric Co. 
HEATERS, IMMERSION, ELECTRIC 
Russell Electric Co. 
HEATERS, GLU E, STEAM AND GAS 
Nason Manufacturing Co. 
HEATERS, SPACE, ELECTRIC 
Russell Electric Co. 
HEATERS, UNIT 
Garden Cry, Fan Co, 
HEATERS, WATER 
Aeroil Burner Co. 3 
HIGH PRESSU RE TUBE FITTINGS 
The Parker Appliance C¢ 
HOISTS, CHAIN 
Chisholm-Moore Hoist’ Corp. 
Union Manufacturing Co. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co 
HOISTS. ELECTRIC 
Chisholm-Moore Hoist Corp. 
The Yale & Towne Mfg. Co. 


“Bondeline” 


HOISTS, HAND 
“hisholm-Moore Hoist Corp. 
Wright Mfg. Co. 
The Yale & Towne Mfg 
HOISTS, PNEUMATIC 
Curtis Pneumatic Machinery Co 
OLDERS, BAG 
Weller Mfg. Co. 
HOLDERS, TOOL 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
HOOKS, BELT 
The Bristol Company 
Flexible eee caeat Co. 
KS, CORNICE 
Patent Scaffolding Co. 
HOOKS, HOIST 
J. H. Williams & 
HORSES, MASONS’ 
Patent es Co. 
OSE, ‘COTTON 
Boston ae. oo & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Mechanical Rubber Co. 
Whitehead Bros. Rubber Co. 
HOSE, RUBBER 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber _ 
Whitehead Bros. Rubb Co 
HYDRAULIC ‘LEATHER 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
INJECTORS 
American Injector Co. 
Penberthy Injector Co. 
The Wm. — Co. 
RONS, BRANDING 
Patent Scaffolding Co. 
JACKS, HYDRAULIC 
Blackhawk. Mfg. Co. 
JOINTERS, WOODWORKING 
The Crescent Machine Co. 
J. D. Wallace & Co. 
JOINTS, EXPANSION, COPPER 
Arthur Harris & Co. 
JOIST NOTCHERS 
Paul W. Koch & Co 
KETTLES, STEAM JACKETED 
Arthur Harris & Co. 
KNIVES, MACHINE 
E. C. Atkins & Co. 
Simonds Saw & Steel Co. 
KNURLS 
American Swiss File & Tool Co. 
LACERS, BELT 
Clipper Belt Lacer Co. 
LADDERS, SAFETY 
Dayton Safety Ladder Co. 
Patent Scaffolding Co. 
LADDERS, STEP 
Patent Scaffolding Co. 
LAMP GUARDS 
Flexible Steel Lacing Co. 
LATHES, BUFFING AND POLISHING 
Brown & Sharpe Mfg. Co. 
Standard Electrical Tool Co. 
LATHES, ee gm ELECTRIC 
Marathon Electric Mfg. Co. 
LATHES, WOODWORKING 
J. D. Wallace & Co. 
LEATHER SPECIALTIES 
Chicago Rawhide = Co. 
Geo. Rahmann & C 
LEATHERS, HAND 
Chicago Rawhide Mfg. Co. 
LEGS, BENCH, STEEL 
Standard Pressed Steel Co. 
LEVELS 
Stanley Rule & Level Plant 
LOCKS, INDUSTRIAL 
The Yale & Towne Mfg. Co. 
LUBRICANTS, BALL & ROLLER BEARING 
Bond Foundry & Machine Co, 
Royersford Foundry & Machine Co. 
LUBRICATORS 
American Injector Co. 
Detroit Lubricator Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
MACHINE TOOLS 
3rown & Sharpe Mfg. Co. 
The Crescent Machine Co. 
Royersford Foundry & Machine Co. 
MACHINERY CLUTCHES 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., Inc. 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Moore & White Co. 
A. L. Schultz & Son 
T. B. Wood's Sons Co. 
MACHINERY, COAL HANDLING 
Dodge Manufacturing Corporation 
MACHINERY, CONVEYING AND 
ELEVATING 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
MACHINES, GRINDING AND POLISHING 
Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 
Hisey-Wolf Machine Co. 
Royersford Foundry & Machine Co, 
Stow Mfg. Co., Inc. 
N. A. Strand & Coa, 


MACHINES, HACK SAW 
Armstrong-Blum Mfg. Co. 
Ik. C. Atkins & Co. 
The Henry G. Thompson & Son Co. 
MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co. 
MACHINES, PIPE ‘CUTTING AND 
THREADING 
Armstrong Mfg. Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
MACHINES, PUNCHING —  ~—prccccas 
Royersford Foundry & Machin 
_ . MACHINERY, WOODWORKING 
E. C. Atkins & Co. 
The Crescent Machine Co. 
J. D. Wallace & Co. 
MALLETS AND HAMMERS, RAWHIDE 
Chicago Rawhide Mfg. Co. 
MANDRELS 
Morse Twist Drill & Machine Co. 
Hyro Mfg. Co., Inc. (hollow bench type) 
MATS AND MATTING, RUBBER 
Soston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
The Mechanical Rubber Co. 
MERCHANDISE CONVEYORS 
F. E. Myers & Bro. Co. 
- METAL, BEARING 
Bunting Brass & Bronze Co. 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Arthur Harris & Co. 
The Medart Company 
Monarch Metal Co. 
Reeves Pulley Co. 
METERS, WATER AND OIL 
Worthington Pump & Machinery Corp. 
ILL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
The Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
MONORAIL SWITCHES AND 
TURNTABLES 


The Yale & Towne Mfg. Co. 
MORTISERS 
The Crescent Machine Co. 
Wappat Gear Works, Inc. 
MOTORS, ELECTRIC 
Marathon Electric Mfg. Co. 
MOVERS, CAR 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 
Weller Mfg. Co. 
MULE STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood's Sons Co. 
NUTS, LOCK 
The Cleveland Wrought Products Co. 
NUTS, MACHINE SCREW 
Clark Bros. Bolt Co. 
The Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 
Economy Screw Corporation 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
a ng WING 
Clark Bros. Bolt Co. 
OIL WELL ACCESSORIES 
The Wm. Powell Co. 
OILERS, HAND 
P. Wall Mfg. Supply Co. 
OILERS, PULLEY 
Standard Pressed Steel Co. 
OILING DEVICES 
American Injector Co. 
Detroit Lubricator Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
PACKING, AMMONIA 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
PACKING, HYDRAULIC 
Chicago Rawhide Mfg. Co. 
The Diamond Rubber Co., Inc 
Goodyear Tire & Rubber Co., Inc. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
Whitehead Bros. Rubber Ca 
PACKING, PISTON 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
PACKING, SHEET 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
“Jenkins '96"—Jenkins Bros. 
The B. F. Goodrich Rubber Co. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros, Rubber Ca. > 
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KIELEY SPECIALTIES 


For fifty years these products have found favor with 


engineers because they are constructed without com- ins {i 
: . 


7c 
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The Kieley catalogue of 250 pages illustrates 
a complete line of steam, water and air spe- 
cialties and should be in your file. 


| 
Uy 


plicated parts. : d 
=| || 
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Kieley & Mueller, Inc. 


34 WEST 13TH ST., N. Y. CITY 




















VAKKERK TUBE COUPLINGS 


promote the use of seamless, non- 
corrosive tube in long lengths 
with economy and security from 
corrosion and leakage—regardless 
of changing pressures and tempera- 
tures. 

Available in sizes from 1/8” to 3” 
tube in innumerable shapes and 
numerous alloys. 

SEND FOR LITERATURE 


The Parker Appliance Co. 


10320 BEREA RD., CLEVELAND, OHIO, U.S.A. | 


SAFETY HOPPER CAR WRENCH | FRICTION CLUTCHES 


A mill supply specialty with good sales possi- 
bilities—and a Stock Clutches for use with pulleys, sheaves 


R e al Pr ofit — and gears; Cut-Off Couplings and Friction 


o7 " Clutch Pulleys. Special Clutches for any 
33 1/3% on Selling Price unusual service. 31 years clutch exper- 


Every user of coal in carload lots is a prospec- ience. Ask for catalogue. 
tive purchaser. 


SAFETY WRENCH & APPLIANCE CO. 


Springfield, Massachusetts 


ee TRADE MARK 99 
SE-LM- U P 
SOCKETS and SLEEVES 


One solid piece—Standard except the flat 
AN ORDINARY DRILL SOCKET will 
drive a twist drill only as long as the drill has a 
tang. When the tang twists off or the shank 
breaks, the drill is useless in the ordinary 
socket. 


BUT—grind a flat (time 3 minutes) on the 
broken drill, slip it into a ‘“‘Use-Em-Up” 
Socket, and it’s as good as a new drill. 


Furnished in Sleeve or Socket Type. Specials 
made to order. 








Write for Jobber’s proposition. 


LOVEJOY TOOL WORKS 


328 W. OHIO STREET CHICAGO 

























































& SON 


1675 ELSTON AVE. Chicago, 
POWER TRANSMISSION APPLIANCES 


MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are made from 
our large stock of Paper and Iron 
Motor Pulleys, Flexible Motor 
Couplings and Adjustable Motor 
Rails. Let us fill your motor 
requirements. 























Umon Manueacrurme Co, 


New Brovain, Con. U.S.A. Hs “oor DIRKLESMacHine‘Works 
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G@7? NOT INC & eee 


456 N. Union Ave., Chicago 
































When writing to Advertisers please mention MiLt SuPPLies 








128 








PACKING, VALVE STEM 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
ADLOCKS 
The Yale & Towne Mfg. Co 
PAINT SPRAYERS 
Curtis Pneumatic Machinery Co. 
(compre ge 
Kellogg Mfg. Co. 
PAINTS, ry gaa 
Joseph Dixon Crucible Co. 
PANS, VACUUM 
Arthur Harris & Co. 
PEGS OR PINS, BELT LACINYw 
Chicago Rawhide Mfg. Co. 
poet Beit Lacer Co. 
Flexible Steel Lacing Co. 
PINS OR PLUGS, DRIFT 
The Cieveland Wrought Products Co. 
PIPE THREADING TOOLS 
Armstrong Bros. Tool Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
PIPE, STEEL 
National Tube Co. 
PLANERS, WOODWORKING 
The Crescent Machine Co. 
J. D. Wallace 
PLANES. HAND, ELECTRIC 
Wappat Gear Works, Inc 
PLATES, FLOOR & CEILING 
Grabler Mfg. Co 
Illinois Malleable Iron Co. 
PLIERS 
a. Bart iy & Tool Wo 
UGS, BRASS AND “FU SIBLE 
pmen. Injector Co. 
The D. T. Williams Valve Co. 
The Wm. Powell Co. 
POLISHING GRAIN 
Abrasive Company 
POTS, GLUE, AUTOMATIC ELECTRIC 
Russell Electric Co 
POWER TRANSMISSION APPLIANCES 
American Pulley Company 
Arguto Oilless Bearing Co. 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co. 
Kinney Mfg. Co. 
The Medart Company 
The Moore & White Co. 
Royersford Foundry & Machine Co. 
. L. Schultz & Son 
S K F Industries, Incorporated 
Weller Mfg. Co. 
T. B. Wood's Sons 
PRESSES, DRIL L AND FOOT 
Royersford Foundry & Machine Co. 
PRIMING CUPS 
Detroit Lubricator Co 
PROTECTORS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 
PULLERS, CAR 
Weller Mfg. Co. 
PULLEYS, BALL BEARING 
S K F Industries, Incorporated 
Chicago Pulley & Shafting Co. 
Hill Clutch Machine & Foundry Co. 
T. B. Wood’s Sons Co. 
PULLEYS, CAST IRON 
Birkle Machine Works 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co. 
Royersford Foundry & Machine Co. 
Weller Mfg. Co. 
a B. Wood's Sons Co 
PULLEYS, CONVEYOR 
American Pulley Company 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Ohio Valley —e Works, Inc. 
T. B. Wood's Sons 
PULLEYS, CORK INSERT 
American Pulley Co 
PULLEYS, FLANGE 
American Pulley Company 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 
PULLEYS, FRICTION CLUTCH 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine oO. 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Moore & White Co. 
Reeves Pulley Co. 
A. L. Schultz & Son 
SKF Industries, Incorporated 
T. B. Wood's Sons Co. 
PULLEYS, IRON CENTER 
Dodge Manufacturing Corporation 
Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 
PULLEYS, LOOSE 
American Pulley Company 
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Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 


The Hill Clutch Machine & Foundry Co. 


The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
S K F Industries, Incorporated 
T. B. Wood's — Co. 
LLEYS, MOTOn 
American Pulley Company 
Birkle Machine Works 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Ca 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Rockwood Mfg. Co. 
T. B. Wood's Sons Co. 

PULLEYS, PAPER 
Birkle Machine Works 
The Ohio Valley Pulley Works, Inc. 
Rockwood Mfg. Co. 

PULLEYS, ROLLER BEARING 
Dodge Manufacturing Corporation 
Hill Clutch Machine & Foundry Co. 
The Medart Company 
Skayef Ball Bearing Co. 

PULLEYS, STEEL 
American Putley Company 
Dodge Manufacturing Corporation 
PULLEYS, STEEL RIM 
The Medart Company 
PULLEYS, STEP AND TAPER CONE 
Dodge Manufacturing Corporation 


The Hill Clutch Machine & Foundry Co. 


The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 
PULLEYS, WOOD 

Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 

PUMP JACKS 
Goulds Pumps, Ine. 
F. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 

PUMPS, AIR 
Leiman Bro 


PU MPs, BOILER TEST 
Lovejoy Tool Works 
PUMPS, CENTRIFUGAL 
Frederick Iron & Steel Co. 
Goulds Pumps, Inc. 
Geo. D. Roper Corp. 
Worthington Pump & Machinery Corp. 
PUMPS, DIAPHRAGM 
Frederick Iron & Steel Co. 
Goulds Pumps, Ine. 
PUMPS, ELECTRIC 
Goulds Pumps, Inc, 
F. E. Myers & Bro. Co. 
Geo. D. Roper, Corp. 
Worthington Pump & Machinery Corp. 
PUMPS, GAS AND VACUUM 
Kinney Mfg. Co. 
Leiman Bros. 
Worthington Pump & Machinery Corp. 
PUMPS, HAND AND POWER 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 
PUMPS, JET 
American Injector Co. 
Roper, Geo. D., Corporation. 
PUMPS, MINE 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 
Worthington Pump & Machinery Corp 
PUMPS, OIL 
Detroit Lubricator Co. 
Goulds Pumps, Inc. 
Kinney Mfg. Co. 
Leiman Bros. 
Geo. D. Roper Corp. : 
Vorthington Pump & Machinery Corp. 
PUMPS, ROTARY 
Goulds Pumps, Inc. 
Kinney Mfg. Co. 
Roper, Geo. D., Corporation. 
Worthington Pump & Machinery Corp. 
PUMPS, SUMP, AUTOMATIC 
Goulds Pumps, Inc. 
The Penberthy Injector Co. 
Roper, Geo. D., Corporation. 
Worthington Pur np & Machinery Corp. 
PUMPS, TANK 
Goulds Pumps, Inc. 
F. E. Myers & Bre. Co. 
Roper, Geo. D., Corporation. 
Worthington Pump & Machinery Corp. 
PUNCHES AND DIES 
Lovejoy Tool Works 
Royersford Foundry & Machine Co. 
Stanley Rule & Level Plant 
PUNCHES, METAL, LEVER 
Hyro Mfg. Co., Inc. 
W. A. Whitney Mfg. 
PUTTIUM (GL "AZING CEMENT) 
The McCallum Co. 
RACKS, BAR STOCK 
Pollard Bros. Mfg. Co 
REELS, ELECTRIC CABLE 
Appleton E lectric Co. 
REGULATORS, ENGINE BLOWING 
Mason Regulator Co. 
RASPS 
Delta File Works 


Seandinavian Western Importing Co., Ltd. 


RATCHETS 
Armstrong Bros. Too! Co. 
Lovejoy Tool Works 
REAMERS 
Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
Whitman & Barnes, In 
REAMERS, ELECTRIC 
Black & Decker Mfg. Co. 
REDUCERS, ‘SPEED 
The Hill Clutch, Machine & Foundry Co. 
REGULATORS, BOILER FEED LINE 
Mason ety bane Co 
SGULATORS, DAMPER HYDRAULIC 
Mason aaa Co. 
REGULATORS, PRESSURE 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
GULATORS, STEAM FAN 
Mason Regulator Co. 
RESEATERS, BIBB 
M. B. Skinner Co. 
RESEATING 4, VALVE 
The Black & Decker Mfg. Co. 
M. B. Skinner Co. 


RIVETS 
Russell, Burdsall & Ward Bolt & Nut Co. 
ROPE DRIVES 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
The Medart Company 
T. B. Wood's Sons Co. 
ROPE, wore 
Williamsport Wire Rope Co. 
RUBBER GOODS, MECHANICAL 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber cnn ‘Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Jenkins Bros. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
RULES 
Brown & Sharpe Mfg. Co. 
Stanley Rule & Level Plant 
SALAMANDERS 
Aeroil Burner Co., ge 
Geo. W. Diener Mfg. Co. 
SAND BLAST OUTFITS 


Leiman Bros. 

SAWS, BAND 
Armstrong-Blum Mfg. Co. (Metal). 
American Saw & Mfg. Co. 

Iki, C. Atkins & Co. 

W. O. Barnes Co., Inc. 

The Crescent Machine Co. 

Simonds Saw & Steel Co. 

The Henry G. Thompson & Son Co. 
J. D. beiamene” & Co 

AWS, CIRCULAR 
Kk. C. Atkins . Co. 

Simonds Saw & a Co. 
J. D. Wallace & Co. 

SAWS, COPING 
W. O. Barnes Co., Inc. 

SAWS, HACK (Blades) 

American Saw & Mfg. Co. 
Ik. C. Atkins & Co. 
Arion Steel Co, 
Armstrong-Blum Mfg. Co. 
W. O. Barnes Co., Inc. 
Simonds Saw & Steel Co. 
The Henry G. Thompson & Son Co. 
Victor Saw Works, Inc. 

ys, HAND, ELECTRIC 
J. D. Wallace & Co. 
Wappat Gear Works 


SAWS, RADIAL, ELECTRIC 
J. BB. Wallace & Co 
SAWS, SWING, CUT-OFF 
KE. C. Atkins & Co. 
The Crescent Machine Co. 
SCAFFOLDING 
Patent Scaffolding Co. 
SCALES 
The Fairbanks Company. 
SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
N. A. Strand & Co 
SCREWDRIVERS, HAND 


American Saw 
REW PLATES 
Morse Twist Drill & Machine Co. 
SCREWS, CAP AND SET 

The Bristol Company 
Clark Bros. Bolt Co. 
Cleveland Cap Screw Co 
Cleveland Wrought Products Co. 
Ferry Cap & Set Screw Co. 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
Standard Pressed Steel Co. 
The Strong, Carlisle & Hammond Co. 
The Superior Screw & Bolt Mfg. Co. 
SCREWS, MACHINE, BRASS AND IRON 
Economy Screw Corporation 
H. M. Harper Co. 

SCREWS, MINING 
The Strong, Carlisle & Hammond Co, 

SCREWS, SAFETY SET 

The Bristol Company 
Standard Pressed Steel Co. 
The Strong, Carlisle & Hammond Co. 

CREWS, THUMB 
Economy Screw Corporation 
J. H. Williams & Co. 

SEPARATORS, OIL AND STEAM 

The Strong, Carlisle & Hammond Co, 
The Swartwout Company 
The D. T. Williams Valve Co, 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 











STOW P 
Flexible Shafts 


All types of flexible shaft as- 
semblies, all sizes. Flexible 
shafts for your customers’ own 
motors, with attachments. 


Jobbers are selling this equip- 
ment to their regular trade most 
advantageously. 


Agents wanted in every city. 
Write us for proposition with 
printed matter. 





Invented and Built by 


STOW MFG. CO., Inc. 
Binghemton, N. Y. 








GUARANTEED 
to contain 
no Rosin 





Not a Single Consumer 
is on Our Books 


That means that our distribution is 100 “; 
through the supply trade. We have found 
from many years experience the way to 
create business for our distributors. The 
plan will work as well for you as it has 
for others. 


WIZARD Belt Dressing is an oil com- 
pound that preserves belts and gives them 


a soft, clinging surface. Half-pound bars. 
List, $3.00 a dozen. 





Dillon Supply Co., 
Raleigh, N.C., sold 
over $500.00 worth of 
WIZARD in 1929. 








Ask for the selling plan 





RICHMOND BELT DRESSING MFG., CO., Inc. 
Richmond, Va. 











SKINNER Clamps 
Stop Leaks 


aa. 


ROLLER 
BEARING 
HANGERS 


lubricated with 
Rollerine are best 
and cheapest. 





Royersford Fdry. & Mch. Co. 


Royersford, Pa. 











SSS 
PES =m 
2 ESSE 


PORTABLE FLEXIBLE 

SHAFT MACHINES 
for Grinding—Polishing— 
Drilling—Buffing—Rotary { 
Filing—Screw Driving— 
Nut Setting 


and hundreds of other useful 
operations. Several Sizes. 


Manufactured by 


N. A. STRAND & CO. 
Chicago 


M6—*% H. P. Capacity 









‘*VINCENT ”’ the name that signifies good— 


Huntington Emery Wheel Dressers and 
Cutters—Vincent-Carbo Emery Wheel 
Dressers—Conical Emery Wheel Cut- 
ters—Hardened High Speed Tool Bits. 


(Sold through the distributors) 
IF YOU DO NOT HAVE OUR CATALOG—wWRITE US 


THE VINCENT STEEL PROCESS CO. 
Incorporated in 1909 
2519 Bellevue Avenue 
DETROIT, MICH. 


Chicago Office 


New York Office 
25 S. Jefferson St. 


41 Murray St. 








THE CORRECT 
Grinder and Buffer 


This outfit is ideal for grinding tools, 
preparing metal surfaces for welding, and 
for countless other uses in machine shops, 
garages, repair shops, service stations, 
blacksmith shops and wherever men work fe 
in metals. 


Our in the p 
of mall Miah grade motors makes our 
prices 25 to 50 per cent below the aver- 
age. Your best investment of the year 
will be the purchase of a Marathon 
Grinder and Buffer. Write for Bulletin. 





We ully co-operate with mill 
supply houses. 
MARATHON ELECTRIC 
MFG. CO. 

50 Island St., Wausau, Wis. 








Mee MARK 


or Sensen’ 


REG U S PAT OFF 


Look for the Name 


GENUINE ?! 













Fits Every Grip 
Without a Slip 


Steel Spindles 
Steel Nuts 
Maple Jaws 


Adjustable or 
Non-Adjustable 


Adjustable Clamp Co. 413 N. Ashland Ave. 


CHICAGO, ILL. 








When writing to Advertisers please mention Mitt Suppiirs 
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SETS OR SNAPS, RIVET 
The Cleveland Wrought Products Co. 
SHAFTING, FLEXIBLE 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co. 
SHAFTING, STEEL 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
A. L. Schultz & oy 
T. B. Wood’s Sons 
SHAPERS, WOODWORKING 
The Crescent Machine Co. 
SHEARS, WIRE AND BOLT CUTTING 
H. K. Porter, In 


SHEAVES, MANILA AND WIRE ROPE 


The Hill Clutch Machine & Foundry Co 
The Medart Company 
Pyott Foundry Co. 
. 2 Ww ae * : Sons Co. 
1E AVES, “vy” BELT 
Pyott out. = 
oe me. HAND 
Wood Shovel & Tool Co. 
SLEEV zs, gr, tie 
Whitehead Bros. Rubbe 
SLEEVES AND SOCKETS, DRILL 
Lovejoy Tool Works 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
SLEEVES, USE-EM-UP 
Lovejoy —“ ma. orks 
egg ‘MELTERS 


Aeroil Susietar a. 
SOL DER “DIPPERS 
Paul W. Koch & Co 
SOLDER, BAR AND WIRE 
Frictionless Metal Company 
LDER, SELF-FLUXING 
Chicago Solder Co 
SPEED ‘TRANSFORMERS 
The Hill Clutch Machine & Foundry Co. 
Reeves Pulley Co. 
SPRAYERS, PAINT 
Kellogg Mfg. Co. 
SPROCKETS 
Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co. 
A. L. Schultz & Son 
The Webster Mfg. 7 
STAMPINGS, BRASS, BRONZE, 
COPPER AND STEEL 
The Cleveland Wrought Products Co. 
STAMPS AND DIES, STEEL 
Joslin Mfg. Co. 
STANDS, DRILL 
Stanley Rule & Level Plant 
STANDS, FLOOR 
Hill-Clutch Machine & Foundry Co. 
STANDS, — 
Pollard Bros. Mtg Pas 
STANDS, VISE, PORTABLE 
BH. PP. Martin & Sons 
J. H. Williams & Co. 
STEELS, PAVING BREAKER 
The Cleveland Wrought Products Co. 
STOCKS & DIES 
Armstrong Bros. Tool Co. 
Armstrong Mfg. Co. 
Toledo Pipe Tarcaites Machine Co. 
TOOLS, STEEL 
Pollard Bros. oats. Co. 
STOPS, ENGINE 
The Strong, Carlisle & Hammond Co. 
STUDS, MILLED 
Cleveland Wrought Products Co. 
STRAINERS 
American Injector Co. 
Kieley & Mueller, inc. 
Kinney Mfg. Co. 
Mason Regulator Company 
The Strong, Carlisle & — Co. 
The Swartwout Comp 
STRAPS, EATHER 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren wd 
tL. &. wae & Son 
SWAGES, UPSET 
kk. C. Atkins & Co. 
Simonds Saw & Steel Co. 
TABLES, STEAM 
Nason Mannie Co. 


LES, STEEL 
Pollard Bros. Tr Co 
TANKS, COPPER 
Arthur Harris & Co, 
TAPE, FRICTION 
Boston Woven Hose & Rubber Co. 
The B. F. Goodrich Rubber Co. 
TAPS 


Morse Twist Drill Ni Machine Co. 
The Standard Tool Co 
TOOLS, BOILERMAKERS’ 
Lovejoy Tool Work 
TOOLS. BORING 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
TOOLS, MACHINISTS’ 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Brown & Sharpe Mfg. Co. 
Delta File Works 
H. K. Porter, Inc. ; 
Grobet File Corporation of America 


Scandinavian Western Importing Co., Ltd. 


Stanley Rule & Level Plant 
J. H. Williams & Co. 
Whitm = & Barnes, 
OOLS, MECHANICS’ HAND 
a. Swiss File & Tool Co. 
J. H. Williams & Co, 


TOOLS, PLUMBERS’ AND STEAM- 
FITTERS’ 


Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Toledo Pipe Threading Machine Co. 
Walworth Company 
J. FF. a & Co. 
OOLS, RAILRO: AD 
Lovejoy Toot Works 
TOOLS, SAW 
ki. C. Atkins & Co. 
Simonds Saw & Stee 
OOLS, VALVE “RESEATING 
The Black & Decker Mfg. Co. 
M. B. Skinner (ns 
TORCHES, “ord 
Clayton & Lambert Mfg. 
Geo. W. Diener Mfg. . 
Seandinavian Western Importing Co. 
P. Wall Mfg. Supply Co. 
Loony — _, THAWING 
Aeroil Burner 
TORCHES, WELDING AND CUTTING 
The Imperial Brass Mfg. Co. 
TRACK SYSTEMS, OVERHEAD 
Chisholm-Moore Hoist ogg 
The Yale & Towne Mfg 
TRACTORS, INDUSTRIAL 
The Yale & Towne Mfg. Co. 
TRAILERS, INDUSTRIAL 
Chase Foundry & Mfg. Co. 
The Yale & Towne Mfg. Co 
TRANSMISSION, VARIABLE SPEED 
The Moore & by = — Co. 
—, Peg 
APS, AIk AND SEDIMENT 
The V. Te Anderson Co. 
Kieley & Mueller, = 
The Swertees Com 
PS, RADIATOR 
The Strong, Teas & Hammond Co. 
RAPS, STEAM 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Nason Manufacturing Co. 
The Strong, Carlisle & Hammond Co. 
D. T. Williams Valve Co. 
The Swartwout Company 
TRAPS, VACUUM 
The Strong, Carlisle & Hammond Co, 
TRESTLES, SAFETY, EXTENSION 
Patent Scaffolding Co. 
TROLLEYS 
Chisholm-Moore Hoist Corp. 
Curtis Pneumatic Machinery Co. 
Saginaw Stamping & Tool Co. 
Union Manufacturing Co. 
The Yale & Towne Mfg. Co. 
TRUCKS, HAND 
The American Pulley Company 
The Fairbanks Company 
Pollard Bros. Mfg. Co. 
Saginaw Stamping & ete am 
Standard orem Steel 
TRUCKS, Lier 
The Yale & Towne fg. 
TUBE COU PL INGS 
The Parker Appliance Co. 
TUBES, BOILER 
National Tube Company 
TUBING, RUBBER 
Whitehead Bros. Rubber Co. 
TURNBUCKLES 
Brownie Mfg. Co. 
H. M. Harper Co. 
UNIONS, BRASS AND IRON 
The Fairbanks Company 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Walworth Company 
VACUUM PANS 
Arthur Harris & Co, 
VALVE LEATHERS 
Chicago aia? > Mfg. Co. 
LVE- ae 
Nason Manufacturing Co. 
VALVES, BALANCED, FLOAT 
Arthur Harris & C r: 
Mason Regulator Co. 
VALVES, BLOW OFF 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Company. 
VALVES, CHECK 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Jenkins Bros. 
The Parker Appliance Co. 
The Wm. Powell Co. 
The D. T. fs Valve Co. 
Ww week Comp 
ALVES, COLD WATER, BALATA 
Victor Balata & Textile Belting Co. 
VALVES, EMERGENCY 
The Strong, Carlisle & Hammond Co. 
ALVES, USH 
Imperial Brass Mfg ‘Co. 
VALVES, GATE, GLOBE AND ANGLE 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Jenkins Bros. 
The Wm. Powell Co. 
The Strong, Carlisle & Hammond Co. 
Henry Vogt Machine Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, HYDRAULIC 
The Fairbanks Company 
Jenkins Bros. 
The Wni. Powell Co. 
Henry Vogt Machine Co. 
Walworth Company 
The D. T. Williams Valve Co. 


VALVES, NON-RETURN 
The Strong, Carlisle & Hammond Co. 
VALVES, POP, SAFETY AND RELIEF 
Detroit Lubricator Co. 
The Wm. Powell Co. 
Walworth Company 
VALVES, PRESSURE REDUCING 
G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
Walworth Company 
VALVES, PUMP, RUBBER 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Jenkins Bros. 
The Mechanical Rubber Co. 
Whitehead Bros. Rubber Co. 
VALVES, RADIATOR 
Detroit Lubricator Co. 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co, 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, STOP, CHECK, ANGLE, 
NEEDLE, ETC, 
The Parker Appliance Co. 
VALVES, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros. 
Walworth Company 
The D. T. Williams Valve Co. 
VISES, BENCH, WITH CLAMP 
Bonney Forge & Tool, asta 
Luther Grinder Mfg. 
VISES, DRILL PRESS 
The Skinner Chuck C 
Yost Manufacturing rma 
VISES, MACHINISTS’ 
Bonney Forge & Tool Works 
Columbian Vise & Mfg. Co. 
Walworth Company 
Yost Manufacturing Co 
VISES, MILLING MACHINE 
Skinner Chuck Comp 
ISES, PATTERN MAKERS’ 
Yost Manufacturing Co. 
VISES, PIPE 
Armstrong Bros. Tool Co, 
Armstrong Mfg. Co. 
Columbian Vise & Mfg. Co. 
Toledo Pipe Threading Machine Co. 
Walworth Company 
J. H. Williams & _, 
Yost Manufacturing C 
ES, PIPE BENDER 
Paul W. Koch & Co. 
VISES’ WOODWORKERS’ 
Columbian Vise & Mfg. 
Yost Manufacturing Co. 
ASHERS, BRASS 
Economy Screw Corporation 
WASHERS, BRASS, BRONZE, COPPER, 
STEEL, CAST IRON AND GALVANIZED 
The Cleveland Wrought Products Co. 
H. M. axeee Co. 
WASHERS, > pra 
Chicago Rawhide Mfg. 
WASHERS, RUBBER 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Republic Rubber Co. 
WATER LEVEL CONTROL 
The Bristol Company 
Nason Manufacturing Co. 
WELDING AN oy EQUIPMENT 
The Imperial Brass Mfg. Co. 
lye ono pga 
The ie Comp 
HEELS, "BUFFING 
C. B. Hunt & Son. 
WINCHES 
A. L. Schultz & Son 
WHEELS, GRINDING 
Abrasive Company 
kk. C. Atkins & Co. 
WINCHES 
Stephens-Adamson Mfg. Co. 
WIRE _—— 
Williamsport Wire Rope Co. 
wo OODWORKERS, VARIETY 
Crescent Machine Co. 
J. D. Wallace & Co. 
WRENCH SETS 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
J. H. Williams & Co. 
WRENCHES, ADJUSTABLE 
Bonney Forge & Tool Works 
Walworth Company 
J. H. Williams & Co. 
WRENCHES, HOPPER CAR 
Advance Car Mover Co. 
Safety Wrench & Appliance Co. 
WRENCHES, OPEN END 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Brownie Mfg. Co. 
J. H. Williams & Co. 
haga gar PIPE 
Armstrong Bros. Tool Co, 
Bonney Forge & Tool Works 
Walworth Company 
J. H. Williams & Co. 
WRENCHES, SOCKET 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
The Black & Decker Mfg. Co. 
Blackhawk Mfg. Co. 
Bonney Forge & Tool Works 
J. H. Williama & Co. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 











GROBET SWISS FILES 





For more than a hundred years master craftsmen have 
recognized Grobet Swiss Files as the best files money can buy. 


Their fine qualities have earned them this distinction. 
Cutting faster with greater accuracy, they outlast three 
ordinary hles . . . craftsmen know there can be no mistake in 
their acceptance of Grobet Files. 


Grobet File Corp. of America 


3 Park Place, New York City 





ECONOMY THUMB SCREWS 


The new “Economy” Thumb Screw is similar to a 
round head machine screw, threaded up to the head. 
The steel key is forced into the slot of the screw under 
pressure and can’t loosen. The result is an all-steel 
screw, with wide binding surface, standard threads 
and bright tumble finish. Pleases every mechanic 
who has had to work with old style cast and malleable 
thumb screws. 


No delay in shipment. Complete stocks of all sizes 
Also made in brass and bronze. A good seller. Send 
for Dealer’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, III. 








=== Adjustabl vaaE- Pipe Bend 
Cliffs “Cutter | | UEiay “Vise 





Cuts Holes [yp | Bends % in. 

34 in. to 6 in. and % in. 

Quickly, Conduit —2- 

Easily and in., 3-in. and 

Neatly 4-in. Radius 
{No Manual Pressure 


Doesn’t Kink, Flatten or 
Split Even on 2 in. Radius 


Required— 
Spring Operated 

















Sent on Ten Day Trial—Write for Bulletin 


PAUL W. KOCH & COMPANY 
Room 405, 19 S. Wells St. Chicago, III. 


Rugged Construction 
Means 


Profit for You 


—Because Frederick Dia- 
phragm Pumps last. The 
“slogging” work of Draining 
Quarries, Trenchcs, Cellars, 


Excavations, Sewers, and 
Ship Holds, is what they’re 
built for. And_ they’re 
guaranteed. 


Bulletins 


Prices 


The Frederick Iron & Steel Co. 


Frederick, Maryland 


Write for and 








CHAMPION BENCH SAWS 


Made in three sizes: 6, 8 and 10 inches 






CHAMPION Bench Saws will 
rip, cross-cut, mitre or groove. 
A practical machine for pattern 
shop, contractors, shipping 
room, and for general wood 
work and soft metal work. 
Reasonably priced. 


No. 8 Be nch 
Saw. 


Carried in stock by all leading 
mill supply jobbers. 


Write for No. 55 catalog. 


BLOWER & FORGE CO. 


_Lancaster, Pa. 


Wire Brushes for every 
Heater or Boiler 
Tube Cleaners— 
Séctional and House Heating 

Flue Brushes. 
Write for samples and 


prices on this economical and 
efficient line. 


Boiler 








AWORCESTER BRUSH 
AND SCRAPER CO 


WORCESTER 
BRUSH & SCRAPER CO. 


450 Park Ave., Worcester, Mass. 


ROA 





yaa ea 
v aN Ne 2 















Jobbers! 


Write us for 
catalog. 





BROWNIE N22 


MADE RIGHT PRICED RIGHT 
CLAMPS—Unbreakable, Nickel Plated, Udylited, Plain. 
Made of tough malleable iron with steel screws. 
TURNBUCKLES—Udylited, Plain, Strong and Durable, will 
stand a powerful strain. 


BROWNIE MFG. CO., Inc. : Fort Wayne, Indiana 





- 


T’S easier, and more satisfactory all round to 

sell a complete line of valve specialties made 
by one good firm than a line drawn from a dozen 
different places. 


The design of Davis Valve Specialties is distinc- 
tive; every item in the line is simple, effective, and 
proven by years of performance. 


Show the complete line in your catalogue, and 
take full advantage of the established position 
of the Davis name. 


THE G. M. DAVIS REGULATOR CoO. 
408 Milwaukee Avenue, Chicago, Illinois 
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e) 
One Customer Says: 


“Arguto Bushings have licked 
several problems for us and 
we shall continue to use them 
throughout our shops.’’ Such 
testimonial statements arrive 
with almost every mail. They 
simply state facts—facts which 

thousands of customers will 

substantiate. 















BEARI N GS 
have gone 20 
years without 
oil or attention 





| rr; ABATE WED si 
without a Drink, 
Camels go a week or more 
without water. 






oe. Ee A RR RE ce See a 
a ee ee ee ee 


ARGUTO OILLESS BEARING COMPANY 
Wayne Junction, Philadelphia, Pa. 
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A set screw of the highest 
quality and appearance. 
Send for a sample and 
prove it by comparison. 
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/ "THE WHOLE MACHINE is 

only an assembly of parts; 

and the goodness of each 

part measures the quality of the 
finished product. 


Ferry case-hardened Set Screws are 
contributing their share of quality for 
_’ hundreds of manufacturers. 


—/ A clean-cut, sharp-cornered head, a sharp 

point that holds, and stands hard wear, and 

good looks that add the right touch to the 
finished product! 


For Set screws, Cap screws, Acorn nuts, and 
for special screw machine products, write or 
telephone Ferry. 


THE FERRY CAP AND SET SCREW CO. 
Cleveland, Ohio 





PROCESS -SCREWS 








